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§ Columbian Anti-Rot 
Treatment is applied 
to all Manila fibres as a component of friction 
reducing lubricant. Chemist above checks lubri 
cant for level of fungi-static material 


@ Microphoto of treated 
Manila fibre after two 
week incubation with 
green mold spores under 
optimum conditions for 
growth. Only original 
spores applied for test 


Hf @ Microphoto of untreated Ma 
nila fibre after same two-week 
test shows jungle of spores whose 
“roots’’ feed on fibre, leaving it 
rotted and useless. 
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Columbian Laboratories 
Insure All-Season 
Protection Against 
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wer's Little White House in Auguste 


“SHOW HOUSE’ DESIGNERS CHOOSE LUMITE 


The Saturday Evening 


Because — as featured in the March and April issues of 


LUMITE* SARAN SCREEN CLOTH 
CAN’T STAIN SIDEWALLS 
..©RUST OR CORRODE 


LUMITE 


v0 Toy 


Contact your local jobber or write directly to us. 
LUMITE DIVISION, Chi copee Millis, Inc., 47 Worth Street, N. Y. 13, N. Y. 
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Awikset “400” line er | 
the quality lock for 


KWIKSET SALES 


tf 
AND SERVICE COMPANY 
1/// ¢ ANAHEIM, CALIFORNIA 
LOCKSETS 
400” LINE 


MILLIONS IN USE—The famous KWIKSET 

“400” line of economy locksets are installed 

on the doors of private residences and large-scale housing 
developments throughout the United States and the entire world. 


EASY TO SELL — Your selling job is supported by KWIKSET’S vigorous, 


national merchandising and advertising program, which creates 
nation-wide acceptance of KWIKSET locksets. 


EASY TO DISPLAY—KWIKSET locks are mounted on special displays 
that show off the “400” line locksets to the best possible advantage. 
Your customers can try the smooth, easy latch action... select 

from the display of gleaming “sealed-on” plastic coated finishes. 


All KWIKSET locksets are precision manufactured and unconditionally guaranteed. 











Now! Universal’s best selling 
Food Chopper in |4/)-| 


NAME? 
Tab-L-Top “Leader” Model! 


MARKET ? 


Thousands of modern budget-minded 
housewives who need a Tab-L-Top 
food chopper! 


ADVERTISING ? 


Consistent, hard-hitting national ads, 
promotions, and publicity. The same 
kind of pre-selling that has made 
“Universal” today’s most popular 
Tab-L-Top chopper! 


PRICE? 


Just $5.95! Lowest price of any 
“no-clamp” chopper! y, 





. 


NO TABLE 





COMES OUT OF THE | 
CUPBOARD READY TO USE! 
HAS NO CLAMP! 


This new “Leader” Model with all these pads protect surfaces—prevent slipping. 


features practically sells itself. It’s easy to 
clean. White enamel base wipes off in a 
jiffy. Defies grease, hot water, soap. It’s 
built for a lifetime. Body, feed serew and 
handle are cast iron—heavily tinned. [1 
won't scratch table or skid. Thick rubber 


Universal offers you America’s 
most complete 
line of food and meat choppers 


It’s self-sharpening. All three cutters 
sharpen themselves as they cut. Cash in 
today! See your Universal distributor or 
write Landers, Frary & Clark, New Brit- 
ain, Conn. for further information about 
this new Tab-L-Top “Leader” Model. 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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Sales-building Farm Chain 


@ Fill the everyday chain needs of your farm and suburban 

customers with the items illustrated here. Keep a few bags 

of each in prominent counter locations for the convenience 

of your trade. Doing so will stimulate your sales and profits. REE py. pos 
Your AMERICAN CHAIN wholesaler will give you prompt CHAINS 

service on orders for these items—as well as many other 

ACCO quality products. Check your stock—send your order 


NO. 516 —today. 
UTILITY CHAIN - 


= > 
—_—_—————e 
Cy» pert) 


2 


@ These tie-out or picket chains are made in 4 sizes— 
_ . Fur- 
1, 1/0, 2/0, and 3/0 Two lengths 20 and 30 feet ur EL-WEL-TRA 
nished with a swivel every 10 feet. Bright or zinc plated TRACE CHAINS 
finish. Packed one chain in a strong cloth bag. 








NO, 22 
SLIP HOOK 

STYLE NO. 120 © Grab hook on one end, slip hook on 
other end, and swivel in center when so ordered. Furnished 


self-colored, bright, or coppered. Made in sizes—4”, 
5/16”, %”, 7/16”, 4%”, and 5%”. Lengths as desired. 













ELWEL 
Ger this FREE m a 
NO. 41 “Fingertip Facts about Hardware Chains” 
GRAB HOOK Contains useful information for all 


hardware people. Write today. 





AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 








By W. A. Phair 


A time of decision . . . for you, too 


Each passing week sees more manufacturers and wholesalers taking specific 


° steps to correct the confused price situation that has developed in retailing in 
ae recent years. While thus far these efforts have not had any readily apparent 


effect on such operations as the discount houses, the cumulative influence of these 
decisions is bound to eventually have a beneficial effect. 


Among the steps that have been taken recently are: more energetic enforcement 
of Fair Trade prices; cancelling of existing distributor agreements and rewriting 
new agreements on a more restricted basis; cancelling of Fair Trade contracts and 
reissuing contracts only to outlets that have observed Fair Trade price levels in 
the past; dropping of “club plan” customers, as was done recently by an appliance 
manufacturer; wholesalers dropping lines that have been especially prominent in 





discount houses, etc. 


Now another, and very significant step has been taken by a large Eastern ven 
eral line wholesaler. This wholesaler, as reported on page 14 of this issue, has 
announced its intention to discontinue selling all discount houses. 

TRA . 

IAINS In recent months, various individual wholesalers have cut off specific discount 

houses or discount house branches, but this is, to our knowledge, the first time 
that a large wholesaler has taken such drastic action as the removing of all dis- 
count houses from its books. 


These actions by wholesalers and manufacturers are of great importance to 
every independent hardware dealer. They represent what many individual dealers 
and dealer groups have been recommending for some time. Now thaf these steps 
are being taken, it’s time for dealers to take time to review the picture and deter- 
mine what they, as dealers, are going to do. 

| 


It is important to understand that these actions are not yet going to put dis- 
count houses out of business. It is most likely that the discount houses will con- 
s tinue to display and sell pretty much the same types of merchandise that thev 
have handled in the past. There are still many sources at their disposal. 


But these actions will have a very important psychological effect on the entire 
merchandising picture. These actions will very likely complicate the task of the 
discount house in obtaining suitable merchandise in sufficient quantities and can 
well increase their costs of doing business. 


Dealers have been asking for corrective action against discount houses, etc. 
Now they are getting it. The experience in the months to come of these manu- 
facturers and wholesalers who are doing some of the things that dealers have said 
were necessary to maintain relations with established retailers, will play a domi- 
nant role in the shape of things to come. 
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\NO 
informal editorial comments OFFI 


How important is a product warranty? 


We have had comments from several manufacturers that much as they would 
like to eliminate price cutting on their product, they are powerless to do so. We 
wonder if that is true in all cases. 





Just Among Ourselves. 


For example, one lawn mower company recently took the drastic action of can- 
celling all its Fair Trade agreements in the New York City area and will rewrite 
them on a more restricted basis. We presume that an effort will be made to avoid 
issuing contracts to known price cutters. 


A manufacturer of power tools writes us that in an effort to correct pricing 
abuses in New York, the company established Fair Trade pricing and dropped 
about 40 or 50 dealers in that area. The result has been a doubling of this com- 
pany’s business with the better hardware stores. This same technique is going 
to be used in other trouble spots. 


We have often wondered why manufacturers in general have not made more 
effective use of a very powerful policing device that they already have in their 
hands ... the product warranty. 


If it were made a part of the warranty that it was effective only when issued 
by a store authorized to issue it, the discount houses would be hit in a very 
vulnerable spot. One of the ways most discount houses keep costs down is by 1 
throwing the responsibility of product servicing, customer complaints, etc., right 
back into the lap of the manufacturer. 


The consequence of this type of operation is that the producer of the merchan- 
dise is saddled with numerous additional costs in making customer adjustments; 
making minor repairs to their products, etc., all of which is usually done at the 
retail outlet when the sale is made by established retailers. 


Every hardware store makes hundreds of such small repairs, adjustments, etc., 
in the course of a year, without charge to the manufacturer. The dealer feels that 
this is part of the cost of his doing business. 


The establishment of restrictions on stores authorized to approve a warranty 
is not new or revolutionary. It has been done before. 


A sermon in a sign 


On a recent trip in the midwest, I had a few hours wait in Chicago for my 
train. I used that time in visiting the hardware department of the big Sears’ 
store on State Street. I have much admiration for Sears as outstanding merchan- 7 
disers and I always like to keep abreast of what they are doing. 


From a merchandising viewpoint—layout, arrangement of merchandise, selec- 
tions, the behavior of clerks, etc., I have been in many independent hardware 
stores that do a better job than Sears. 


But one thing I did see on my visit that we.could all profitably copy. It was a 
sign on a door leading to a stock area. 


In large, bold letters, this sign in Sears’ hardware department said, “We are 
100 percent in stock on all dominant items.” 


There is a sermon in good management, summed up in a simple sentence. 


It should also serve all of us as a reminder of one of the keystones of a profit- 
able retailing operation—being in stock when the customer wants to buy. You 
can’t sell much from an empty store. 
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NO OTHER LOCKSET in the low-price field 
OFFERS YOU SO MUCH... 


LOCKWOOD’S NEW “C" SERIES _ 





@ Reversible without change. 


@ Complete functions, all field- 
tested and proved under ! 
severest conditions. 


@ Easiest, most foolproof in- 
stallation . . . get complete 
information on the unique 
Lockwood SPEEDRIL. 


Mons oe 


1 Quality & performance 


@ All brass or steel parts, no substitute 
metals. 


@ Full-size, solid brass 5-pin cylinders. 


es 


2 Colorful sample mounts 


@ Handsomely finished in attractive new sprackle-textured 
effect. 


@ Descriptive information to tell how locksets function. 


@ 3 styles available — Y, as illustrated; X, same without 
handle grip; Z, single lock mount. 





3 Smart, informative packaging 


@ Strongly made boxes are ingeniously designed to 
give lockset full protection. 


@ Cradling insert in box holds lockset, serves as 
marking template, gives installation instructions. 


@ Graphic labeling shows contents of box with 
clear illustration, complete description. 


@ Boxes packed in colorful carton and carton 
clearly labeled as to contents. 


Z / LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


Business Forecast Envisions 
Profitable Year for Dealers 


Aggressive merchandising plus the offering of extra 
sales inducements, probably will push this year’s sales 
records comfortably into the profit column, but it’s 
going to be a year of rugged competition. 

This forecast is based on the latest production and 
sales figures for key retailing and manufacturing in- 
dustries. Retail Sales figures are holding up remark- 
ably well in the opinion of Government experts. 

The biggest headache today is of course heavy inven- 
tories. This is particularly true of appliances and 
automobiles. But there are definite signs that the log- 
jam of inventories is breaking up. 

Spot-checks show that the pile-up will be substan- 
tially cut down in the next 90 days. 


OUTLOOK—The low point of sales activity 

has passed. The advent of warmer weather is 

e helping overall consumer buying. Sales this 

year probably will be between 5 and 10 pet 
under last year’s record high figures. 


Proposed Tax Changes Aimed 
At Bolstering Spending 


After hammering the Federal tax reduction bill into 
shape as March ended, Congress was beset by urgent 
pleas to aid this or that segment of business by alter- 
ing the legislation. 

Fully realizing not every retailer, wholesaler, pro- 
ducer, or consumer would be happy with the final 
result, the law makers, nevertheless hoped their work 
would end some of the current uncertainty about the 
U. S. economy. 

One widely discussed aim of the tax reduction mea- 
sure was and is to make about $1 billion more spending 
power available to the consumer. At a time when there 
is much guesswork about national employment and in- 
come, this additional boost to the buyer’s bankroll is 
particularly timely. 


10 


With warmer weather approaching, a goodly amount 
of the bolstered buying power may be turned into 
greater demand for gardening tools and equipment 
and sports equipment. The amateur farmer and the 
would-be fisherman who have benefited by excise tax 
cuts should be ready to stock up for the year. 


OUTLOOK—Excise tax reductions are not 

+ the only new awards to the 
spring. There may be a temporary change in 

the personal income tax rate for this year only. 


consumer this 


Reserve Board Study Shows 
Consumers Wait Price Dip 


Tougher sales resistance may be expected from po- 
tential hard goods buyers. More merchandising effort 
will be required. 

The thinking seems to run along this line: Is this 
lawnmower, washing machine, refrigerator, etc., neces- 
sary? 

Although the consumer seems to believe that the 
nation’s economy is generally healthy, they seem less 
confident of their own. Besides, there’s a belief that 
consumer durable prices, from handsaws to 
are overdue for a drop. 

Such is the conclusion of the Federal Reserve Board 
after its annual survey of consumer finances. 

But the FRB isn’t pessimistic, and still sees 1954 
business as second only to the 1953 record. It looks 
for a rise in second-hand sales to challenge the mettle 
of retailers of new goods. 

The bright spot for hardware dealers is a rising 
trend in do-it-yourself plus plans for home improve- 
ment spending—at last year’s level. 


autos, 


OUTLOOK—The Government survey dis- 

closes no changes in traditional buying be- 

- havior. Look for increased buying interest 

after the first half of the 
period. 


“wait-and-see”’ 


(Continued on page 128) 
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Bicycle Institute of America estimates 
over 21,000,000 bicycles in use 


The BIG SEASON for Master Bike Lock we 


sales is just ahead. Millions of children are 















No. 5517 


now taking their bikes to school .. . soon 
f = 49¢ Retail 


will be riding them to swimming pools, pic- &. 
° ° ° eo. ~ 

nics, and other vacation-time activities! x 

oa ‘ . . — ‘ No. 6617 

They'll be needing bike locks. Right now is 59¢ Retoil 

the time to check your Master Bike Lock stock 

and order from your wholesaler. Master, the 

only complete line, enables you to fill any No. 7717 
“i r 1.19 Retail 


need . . . meet any price. 





No. 1517 
$1.49 Retail 


No. 517 
79¢ Retail 


No. 518 
89¢ Retail 


Make sales faster with 


Master Bike Locks rs 


Y ONE AN OUTSTANDING VALUE 


Master Jock Company, Milwaukee 45, Wis. ° W024 2 Leading Padlock WManulacturenrs 
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LATEST INFORMATION ON NEW PRODUCTS AND SERVICES 


Redesigned 20-In. Mower 
This 20-in. Century Convertible 
rotary lawn mower has been com- 
pletely redesigned. A three-wheel 
mower, it is convertible from the 
standard push-type to a power pro- 
pelled unit by substituting a power 
driving wheel for the caster wheel. 
Power conversion unit is now chain 
driven and more quickly and easily 
fastened to the mower body. Other 
improvements include new, adjust- 
able front wheel mounting brack- 
ets; stronger steel housing; heavier 





cutter blade; relocation of operat- 
ing controls, and four-cycie Briggs 
& Stratton engine. Eclipse Lawn 
Mower Co. 


For more data circle No. 1 on postcard, p. 137 


Barbecue Set 

Three-piece Bar-B-Que set No. 
500 is sturdy and attractive. Made 
of stainless steel and mirror fin- 
ished, unit has permanent rustic 
brown handles with rawhide thongs 
for hanging. Needle-sharp points on 
fork, serrated knife blade for easy 
cutting, and reinforcing arch near 
handle of turning offset spatula are 


12 





other features. Lightweight set, ap- 
proximately 21 in.. long, comes in 
attractive box. Retails for $6.75. 
Russell Harrington Cutlery Co. 


For more data circle No. 2 on postcard, p. 137 


Plastic Pipe 

Sub-du-it, plastic pipe for sub- 
mersible pumps, has built-in sus- 
pension cable of stainless steel 
which is part of pipe for added 
strength and protection. Plastic in- 
sulation surrounds cable, extruded 
simultaneously with pipe. With spe- 
cial brass fitting, pipe makes sub- 








mersible pump installations under 
150 ft. easy and quick. Cuts instal- 
lation time and costs, and increases 
operating efficiency. Comes in 1 in. 
size in coils up to 300 ft. in length. 
Yardley Plastics Co. 


For more data circle No. 3 on postcard, p. 137 


Automatic Can Opener 
Automatic cabinet can opener has 
single action handle which auto- 
matically locks can in postion and 
removes lid in one operation. Work- 
ing parts are concealed in plastic 
cabinet. Can be mounted on tile, 





metal or wood, with screws or ad- 
hesive. In red, white or yellow, can 
opener retails for $5.95. Auto avail- 
able with magnetic lid-lifter at 
$6.95. Swing-A-Way Mfg. Co. 


For more data circle No. 4 on postcard, p. 137 


Floor Polisher 


Universal floor polisher and 
scrubbing machine waxes, polishes, 
buffs and scrubs. Can be used on 
bare floors, linoleum and tile, and 
also to buff table tops and protect 
the finish. Lightweight for easy 
use, polisher gives a high gloss 
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Want more information on these 
products? Then use free post 
card on Page 137. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 


without pressure. Housing is die 
cast alloy; bearings are self-lubri- 
cating; brush speed is 1000 r.p.m. 
and width of brush path is 12 in. 
Machine comes in gray with Unt- 
versal type motor and operates on 
115 volts AC-DC. Also available is 
a sanding and reconditioning kit to 
completely refinish surfaces. Lan- 
ders, Frary & Clark. 


For more data circle No. 5 on postcard, p. 137 


Plastic Canister Sets 


Colorful line of unbreakable pol- 
yethylene canister sets has been 


completely re-styled. Covers of four- 
piece sets are now white with new 
design. 


embossed letter Starting 
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with largest size, four tops read 
Flour, Sugar, Coffee and Tea. Col- 
ors are red, coral, yellow, char- 
treuse and apple green. Canisters 
match the firm’s new bread box in 
design and color. They are dust- 
proof and rustproof, will not chip, 
and are colorfast. Sets, No. PT- 
720E, retail for $3.95 and are indi- 
vidually packed. Plas-Tex Corp. 


For more data circle No. 6 on postcard, p. 137 


Paint Can, Brush Holder 
Paint can and brush holder has 

a pistol grip handle which fastens 

securely to can, making paint easy 





and safe to carry. Brush holder po- 
sitions bristles so that drip goes in 
can. Retail price is $1. Whizzer 
Products Co. 


For more data circle No. 7 on postcard, p. 137 


Rose Insecticide 


End-O-Pest rose dust has been 
added to Vigoro line of home gar- 
dening aids. Provides three-way 
control of all chewing and sucking 
insects and fungus diseases attack- 
ing roses. Also controls powdery 

(Continued on page 134) 


TO HELP YOU 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
SALES Beers 


Linseed Oil Promotion 
Pol-mer-ik Linseed Oil will come 

with new wrap-around 

designed for Hardware Week and 











especially 





a free booklet listing 101 uses of 
the product around the home. 
Archer-Daniels-Midland Co. 


For more data circle No. 8 on postcard, p. 137 


Lock Merchandisers 


New series of disposable mer- 
chandisers for pedlocks, combina- 
tion padlocks, bicycle locks and tele- 
phone locks come in six colorful 
displays featuring polyethylene 
wrapped products mounted on at- 
tractive stands. Displays use more 
space for selling message and 
groups fewer products on each unit. 
Plastic bag keeps lock clean; Nug- 
get padlock for tackle boxes, gun 
cases, etc., is individually mounted 





(Continued on page 168) 
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Price Cutters and Club 
Plans Hit by Actions 
Against Trade Diversion 

Important steps in the battle 
avainst discount houses and other 
forms of bootleg selling were taken 
in the past 10 days. 

Probably the most significant of 
these steps is the announcement by 
the 79-year-old firm of Masback, 
Inc., general wholesalers with 
headquarters in New York City, 
that the firm was discontinuing all 
sales to known discount houses. 

Another development of impor- 
tance to the nation’s retailers was 
the announcement of Westing- 
house that it will no longer sell to 
“club plan” organizations (see p. 
198). 

A third attack on the disorgan- 
izing elements in retail selling was 
the movement that got underway 
in Washington to establish Fair 
Trade for the District of Columbia, 
long a center of vicious price- 
cutting. 

Meanwhile, 
business across the nation in Feb- 
ruary show a 1 percent gain, as 
compared with January, after ad- 
justment for seasonal factors. 

While slight, this gain was taken 
to show that although spotty weak- 


(Continued on page 198) 
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> Manufacturer Won't Sell Club Plans 


> Wholesaler Cuts Off Discount Houses 


> February Retail Sales Up Slightly 





New York Distributor Cuts Off Discount Houses 


Under a new sales policy an- 
nounced recently, Masback, Inc., 
79 - year-old wholesale hardware 
firm of New York City, will refuse 
to sell to so-called discount houses. 

In making the announcement for 
his firm, E. R. Masback, Jr., presi- 
dent, pointed out that his company 
has always been a strong advocate 
of fair trade. 

Mr. Masback stated that some 
time ago his company had stopped 
selling to discount houses which 
had opened branches in suburban 
or rural areas, and had been limit- 
ing distribution to such companies 
operating in Manhattan and Brook- 
lyn boroughs. 

“We have never believed that 
discount house selling was sound, 
or constructive selling,” explained 
Mr. Masback. “We do not know 
what will become of discount 
houses. They may disappear from 
the scene entirely. Or they may be 
the predecessors of a supermarket 
operation in certain hard goods 
fields.” 

The New York distributor said 
that he believed the time was right 
for a company as large as his to 
join forces with manufacturers 


Who are advocates of fair trade. 

By refusing to make sales to dis- 
count houses it was felt that Mas- 
back’s would be backing up the 
efforts of fair trading manufactur- 
ers who are policing their fair 
trade contracts. 

This is believed to be the first 
time that a leading wholesale dis- 
tributor has announced a policy of 
refusing to sell to the discount 
houses. 

Other distributors in price-cut- 
ting areas have been known to re- 
frain from dealing with such 
stores, but this is the first time 
when a jobber has been known to 
take such drastic action. 

Mr. Masback explained that un- 
til recently there were but a few 
discount houses operating in down- 
town Manhattan. These stores did 
a good business with electric 
housewares, but the bulk of such 
sales were made by department 
stores and electrical outlets. 

These discount houses multi- 
plied and engulfed almost the 
whole of the appliance field. This 
development, said Mr. Masback, 
came about because of: (1) The 

(Continued on page 198) 
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SUPER SERVICE 


% SHIPPED WITHIN 24 HOURS 


applies to EVERY order you place for 
CRESLINE Plastic Pipe! That fact alone 
makes CRESLINE your best sales bet — 
with delivery service unmatched by any 
other maker. And that's just one of 
many ways CRESLINE backs you up 
with super service both in sales 
co-operation and in product quality. 
Get all the facts from your nearest 
CRESLINE Representative. Or write us 
direct for free literature and confiden- 
tial trade information. Act now, while 
opportunities are sti!l open! 


% MORE SALES-BUILDING SERVICES 


@ Made of virgin material, CRESLINE-NT 
quality is second to none! 


@ Measured and marked every 12”, 
CRESLINE is easier to handle, sell and use! 


Competitively priced, CRESLINE gives 
you the sales edge in every market! 


Consistently promoted, in leading trade 
publications and with a host of sales helps 
that really get results! 


MADE TO SPECIFICATIONS OF THE 
THERMOPLASTIC PIPE STANDARDS 
DIVISION OF THE SOCIETY OF THE 
PLASTICS INDUSTRY 


~ 


~ CRE 

x SL 

We Cree INE -WNtT 
. “N LINE _ 


-_-_ = 


~ ~ CRESLINE -NT 





% SERVICE-MINDED 


SALES REPRESENTATIVES — 
backed by the strategically 
located warehouses shown below * 


E. E. Beatty 
2060 Glass Road 
Cedar Rapids, lowa 
Casey & King Company 
741 N. Milwaukee Street 
Milwaukee 2, Wisconsin 
605 W. Washington Blvd. 
Chicago 6, Illinois 
Cochran & Company 
171 Simpson Street, NW 
Atlanta, Georgia 
c/o Al Mason 
P. O. Box 7357 
Orlando, Florida 
Equipment Sales Company 
P.O. Box 9217 
Richmond, Virginia 
Howard C. Fletcher Co. 
940 S. Alameda Street 
Los Angeles, California 
1606 Smith Tower 
Seattle 4, Washington 
W. M. James & Company 
77 Lipan Street 
Denver 9, Colorado 
Jeu de Vine & Woodcox 
17313 Greenview 
Detroit 19, Michigan 
Norman Lewis & Company 
88 Broad Street 
Boston, Massachusetts 


WRITE NOW FO 


Charles L. Macbeth 
303 Highgate Road 
Ithaca, New York 


Wesley H. John 
West Shokan, New York 
Oliphant Commercial Corp. 
610 Oak Street 
Oakland 7, California 
William Otte & Company 
4023 Coleman Road 
Raleigh, Tennessee 


The Pump Sales Compaay 
P. O. Box 6330 
Dallas 2, Texas 


M, L. Queen 
61 Glenstone Road 
Dexter, Missouri 


Harry Shreiner & Company 
P.O. Box 332, Sta. A 
Columbus 1, Ohio 


c/o R. E. Bickart 

263 McGregor Avenue 
Apt. 6 

Cincinnati 19, Ohio 
c/o L. H. Brown 

5644 Beacon Street 
Pittsburgh 17, Pa. 


. H. Sweeney & Company 
208 Eleventh Avenue, So. 
Minneapolis, Minnesota 


R FREE LITERATURE TO: 


CRESCENT PLASTICS, INC. 


955 Diamond 


oe CHART 


Ave., Dept. A 
e 7, Indiana 


i ind., 

+. Evansville, . 
uses In Columbus, Ohio, 
Minn. and Oak- 


Evansvill 


* Wareho 
Boston, Mass: 
Minneapolis, 
land, Calif. 


ER MEMBER: Thermoplastic Pipe 


Standards Division of 











THE WORLD'S FINEST 
NEW PUMP... 


| “ 
mS Yh, 
PUMP 


BY RED JACKET 


The pump you don’t see — can’t hear — never 
lubricate. Available in a wide range of sizes 
and capacities. Tested and proven for long, 
dependable performance and minimum 
maintenance. 
Backed by 75 years of leadership in the de- 
sign and manufacture of Pumps and Water 
Systems — for farm, home and industry, 
This is an exclusive Red Jacket design. 
There is no other pump like it. 
Attractive, colorful brochure avail- 


able. Free upon request. 


thA 
\ 7. I MVERSany 


er: RED JACKET 
“water” 
service 
products 
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yCARLON 


IN PLASTIC PIPE SALES 


Leads in research and development 


~CAREON-_) Leads in establishing standards 
-CAREON Leads in quality control 


Gives a real guarantee 


27 em 


-CAREON- World’s largest producer of the finest in 
Plastic Pipe 


Selling is easy when you sell the best . . . and CARLON plastic pipe is first in every way. 
This high quality product offers new speed and economy in pipe installation and 

longer service life. Here are some of the features your customers will like: 

(1) CARLON is supplied in long lengths which make-up fast with molded plastic fittings. 
(2) No special tools or skills needed. (3) CARLON weighs only Yeth as much as steel 

... yet is strong and durable. (4) Flexible, it curves around obstructions and follows uneven 
ditch lines. (5) CARLON plastic pipe is guaranteed forever against rot, rust and 

electrolytic corrosion. Another feature you will like is that coils containing hundreds of 

feet of pipe require minimum storage space and can be carried by one man. 


Buy the Ppe with the Stipe! 
c AR | T.) ™ Write today for literature + 


Cc CARLON PRODUCTS CORPORATION 
Manufacturing plants in Ohio, Pioneers in Plastic Pipe 


See ee vee SRN 10300 MEECH AVENUE CLEVELAND 5, OHIO 
Texas and Ontario. Export: H. E. . ’ 


Botzow, New York City. 
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Gives you 


COMPETITIVE 
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WITH A COMPLETE LINE THAT’S ‘TUNED TO TODAY 





J ‘TUNED 
TO TODAY’ 
to keep you competitive! 


Yesterday’s models won’t sell in today’s markets! That’s why 
Rapidayton gives you a full line of newly-designed water pumps, 
A full line of newly-designed water systems, cellar drainers and water softeners. And we mean 
water pumps, water systems, full line (with full trade discounts) in the full sense of the word. 
cellar drainers and water You can sell complete groups of jet, reciprocating and submersible 
softeners — built better and water pumps and systems for both deep and shallow wells! You 
priced lower to give you the can sell two of the newest, fastest-working, lowest-priced cellar 
competitive edge. drainers made today—galvanized or brass. And you can sell 4 
new semi-automatic water softeners with new Rapidayton Valve 
and Timer. Check the Rapidayton products on this and the next 
two pages first. Then check your Rapidayton Wholesaler for full 
facts. Write if you need his name and address. 


All prices quoted here are retail prices— based on f.0.b. factory price. 
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The famous ‘'3-Star’’ and ‘‘5-Star’’ CHAMPIONS 


Profit builders for thousands of dealers 
because they sell fast—they're trouble-free. 





‘TUNED 
oie TO TODAY” 
Fall Reppin. - 


E ; 
ait 
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The new ‘Signature’? CHAMPIONS AS 


Even higher performance! The pumps designed with the pipe 
in mind. Faster hook-ups with any pipe—especially plastic. 


Z 
; 


New RAPIDAYTON ‘‘SUPER-CHAMP”’ 
Brass-Built, Multi-Stage Pumps 


* 5 sizes! 2, 34, 1, 12 and 2 horsepower! 
* 10 models—for deep or shallow wells! 
* 2 or 3 stage Models! Galvanized Tanks—any size! 


“Super-Champ” brass-built, multi-stage models give more water, 
more pressure and deeper settings, yet nothing compares in either 
construction or price. Many single-stage pumps with rough cast 
iron construction cost more! Features (shown below) include: All- 
brass pumping parts for reduced friction and longer life, Quick- 
change Cartridge-type rotary seal, automatic pressure regulating 
valve, Brass ejector, venturi and nozzle. Yet you sell the 1% H.P., 
2-stage pump complete with brass ejector and foot valve for only 


$149.50 Retail! 





Model 50D2-D40A 


Diffusers, cases and covers Cartridge-Type Rotary Tapped Flange. Flange is All-Brass Ejector Assembly 
made of ‘‘precision- Seal. Extra protection for fool-proof—speeds _instal- —Ejector Body, Venturi 
formed” brass to reduce longer wear—yet can be lation, Pipe nipples make and Nozzle, no cast iron 
friction—completely inter changed in minutes with- pump stand of any de parts. Brass foot valve 
changeable between sizes. out special tools. No dis sired height — no expen Automatic Pressure Regu 
Impeller is cast bronze mantling of pump or pipe sive pump stand to buy. lating Valve 


New RAPIDAYTON Shallow Well CHAMPIONS 


*% You sell 3 sizes! 3, 2 and 34, horsepower! 
* You sell 5 popular ‘‘package”’ systems! 

*% You sell 10 vertical tank systems! 

*% You sell 3 ‘pump only”’ models! 


‘TUNED 
TO TODAY’ 





And you sell jet pumps that give you more water 
for your dollar. Shallow Wel! Champion capacities 
range up to 1730 gallons per hour—pressures to 80 
lbs. Check these features for proof that Rapidayton 
builds quality pumps for Jess: ‘“Quad-Volute”’ de- 
sign, Crane rotary seals, nationally-known motors, 
cast bronze impellers, brass venturis and nozzles, 
automatic pressure switches and air charging con- 
trols, our own heavy-duty galvanized tanks. All 
this at lower prices—plus interchangeable parts 
that reduce your stocking problems. 





ARP He 














*& 250 G.P.H. 






Model W-6180 


a 





Model W-6150 







New RAPIDAYTON ‘‘GUSHER”’ 


%& Today's best buy in a piston-type 
water system! 


% Rugged Model 250V pump mounted 
on 13-gallon Galvanized tank with 
automatic air volume control. 


in larger models! 


*TUNED 
TO TODAY’ 
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Also available 





A complete, fully-automatic “package” water 
system for shallow wells—ideal for the home, 
cottage or small business. Pumps from wells, 
lakes, streams, or cisterns. Even at such a low 
price, you get all these features: Nationally- 
known 4 H.P. motor, thermal overload pro- 
tector, automatic pressure switch, ground 
and polished crankshaft, relief valve, auto- 
matic air volume control. 


Only $99.50 Retail 


New 
RAPIDAYTON 


*% Fast-sellers—two 
low-priced models! 


* Galvanized Model — 


retails for only $49.95! 


* All-Brass Modei— 


You sell two popular drain- 
ers when you sell Rapiday- 
ton. Galvanized model re- 
tails for only $49.95—All- 
Brass model retails for 
only $59.95. Both pump 
from 440 to 1400 gallons of 
water per hour more than 
competitive drainers. Write 
for testimonials proving 
these drainers sell fast — 
stay sold. 


Model 250-H13 














CELLAR DRAINERS 










retails for only $59.95! 


















New RAPIDAYTON 
Water Softeners with 
New RAPIDAYTON 
Valve and Timer 


* Four low-priced, 
semi-automatic models! 


*% 25,000, 40,000, 55,000 
or 70,000 grains capacity! 

* New “easy-does-it’’ 
regeneration valve! 


Four new models that remove soluble 
iron as well as hardness. Exclusive Rapi 
dayton Valve with Timer takes less than 
5 minutes of your time to regenerate. 
Features include: Our own heavy-gauge 
steel tanks, galvanized inside and out 
—adjustable feet for quick leveling— 
special “Velva-Soft” softening mineral. 
Write sales department for more details. 
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New RAPIDAYTON 
SUBMERSIBLE 
WATER PUMPS 








* Models for any need— 
4/10ths to 2217, horsepower! 


*% Higher capacities and pressures! 


* Automatic operation— 
can’t be seen or heard! 





A full line within a full line! Rapidayton 
gives you the complete answer for this 
fast-growing market. Full facts from 
your Rapidayton wholesaler. 







Get more information on any of these 
new Rapidayton products from your 
Rapidayton Wholesaler. Write us for his 
name and address. 
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Bigger volume, better handling. 
Your customers will buy it by 
the box. Self-dispensing carton 
has removable disc on back. 
Simply cut required lengths 

as needed. ; 
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; gea 
; ti 
e soluble a 
ive Rapi- 
less than America’s fastest-selling plastic pipe is now boxed in 100-ft 
gener. 9 . 
a coils for over-the-counter sales. At last it’s much easier to 
vy-gauge 
stock, recommend and sell the leading line of quality cold 
and out ; “the 
veling — water pipe—Yardley ClearStream PressuRated. 
snineral. Every store must have this profitable, quick-turning product oy 
e details. i . . ; - oo @C@08 « « « 
or miss out on big spring and summer sales. A smashing Re 
large-space advertising campaign is now appearing in morc t 
than a dozen big farm and other consumer magazines in- 
cluding Farm Journal, Country Gentleman, Successful Farm 
ing, Progressive Farmer, Farm and Ranch, Town Journal 
Remember that packaging is only oxe improvement 4 
ClearStream is now better than ever because PressuRating 
provides the same working pressure_and_safety_factor_in el 
every size, 
e 
Order Stock Unit-A Today 
Each box pictured below contains a 100 Every self-selling carton shows complete 
fe. coil of pipe. Stock Unit-A also in- specifications, working pressures, size, 
cludes the correct type and sizes of fit- length and use, and detailed installations 
tings and clamps. Quantities and size bulletin. Each Stock Unit-A shipment in- 
ranges are based on Yardley’s thorough cludes Merchandising Kit of selling ma- 
knowledge of typical sales-patterns de- terial. Two other stock units also 
owt mand throughout the nation. available. 
sures! Order Stock Unit-A from your distributor today or write us for his name. 
YARDLEY PLASTICS CO., 142 Parsons Ave., Columbus 15, O. 
layton IN CANADA: Daymond Co., Ltd., Chatham, Ont. 
EXPORT SALES: F. & J. Meyer, 115 Broad St., New York 4, U.S.A. 
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BUCH TUFFY BARROW —Rein- 
forced one-piece tray. Hardwood 
handles. 10’ cushion tire, ball 
bearing wheel. Fast seller for 
garden or commercial use. 


BUCH WHiZ—Large and rugged 
for general use, light enough for 
the ladies. 3 cu. ft. capacity. 
Reinforced tray edges, 10’ cushion 
wheel, rubber grips. 


NEW BUCH BARROW CART—Built 
low to the goes roomy flat sur- 
face ideal for transplanting. Easy 
to load, push, dump. Two strong, 
rubber tired wheels. 












BUCH 602 ROLLER — Electrically | 
welded. Rounded edges to prevent I] 
tearing. Equipped with adjustable 
scraper and removable plug. Varn- 
ished wooden handle grip. 


Heres the BUCH profit line-up! 


NEW LOOK...NEW LINE... NATIONAL 
ADVERTISING TO HELP YOU SELL MORE BUCH! 






























Bucu is first with a complete branded line of Watch for colorful Bucu ads in Life and Better ERE / 
rolling garden equipment and barrows. All Homes and Gardens . . . ads in The Saturday 

Buc products are color styled to match, Evening Post and other nationally-read maga- Peerless offers 
packaged for easier handling, with the same _ zines. You’re in for record Bucu sales. Stock new modern 


they’re a par 
the complete Bucu line you hand 


branded line! pumps. Peer! 
FREE! Send for the free Bucu Selling Aids Kit edvanced thir 


for easier sales, to: BUCH MANUFACTURING Co., and — 
Elizabethtown, Pa. for all your « 


famous BucH quality 
construction. 








gation... 2) S| 
Carrying the load 
since 1868 
Line...2) A] 
spot aeration. Loosens and culfti- BUCH MANUFACTURING CO., ELIZABETHTOWN, PA. rolled to eliminate sharp edges, 


eral Utility... 
Look to Peerl 
NEW BUCH FORK AERATOR—The BUCH JUNIOR BARROW—Just like | Dependable | 
Aerator for use on small lawns or GARDEN EQUIPMENT dad's, pressed steel tray with sides _ You'll 
vates the soil beneath grass with- ‘ : 7” wheel, solid rubber tire. Rubb i ’s eas 
out Gavthinn aa ' All BUCH products are matching red and ivory! A ge Fg eee ee een ad a 












New 


WATER Kil 
SHALLOW W 
SYSTEM 


NEW BUCH HL AERATOR—Pat- NEW BUCH #1 SPREADER—For the NEW BUCH #2 SPREADER—20” NEW BUCH CHAPPIE — Large 
ented design, used by professional average lawn. 15’ hopper per- hopper and force feed agitator. enough for the lady to use, ideal 
gardeners. Aerates | He without manently welded. Positive action Positive direct action control lever as the practical wheel toy for the 
acking or lifting out sod. For direct | aa control. Automatic at finger tips. Steel wheels with larger boy or girl. One-piece steel 
bootie. vigorous lawn growth. agitator for constant, even flow. semi-pneumatic tires. tray, rubber tired wheel. 


NEW BUCH GT AERATOR—Pow- BUCH MORTAR PAN—Pan pressed BUCH GREENHOUSE BARROW — BUCH #154 BARROW — Pressed FOOD M 
ered by garden tractor, overgreen from 16 gauge steel. No seams or Designed especially for gardener steel tray, with reinforced edges, 
or estate size mower. Cultivates rivets to catch trowel. Reinforced or florist. Built for hauling through runner-type steel shoes. Contrac- 
20” swath, mokes 4 holes per edges. Washed easily and nested narrow aisles. Metal hand guards, tor’s standard. Also with tubular Offices: New Y. 
sq. ft. Adjustable wheel height. for transportation. choice of wheels and bearings. steel handles. los Angeles; D: 
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® 
etter 
rday 
aga- Peerless offers more in '54! These three 
tock new modern pumps sell themselves; 


they’re a part of the complete pump 
line you handle when you sell Peerless 
pumps. Peerless gives you the most 
advanced thinking, modern technology 
and up-to-date design. There’s a pump 
for all your customer's needs: 1) Irri- 
gation... 2) Sprinkler Pumps... 3) Gen- 
eral Utility...4) Household Supply. 


Look to Peerless for: 1) The Complete 
Line ...2) A High-Profit Line...3) The 


-Just like [Dependable Line...4) The Reputable 
ay Line. You'll be out in front with the 
» Rubber Bi line that’s easiest to sell, install and ser- 


vice—the complete Peerless pump line. 


o 





~ Large WATER KING 
— SHALLOW WELL 
ce steel SYSTEM 


PEERLESS PUMP DIVISION 





New 


SUPER 400 
SHALLOW WELL 
JET SYSTEM 


—— FOOD MACHINERY AND CHEMICAL CORPORATION 
ontrac- Factories: Los Angeles, Calif. and Indianapolis, Indi 


ubular Offices: New York; Atlanta; Chicago; St. Louis; Indianapolis; Phoenix; Fresno; 
los Angeles; Dallas, Plainview and Lubbock, Texas; Albuquerque, New Mexico. 
Distributors in Principal Cities; Consult your Telephone Directory 
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YOU COMPETE WITH THE 
LINE THAT’S COMPLETE! 















BY OFFERING MORE WHEN 
A SALES OPPORTUNITY KNOCKS 


ERE ARE THREE NEW PEERLESS PUMPS THAT WILL 














SUBMERSIBLE 
DEEP WELL 
PUMP 














SEND FOR COMPLETE INFORMATION 


PEERLESS PUMP DIVISION 

Food Machinery and Chemical Corp. 

2005 Northwestern Ave., Indianapolis 8, Ind. 
OR 301 West Avenue 26, Los Angeles 31, California 


Please send full details on Peerless Dealer Profit Plan. 

















Name _— 
Company acm 
Address — 
City li ecanictieneanien 
HDWA 
25 














Will “hard selling” in 1954 confuse prospects for water systems, 
water heaters and softeners? Will they be eager for the gadgets and 
“deals” they get when they buy other types of products? 

NOT THIS YEAR! Mr. and Mrs. Homeowner will be more concerned 
about getting a dependable supply of running water for many trouble- 
free years to come. QUALITY WILL BE THE DECIDING FACTOR! 
For dealers who sell Fairbanks-Morse water systems, heaters and 
softeners, 1954 will be a WONDERFUL YEAR! Here’s why: 


1. More buyers are buying quality for 
the long pull. 

2. The high quality of Fairbanks- 
Morse products has been known to 
Americans on farms and in cities 
since 1830. 

3. Quality in manufacture and de- 
pendability in performance will be 
stressed in Fairbanks-Morse 1954 ad- 
vertising. On the opposite page is one 
of the ads which will carry the quality 
story to 51 million readers of leading 
national magazines. 

4. Fairbanks-Morse again will pro- 


vide a strong inquiry-producing cam- 
paign in State Farm Papers. 

5. Fairbanks-Morse again will pro- 
vide free, or at cost, many direct mail 
and point-of-purchase aids. 

6. Fairbanks- Morse dealers can guar- 
antee any Fairbanks-Morse product 
against defects in workmanship and 
materials—and Fairbanks-Morse will 
back them up. 

7. Fairbanks-Morse’s 38 branch 
offices assure dealers of prompt de- 
livery of products, and replacements 
and repair parts, 


— 

=—— 
-_—— 

-_—_ 


Fairbankt, ean Ave., 


HT orse & Co. 
1 600 S_ o's, Milinois 


FAIRBANKS-MORSE 


@ name worth remembering when you want the best 


@ 


WATER SYSTEMS © GENERATING SETS » MOWERS © HAMMER MILLS ¢ MAGNETOS 
PUMPS © MOTORS «© SCALES ¢ DIESEL LOCOMOTIVES AND ENGINES 
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fitable Fairbanks-Mors¢ dea 
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Fairbanks-Morse water systems, heaters and 
water softeners are built to quality standards 
that give years of trouble-free service and low 
maintenance costs. 

It is common sense to buy products that con- 


QUALITY IS YOUR BUY 











tinue to give satisfaction long after the original 
price is forgotten. : 
Your local Fairbanks-Morse dealer will be 
glad to show you quality! Fairbanks, Morse & 
Co., 600 S. Michigan Avenue, Chicago 5, Ill. 


a name worth remembering when you want the best 


é FAIRBANKS-MORSE 





WATER SYSTEMS: * MOWERS * MAGNETOS * PUMPS * MOTORS + SCALES « DIESEL LOCOMOTIVES and ENGINES 








Advertisements like this, appearing regularly in regional 
farm papers, are catching the attention of fence buyers. 


ASK YOUR JOBBER...about Bethlehem Fence 
...Steel fence posts ... barbed wire. . . 


nails and staples . . . bolts and nuts- 


... bale ties... baler wire . . . clothes 
line and other Bethlehem products. _, 
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FLEXIBLE SPRINKLER ~ 
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| 
a Resinite Twin-Tube Sprinkler is thi# year’s 
sensation! Produces an even, rainlike spray over an area 20 feet wid@; is more 


flexible for curving around flower beds and irregular borders, can be uséd on newly 


4 seeded lawhs or freshly cultiyfited gardens. 
& 


oe owners immediately regognize that‘this is by far the greatest portable 
sprinkling system ever made. Heavy duty vinyl, will not rot or mildew, Distigguished packagigg attracts buyers. 


f 
Resinite is comducting the most compgehensive advertising 
eS aign ever this spring\.. large newspaper (ads... magazines. .. radio... television 


... dire¢t mail... store displays. 


With twice'the utility, twice the sales appeal and twice 
tign, Resinite | win-Tube sprinklers will sel} twice as fast and produce 
twice the profit for alert dealers. Be gure to ask your wholesaler 


; | ...orsend the coupon below right now! 


*Manufactured under U.S. Patent No. 
2621075. Be sure any multiple tube 
sprinkler you buy bears this patent 
number. 


CUT AWAY 

Showing heavy 
construction of 
twin tubes. Brass 


—_— couplings at both 


| Jesinite ' on FA 
weer 


ae Resinite Twin-Tube 


Sprinkler is attrac- pi 
tively packaged for ; SO Oe ae a a a ow om 
R . 
impulse sales in 25 and H Box 1257, sane 
50 ft. lengths. . arbara, Calif, 


n, prices and 
te Twin Tube 
ays. 


Name +e 
Store —————Title- 


Address__ 


City__ 
ty. —————Zone___State 
Our wholesaler = 


Mfd. by Resin Industries, Inc. 3am ial on —___ 
: . close __ ‘ 

swrin-Tube Sprinkler "$1.00 for'aa" erent 

er. 


Sold by RESINITE SALES CORP. Wy Spray. 
Box 1257, Santa Barbara, Calif. ¥v 








B.F. Goodrich announces important garden hose news 


Koroseal Garden Hose, K 
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se/ Koroseal Multispray and 
new Garden Club combine 


fo give you triple profits! 


B. F. Goodrich now gives you a team of THREE garden 


hose products—each designed to match the sales success CORONATION GUIDE 
for which Koroseal garden hose is so well known, THREE OH TO FOLLOW PARARE, ABBEY BITEAL 


garden hose products, each with the consumer appeal of P 
the original Koroseal! 












First there’s Koroseal garden hose itself—in choice of 
colors, choice of lengths and a profitable $5.75 to $13.85 
fair trade price range. Every coil of Koroseal has an easel 
back; in a self-displaying package. 

Second is Koroseal Multispray, “sprinkler hose” in 25 
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and 50-foot lengths. It’s made as a strong, seamless tube— ia a ah 
' R ‘ ‘ _ ° ows ' ° 
but is light in weight. Each end has a coupling. The coup- ae MScow's one 
ling on the outer end is capped. When cap is removed, tthe neAt*O tum, 


at 





hose can be cleaned by flushing—or hose may be coupled 
to another length for sprinkling extra long areas. 

Third is new Garden Club hose in attractive, bright 
yellow color with smooth, polished finish. New Garden 
,»Club is made of a B, F. Goodrich plastic, is light in weight, 
will not rot, chip, ctack or peel. Sells in 50-foot lengths at 
only $7.55—also in 25 and 75-foot lengths so you can 
compete against cheap plastics with quality B, F. Goodrich 
products made of proven material. 

In Addition—the B. F. Goodrich line includes Signal 
rubber hose, your bargain hose for customers who prefer 
a lightweight rubber hose. 

More people know and prefer Koroseal. Proof of your 
customers’ preference is the popularity of regular Koroseal 
garden hose. And the reason is advertising. Again this year, 
Koroseal advertising reaches your customers in some of the 
nation’s leading consumer magazines including Life, Satur- 
day Evening Post and Better Homes & Gardens. And the ads 
promoting your B. F. Goodrich garden hose sales team 
will be big, full-color ads; ads that can reach as many as 
sixty million consumers, many of them your prospects, 
your Customers right in your market! The B. F. Goodrich 
Company, Akron, Ohio. 





Koroceal T, M. Reg. U. 8, Pat. Of, 


GARDEN HOSE 


BY 


B.F Goodrich 


INDUSTRIAL PRODUCTS DIVISION 
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AT [ A i What every rose grower wants... 


a dust that will control all their 


rose insects and diseases* 





... the most complete, effective rose 
dust ever developed—formulated 
from remarkable new materials that 
can make rose dust one of your 
biggest profit-makers in years! 


St offers Those cnelusive adlionlliget 
0 your cudlomen! XS 


EXCLUSIVE: End-o-Pest Rose Dust controls more rose 
pests and diseases than any product ever offered 
before. It not only gets all common rose pests, 
but those which have previously escaped most 
rose dusts, such as powdery mildew and red spider. 
To our knowledge, there isn’t a single rose pest 
that isn’t controlled by End-o-Pest Rose Dust. 
There is nothing else like it. 


EXCLUSIVE: End-o-Pest Rose Dust is formulated 
with the newest pest control materials. 


EXCLUSIVE: You can recommend it without hesita- 
tion. For no other insecticide-pesticide—dust or 
liquid—is as fully effective in protecting roses. 


EXCLUSIVE: Refillable dust gun specially designed 
for complete coverage of rose foliage! 


SS Grofit: Fealtines 


Excellent dealer profit— 35% plus! 











Heavily Pre-Sold—through national advertising and 
the known acceptance and demand for the Vigoro 


line. 
Repeat Sales— You can make a second profit, even *Cures or preventive measures for control of 
a third, selling 3-pound bags for refilling handy dust virus diseases are not claimed as no cure is 


gun container or for use in larger dust guns. possible today. 
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vell- screened home 


fre sh at 


Hlere is an assortment of Screen and Storm 
Sash Hardware that reflects modern ideas in 
design for promoting simplicity of installation * La6.co.| 


and ease of operation. * 


The finest of basic materials are used to assure 
strensth and stability. National hardware is 
precision built to guarantee smooth-working 


coordination. 


Years of excellent performance in actual serv- 
ices the record of National Screen and Storm 
Sash Hardware. Strenuous use the vear 
‘round, even in varying temperatures, fails 


to impair their dependable action, 











OT PN 
No. 95 Latch 





No. 79 $ d St hH 
° creen and Storm Sash Hanger Storm Sash Hanger 


—— — mar 


No. 196 Screen Door Turnbuckle 


Wyden ~©NANUFACTURING COMPANY fina? 
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‘Feels softer 
to the cutter” 


says I. A. Biddle 
of Biddle Building Materials 
Harrison, Ohio 


“Brand ‘B’ felt softer to the cut- 
ter and snapped off straight and 
crisp.” Mr. Biddle had just test- 
cut four well-known brands of 
single-strength window glass. 

The brands were identified only 
by letters--A, B. C or D. He tried 
several cuts on cach. He picked 
“B”’ as the easiest to cut, every time! 

“B” was L:O-F. 28 out of the 30 
dealers who took this test picked 
Later | 

Why does L:O-F cut easier? Be- 


cause it is annealed more slowly, 





more patiently. 
That makes it less brittle and 


more ‘“‘even”’ in structure. So it’s « 


a safer buy for your customers, 


too. 


ee py Oe | 
| | 
| Cut L-O-F first, last, or in between pages of phone books in many prin- | 
. Try the the other brands. Run any kind of a cipal cities throughout the country. 
l cut you want. You'll see why you And send for your free booklet— 

44 + 44 have fewer bad cuts, less waste and “For Greater Profits in Window AIR 
| B [ : ndfold Test more profit with L-O-F. Glass”’. | noe. 
7 Call your nearest L-O-F Distribu- Write Libbey-Owens-Ford Glass | ie 
| Yourself! tor. These local businessmen are Company, 6744 Nicholas Building, 
| listed under “Glass” in the yellow Toledo 3, Ohio. | 


LIBBEY-OWENS-FORD the easy-to-cut WINDOW GLASS 


ee 





> 
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: \ For High Scoring Sales This Spring... 






SCREEN-STORM 
DOOR CLOSER 


Hundreds of your customers and prospects need screen-storm door 
closers . . . and here’s the one that has built-in popular appeal. It’s 
compact, "streamlined, moderately priced, extra strong. Any ordinary 
handyman can install it.in a few minutes. Check these sales-stimulat- 
ing features: 

a. straight-through design 

b. impact-extruded aluminum tubing 

c. nylon valve with fingertip adjustment 

d. a concealed buffer spring. 

e. specially designed hold-open device 


A colorful carton and counter display will help you beat your best 
sales record in screen-storm door closers. Get complete details from 
your distributor or write Russell & Erwin Division, The American 
Hardware Corporation, New Britain, Conn. 


AIR-CONTROLLED CLOSER .. 

length overall 15%”; jam bracket 
1%" x 2”; weight each 1% Ibs.; 
packed 1 to a box; 6 to a carton. 


® 
NOVEL DISPLAY 
easy to assemble . . 
packs plenty of “buy” 
bright, attractive-looking 
display. 





RussWi 


BUILDERS’ HARDWARE 
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THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD @ 


\ 
\ 
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“SHINYHEADS” 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel —bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size —not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


e CLEVELAND 13, OHIO 


““HI-CARBS” 
Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the a 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


Pa 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves o different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental! purposes. Stee! in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats. 





Tapped 1/4" to 3/4” inclusive. 


Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 





j 
f 
j 
f 
a 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 












* 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 















WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


, 1954 
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When you sell high quality Griffin Butts you 
produce a satisfied customer ... and satisfied 
customers mean repeat business. Griffin Butts 
Gre produced from fine steel, carefully rolled in our own mill 
and finished by experienced craftsmen. 
The entire line of Griffin fine builders hardware is designed 
to help you—by offering the best to your customers. 


‘oe 
GRIFFIN web sic wise, 


REPRESENTATIVES 


AVIS C. L. LEWIS R. F. BEVERS H. C. GLOVER 
tae ©. tess homme 2450 17th St 4524 East 60th Street 2611 Garrison Bivd 
Chicago 26, Ilinois San Francisco 10, Calif Seattle, Washington Baltimore 16, Maryland 
esoves a.cases “TEES. ONneOn 6 SONS L. G. FULLER ROY L. ROGERS 
17134-6 Wyoming Avenue Atlanta Georgia P. 0. Box 2113 1620 Garfield Street 
Detroit 21, Michigan E.H FARRAR Jackson 5, Mississippi Denver 6, Colorado 
THE B. S. ALDER COMPANY AUSTIN & EDDY INC. Room 22 HARVEY D. RUSH & SONS W.C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 2nd Unit Santa Fe Bidg 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N. Y. Boston, Massachusetts Dallas 2, Texas Kansas City, Missouri St. Louis 9, Missouri 


— GRIFFIN PRODUCTS | 
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OUTSELLING all other 


makes combined 6 to 1] 











12 TUBES IN A DISPLAY BOX 


We specialize in A regular pipe joint com- 


manufacturing pound...NOT a paint, 


lumbi hemical . 
plumbing chemicals putty, white lead or crayon 


jon’ SUNSHINE CHEMICAL co., inc. coo-606 W. LAKE ST., CHICAGO 6, ILL 
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BALANCED-FLOW JET _ Aiming for more pump profits this year? 


EEDS Bie Then this Goulds BIG FOUR was made 
sting acl : 3 








for you! Because, with these four great 
pumps to sell, you’re certain to have 
the right pump — at the right price 

to meet almost any pump requirement! 
Easy to stock, easy to show, easy to 


sell — these famous Goulds pumps give 
you a sales combination nobody else 
can offer for your price-and-value- 


minded customers! 


See your Goulds Distributor . . . 


See the Goulds BIG FOUR — and the 
complete Goulds line for a completely 
profitable pump business. 


GOULDS PUMPS Inc. 


Seneca Falls, N.Y. 





4 . for extra-deep wells o 
ired. 2- and 3-stage models 
price of one! 


~— 


Renad 


/ 
Turn the page . . . for more reasons 
why you'll want to GO with Goulds 
: — 
this year! 


—s 








-MOUNTED 
pep or shallow wells 


. especially designed for pumping levels from 
BO ft... . delivers up to 450 G.P.H. Fig. 3683... 
erfect shallow-well pump for small or average homes 


delivers up to 520 G.P.H. 





packaged, less tank, for pumping 
Ht. Leaded with Goulds features 

















YOUR MARKeet, too’ 





Goulds helps yogsell — all year round, year after year — American Home 
th the b dvertisi in th industry! 
wi e bi advertising program in the pump industry! 
99 g prog pump Y To j j 
tional magazines — reaching both the fasm Guide 
rban markets — Goulds advertising continues t Field and Stream 
| your best customers why Goulds is their best pump buy. 
House of 


This year, more than 18 magazines, read by more than 26 


million Americans, will carry the Goulds sales story to every 


community 


nationwide! 


House Beautiful’$ Maintenance and Building 


and this GOULDS PROMOTION PROGRAM 
pays off right in YOUR store 


: stickers, 








inside-and-outside store identification program for you! Signs, 


banners, clocks, 





STORE IDENTIFICATION 


Let people know you are in the pump business 


Goulds has a complete 
decals, 


wall posters, matches, folders — everything you 


need to identify your store as Goulds headquarters 


WINDOW DISPLAY 

Stop the passers-by — and bring them into your store — with 
Goulds window displays. A complete Goulds display plan is 
teody for you — including electric signs, Baekdrops, posters 
and helpful suggestions. 


like a Goulds demonstrator %@ @nswer that ques- 
tion — and put more pump profits into your 
pocket. Sold to you at Jess than our cost to 
help youpreve what you say @bout your famous 
Goulds features. 


We're not satisfied to just make 
best pumps — we want to give 
dealers the best selling pro 
too. That's why we spend lots off 
(and lots of money!) to provi 
simple, workable and sensible 
promotion plan for Goulds D 
When you sell Goulds Pumps — 
have the product and the toob 
sell with — in ample measurel 
your Goulds Distributor . . . 








LOCAL ADVERTISING oar woe Saree 
> - Di 
Be the big pump man in your town — by using the Goulds fecal @dvertising PROMOTION PLANNER GOULI 
Service. Newspaper mats, news releases, radio scripts, hous@ Organ fillers In this big 16-page booklet, you'll J 
Goulds has them all — ready to bring you extra pump business, find a complete pump sales program ° 
f® an easy, step-by-step guide to more ° 
ter o 
A ah P| DEMONSTRATION Se catia, a 
— t L 
A “How does that pump w@Rk?” There's nothing ee 


Goulds Pumps Inc. 


Seneca Fal N Y 


Axed pa MARK. et with GOULDS PUMPS 


farm and home need 


100 Dell Av 


325 West Oh 


40 East Was 
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FACTORY WAREHOUSES: 


100 Dell Avenue, North Bergen, N. J. 
Union 5-0985 





325 West Ohio Street, Chicago 10, Ill. 
Superior 7-6531—6532 


P40 East Washington Blvd., Los Angeles 23, Calif. 
Logan 5-6157 
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WOOD SCREWS 
In All Standard Sizes 


Phillips or Slotted 


FLAT ROUND OVAL 





Get solid protection from the weather 
with aluminum wood screws. No coating 
to wear away . . . highly resistant to cor- 
rosion—they will not rust. Lasting beauty 
of Southern Aluminum Wood Screws adds 
quality to your product. 


Packed for Protection 
Shipped in indestructible cans with 
sealed locking tops 


Lubricated Free 
Southern Screws in bulk 
Lubricated free upon request 


Shipped Promptly 
“Special” screws may be standard in 
the 600,000,000 Steel, Brass, Silicon 
Bronze, Aluminum and _ Stainless 
Steel screws waiting at Southern 


Write us your requirements 
Samples and catalogues upon request. Box 68-G 


SCREW COMPANY 


STATESVILLE © NORTH CAROLINA 





Manufacturer of Wood Screws 
Sold Through Leading Wholesale Distributors 


41 




























Since 1888 


QUALITY © 


has always created» 


VOLUME, PROFITS and GOODWILL FOR You 





amar The high quality of every Jackes-Evans product has always 

6. SWAG SVIG SWAG NYY ‘ stood for dependable, efficient performance, long life, the most 

We She MA SW AS sy Z modern engineering and design and attractive appearance. 
CYRLAVACWARYE All these provide money making sales advantages for you— 


NA ” NAA NAL ‘en NAY WAV assure continuing customer goodwill. 
02050), “ y Ges ree On 





Head Glo GAS ROOM HEATERS 


This famous non-vented heater has been a favorite seller 


for years. Beautiful designs, highly efficient performance. 








Various sizes and finishes. 


" 


VENTED GAS CIRCULATORS STEEL STOVE PIPE JEMCO wooo neaters 

The newest and smartest addition to the J-E line. Stronger, longer lasting, better Several styles—all of “St. Louis Blue” Pol- 
Distinctively different in appearance. In four sizes looking. Made by J-E—the oldest ished Steel. A long time best selling item | 
—from 20,000 to 60,000 BTU’s. For all types of manufacturer of stove pipe in with long lasting, dependable performance 

gas. Approved by the American Gas Association. America. 

JACKES-EVANS PRODUCTS ARE SOLD ONLY THROUGH ESTABLISHED WHOLESALERS ez 
Good 
a 





Order Your Requirements Now 





JACKES-EVANS MANUFACTURING COMPANY 
ST. LOUIS 15, MISSOURI 
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WILL SEE 

THESE PRODUCTS 
ADVERTISED IN 

THESE LEADING 
NATIONAL MAGAZINES 
DURING APRIL 

AND MAY! 





» —E———e 


America’s First Do-It-Yourself 
Triple-Track All-Aluminum 
Storm — Screen Window 


Ail-Aluminum | 
Combination Door 


$69.95 Value — Retails for 


Ce) a 


$29.95 Value — Retails for 


4g IS” 


for opening sizes up to and 
including 29” x 55” double-hung 
window. Other sizes slightly 
higher. 


=) 


ANY STANDARD SIZE 
lue” Pol- Grill Extro 


ing item 





Complete with all hard- 
ware, including pneumatic 
door check and outside 
aluminurn door jamb 






Retails at the lowest price ever 






of any 3-track, aluminum com- 





bination window yet has all the 





quality features of those twice 
eo gist 08 Sttung oS 
‘* Guaranteed by ® 
oe 


as expensive. And... DUO- 
MATIC is so easy to install 
that any home-owner can do 


his own installation and save! 





“p the weather-proof co. 


9 PLETELY ASSEMBLED ! 


DELIVERED COM- 


EASILY INSTALLED BY 
ANYONE! 


*Siightly higher 








GET ON THE DO-IT-YOURSELF BANDWAGON 


WITH DUO-MATIC AND DUO-DOR! 










SS 





WHAT EVERY 
HARDWARE — 
RETAILER 
OUGHT TO KNOW 














Fixed Joint Pliers * 
Display No. DB125 









Crescent offers nine different display 
boards, at no cost, containing popular 
assortments of fast-moving tools. You 
pay for the tools only. These displays 
are all 12” x 24”, finished in bright yel- 
low with maroon trim. They can be hung 
on walls or columns, stood upright on 
counters or tables ir special base mounts 
which we supply, or any four displays 
can be mounted on the CD1 Revolving 
Fixture illustrated at the left. The CD1 
Fixture costs Crescent Dealers only $5. 


Ask your jobber for full 


information. 














) 





CRESCENT TOOLS = 


Sign of lhe Cbrlisan 
Synbl of Ercdllence 


¥ 7 


Crescent Is our trade-mork, registered in the United States ond abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
“ HARDWARE AGE, APRIL 1, 1954 
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steel drills 
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Tough, fle 
6 efficient 
sizes — ye" 
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Drills of every type .. . for every purpose... in 
compact, handy sets that appeal to hobbyists, farmers 
and mechanics. The famous <> symbol ona drill means QUALITY. 
Sold in sets, the quality multiplies... and so do the profits ! 











H-276 





Regular Length Drills for General Use Short Length for use in Electric Drills Metalworking Drills With 4” Shank 
Plastic container holds 11 high speed Home length drills, Ys" to %" by Sizes Yu" to 4%", all with 4” shanks. 
drills, Ys” to “4”. Also with carbon 64ths, in steel case. All drill sizes Steel container with smooth-fitting 
steel drills (No. H-22). plainly marked. slide cover. 








H-755 





Carbide Tipped Masonry Drills Woodworking Drills With 4” Shank Bit Stock Drills 
Tough, flexible plastic container, with Sizes 4" to %", all with 4” shanks. For metal or wood. Clear plastic case 
6 efficient masonry drills in popular These drills cut fast, with little effort holds 9 drills, Ys” to K”". Ideal for 
sizes— a" to %”. or power. home and farm. 


Ask your Jobber about these and other CLEVELAND Drill Sets 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms : New York 7 + Detroit 2 + Chicage 6 + Dolles 2 + San Francisco 5 + Los Angeles 58 
E, P. Barrys, itd., London W. 3, England 





CLEVELAND HARDWARE JOBBERS EVERYWHERE ARE READY TO SERVE YOU 
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Decker 
: Attachment 


for all your 


NEW! Black 
Screw Drivin 
t accessory m k \Y- 


rfec 


ONLY 
$9.95 


n 
retail Packed three to 4 


colorful Free display: 


NEW! U-1124 Saw Merchandiser 


A completely new Saw Merchandiser that displays 6 
tools (6-inch, 7-inch and 8-inch Heavy-Duty Saws, 
Jig Saw, No. 44 and No. 88 Sanders), and a complete 
range of accessories. Brilliantly lighted in full color, 
this new display stamps you as the Utility Authorized 
Dealer your customers have read about in national 
advertising. Order yours today—see your B&D 
Utility wholesaler. 
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PE NTE OP a, 


The newest thing in drill kits, to sell to 
all your Do-It-Yourself customers! The 
one kit that’s been made up with the 
user in mind! The one kit that’s been 
made up with hand-picked accessories— 
the ones that have proved most popular 
with homeowners and hobbyists through 
the years! Complete with the famous 
Black & Decker Utility %-inch Drill, 
metal, wood and masonry drill bits; and 
accessories for sanding, grinding, polish- 


ing, wirebrushing, etc. 

What’s more, the drill and all the ac- 
cessories are mounted on a special Drill 
Board that hangs on the wall and has a 
special place for each attachment— 
another terrific selling point; in fact, an 
exclusive! Perfectly timed for Spring 
sales! Order your stock now from your 
B&D Utility wholesaler. THE BLACK & 
DEcKER Mrc. Co., Dept. H653, Towson 
4, Maryland. 





and sales aids for faster Spring selling ! 














Black k Decker 


19] PORTARE maCTEC saws 


Brand-New 


Heavy-Duty SAWS 
(Each with free display) 


Built from the job up, the 
new B&D Heavy-Duty 
Saws have all the features 
men have been asking for! 
And now each saw is 
packed with its own free 
selling display. Check your 
stocks and order in time 
for the Spring building 
surge! 


electric drills. 


60C retail 
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NEW! Paint Mixer 


Six paint mixers in a 
free display make a 
perfect tie-in for your 
Clean Up, Paint Up, 
Fix Up promotion. Sell 
a mixer with every can 
of paint—does a thor- 
ough job and fits all 


NEW! Utility 
HOLE SAWS 


(With store-selling display) 


At last! B&D Utility Hole 
Saws to cut holes from 
34 -inches to 2)4-inches di- 
ameter. Sell to all your 
customers who own elec- 
tric drills. Complete as- 
sortment comes with Free 
8-color display- that stores 
and sells. 


cvsion holes i most 
materials with Electrre Drills 


HOLE SAWS 





PORTABLE ELECTRIC TOOLS 
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STOCK KapidKbe ®For Rapid Sales!!! 


¢9° 
90° yom The RapidAx is handsomely packaged in a 
40,00" white corrugated-board box, printed in gray 
D 19) 900 TRUCKS; and green. High visibility, compactness and 


native pick-me-up appeal make this RapidAx 
worth its counter space in gold. 





The many-purpose Camp Knife adds value 
as a year-round gift package for sportsmen 
and boy campers alike. 


eo a 
ad > 
Bararnce gearues | 


| 
ey 











STOCK «Repth Fo For Rapid Sales!!! 


This is a fast-moving package, geared to your profit statement. 
Suggested retail, $5.49. List, $43.20 per doz., packed in master 
cartons of 6. Minimum shipment, 6. (Also available without knife.) 
ORDER NOW .... for IMMEDIATE SHIPMENT! 


For the name of your RapidAx jobber or wholesaler, have your secretary drop a card to Department 41. 


MANN EDGE TOOL COMPANY .. Lewistown, Pa. 


Making axes for woodcutting champions since 1843. 


48 HARDWARE AGE, APRIL 1, 1954 










































HARDW/S 
























es!!! 


edina 

4 in gray 
iness and 
RapidAx 


3 value 
ortsmen 





























ll 


eee 


'e.) 








Pa. 


HARDWARE AGE, APRIL 1, 1954 





CHAN yg, LOCK 





Plere's a quality line with real profit possibilities. 
To get the most out of it carry the complete Champion 
DeArment Channellock line. Millions of national maga- 
zine subscribers will read about the Channellock line 
every month... they are being told and sold. Use 
display boards, stock the full line ... for real profit 


possibilities. You can sell more pliers than ever before 





when you feature the complete Champion DeArment 


Channellock line. 





THE PLIER THAT OBS 





DESIGN 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 


OLETES 





ALL 





OTHER 




















Whatever the job, profit-making 
U.S. Gloves do it better! pr 


Work Gloves or Household Gloves, 
U.S. is the right glove for every 
job. Every home and every 
industry in your locality is a 
prospect. Order from your 
Wholesaler now. 


U.S. HOUSEHOLD GLOVES 













y STYLE NO. 1318, 
_wo® BLUE AND BLACK 

vile 
¢ STYLE NO. 131R, 
RED AND BLACK 


U.S. DURA-GRIP 


Plastic coated canvas specially 

compounded vinyl coating gives gloves 

super abrasion-resistant qualities. 

Curved finger construction, flannel lining 

for extra comfort. For handling 

cement blocks, lumber, metal pipes, etc. Color— 
Yellow. One size only. Also available in other styles. 


U.S. ROYALETTE 


1. Made of Neoprene specially compounded to resist 
harmful action of cleaning fluids, detergents, fats, 
greases, acids and soaps. 

2. Fingernail Pockets for added wear and fingernail 
protection. Keep the hands lovely. 

3. Non-slip gripping surface for sure grip. 

4. Sizes: Small, Medium and Large for proper fit. 
5. Pack. 12 pair to display container. Each pair in- 
dividually banded. 








STYLE NO. 132 You sell 

RED WITH BLUE sell SKII 
LINING oy models— 
Pred self’’ use 

Farle a 

: for the p 
SKIL Sav 

the lack « 
the need: 

U.S. ROYAL NEOPRENE And you 
COATED CANVAS SKIL Sax 

WITH NYLON FINISH For "Do 
Combines safety, comfort and Home Sh 
economy with the amazing qualities popular | 

of Neoprene. Neoprene withstands market. 
oils, acids and corrosive chemical solutions. blade siz 
Resists heat, sunlight and abrasion ting - 

without softening or cracking. Resists cutting. SOS : 
Curved fingers and flannel lining for extra com- U. S. SUPER ROYALETTE are pert 
fort. Also available in other styles and constructions. (Suedo-Lined) handlin; 


STVES WO. 1575 1. Made of Neoprene, same quality as Royalette. 


2. Suedo-Lined, easy on, easy off. The perfect glove 
to satisfy every woman's desire for tops in wear, C 
comfort and hand protection. L 
3. Special Designed finger and palm surface for 





positive grip. 
4. Sizes: Small, Medium and Large for proper fit. 
5. Pack. 12 pair to display container. Each pair ON 


individually boxed. 





UNITED STATES RUBBER COMPANY oe Rockefeller Center, New York 
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You sell the whole market when you 
sell SKIL Saws. SKIL gives you six 
models—saws for the “Do-It-Your- 
self’’ users and heavier duty models 
for the professionals. When you sell 
SKIL Saws, you nerer miss a sale for 
the lack of the specific model to answer 
the needs of every potential prospect. 
And you make a full 30% on every 
SKIL Saw you sell! 


For "’Do-It-Yourself’’ Users—SKIL 
Home Shop Saws. Here are the most 
popular portable power saws on the 
market. Two and 84" 
blade sizes. All the features of saws 
costing much more, Home Shop Saws 
are perfectly balanced for ease of 
handling, accurate cutting by the 


models—6” 








home owner or hobbyist who does 
his own work. 

Your Price Leader—SKIL Special 6” 
Saw. No other saw at anywhere near 
the price offers so much value to the 
home owner, professional or tarmer 
for intermittent Famed SKIL 
features, yet priced to compete with 
ordinary saws. 


use. 


For Professional Users—SKIL 
Builders Saws. Carpenters and 
builders are a big market for these 
heavy-duty, low-priced saws. Ball and 
needle bearing construction and the 
heavy duty motor make these tools 
ideal tor constant use under maximum 
, 8K" 


a7" 
‘ 


power. Three models—O", 
blade sizes. 


CALL—OR SEE—YOUR SKIL WHOLESALER, TODAY! 
SEND COUPON FOR FULL INFORMATION 
ON THE COMPLETE LINE OF SKIL HOME SHOP TOOLS 


HARDWARE AGE, APRIL 1, 1954 


ing SKIL saws sell faster with a 


price and a size for every buyer 








SIX MODELS 
FROM $43.95 
TO $89.50 



















SKIL Special 
6” Saw 

Model 516 

$43.95" 


SKIL Home 
Shop 6” Saw 
Model 586 
$59.50" 


SKIL Builders 
6” Saw 
Model 686 
$69.50° 


*Prices subject to 
change witheut 


(A 


HOME SHOP TOOLS 


Made only by SKIL Corporation, formerly SKILSAW, Inc. 
5033 Elston Avenue, Chicago 30, Illinois 
3601 Dundas Street West, Toronto 9, Ontario 
Factory Branches in All Leading Cities 


ee ~. 
| | 
| SKIL Corporation — Dept. HA-44 | 
| 5033 Elston Avenue, Chicago 30, Illinois | 
| Please send me complete information on SKIL Home | 
| Shop Tools | 
| | 
; Name ; 
| | 
Street 

| 
| 

| City Zone State | 
| | 
Le ee awenanenenanananananamemamanan J 
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Roof Coating / 


Sheffield SHEF-KOTE is the answer to the 
problem of adequate and economical roof 
maintenance! Itstops leaks... forms a 
weather-proof and water-proof metallic 
coating...and will not crack! It's NOT a paint 
..+ but an asbestos-like aluminum roof coat- 
ing in a special formulation that flows into 
seams and cracks firmly sealing them! It's bril- 
liant aluminum finish reflects the heat of the 
sun's rays keeping OUT heat... making it 
as much as 20 degrees cooler inside. And it 


is easily applied! 


Shettield Arorze PAINT CORPORATION 


ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, OHIO 
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an ODETVISION store tron 


---an open door to better business! 





SARS oo 


ELEC 


IN THIS EYE-CATCHING open-vision hardware store, Myers Hardware Co., Inc., 
Lubbock, Texas, effective use was made of Pittco Store Front Metal; beautiful, 
gleaming Pittsburgh Polished Plate Glass; and a good-looking, double-entrance 
® “See what we sell...” says the Pittsburgh Door Frame. Architects: Brooks & Thompson, Lubbock, Texas, 
hardware store with a Pittsburgh 
Open-Vision Front. Well-ar- 














ranged merchandise, clearly seen 
through a Polished Plate Glass 
Front like the one shown here, 
has turned many a casual window 
shopper into a paying customer 
... has helped increase the store’s 
revenues. 

Many merchants—in all kinds 
of businesses, in every section of 
the country—report bigger sales, 




















better business, more customers 
after they modernize their stores 
with a beautiful, customer-ap- 
pealing Pittsburgh Open-Vision 
Store Front. 

And you can do the same for 
your business. If you're planning 
to open a new store, move to an- 
other location or modernize your 
present place of business, why 


not look into the advantages of a 
Pittsburgh Store Front? You'll be 
glad you did! 

For more information, send for 
our free, illustrated booklet which 
gives many examples of Pitts- 
burgh Store Fronts and contains 
complete details on Pittsburgh 
Products. Just return the coupon. 
There is no obligation. 


7 i= | immme=: =. - | 
Store Fronts  cteaicenncncre acne | 
and Interiors store Oren eae ooklet, “How To Give Your Store The | 

sinkcnwinwielniatatebisismucieinaebebawtaseiade | 
by Pittsburgh case nsssiieocecticbaticemees | 

Nn WF lh naman Di winbaisiecaspbioaiinadandaacad 5 

lp PAINTS « GLASS CHEMICALS BRUSHES PLASTICS FIBER GLASS 

PITTSBURGH ne GLass COMPAN Y 


IN CANADA: 
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Here’s All You Need to 
Sell Any Color They Want 
in Alkyd Flat Enamel 


Don't mortgage the old homestead to buy 


yo, Flat Wall Ena 


* ‘ me niet 


hundreds of cans of flat enamel in a few colors 





you hope will meet the demand! Colorizer—fam- 
ous for the “mostest colors with the leastest in- 





; ventory’’—now gives you a top quality flat wall 
The New Odorless, Alkyd-Base Colorizer Flat 
Wall Enamel is scrubbable, casicr to apply, and 


covers most surlaces in 1 quick coat. Packaged under a 


enamel in 1,322 colors—yet you stock only 2 bases 
and 16 colorants in tubes. No cans to intermix... 

. ° ° aS ~} 7 CC] ' F ° . re |] 
beautiful new 4-color label, it makes a dramatic mass no measuring or guessing! Your customers Just 
display on the shelf. choose, use, and come back for more! 


You Stock Only 2 Bases...and 16 Colorants...to Sell 1,322 Colors! 








You stock only 16 colorants and two base Colorants are packaged in fool-proof tubes. Customer finds her color quickly and easily 
paints. Each colorant is used in making Perfect color control and pre-measurement — in the Colorizer Album of 1,322 real paint 
many different colors; 16 colorants make — of colorant at factory insure exactly the right’ samples. There's no guesswork—her paint 
1,322 paint colors. Stock investment is small. color every time—without mess or muss. color will match the chip sample perfectly. 


For Full Facts, Write : 


Colorizer Associates, 349 N. Western Ave., Chicago, Ill. 
e Company, Houston, Texos * Great Western Paint Mfg. | 
Corp’n., Kansas City, Missouri* Jewel Paint & Varnish Co., | 
® Chicago, Illinois * Kohler-McLister Paint Company, Denver, 


Colorado * W. H. Sweney & Company, Sf. Pau!, Minnesota * 


e Vane-Calvert Paint Company, S?. Lovis, Missouri * Warren : 

m | 22 OLORS Paint and Color Company, Nashville, Tennessee * Geo. D. “ath 
Wetherill & Co., Inc., Philadelphic, Po. * IN CANADA: Be ee 
Imperial Varnish & Color Co. Litd., Toronto, Ontario * IN ARC 


THE WORLD’S NO, | PAINT COLOR SYSTEM ENGLAND: Jenson & Nicholson, Ltd., London, England. 
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Bennet?t’s, Salt Lake City, Utah, and Los Angeles, Colif.* Blue 
Ribbon Paint Company, Wheeling, West Virginia * Walter 
N. Boysen Co., Oukland and Los Angeles, Calif. * Brooklyn 
Paint and Varnish Co., Brooklyn, New York * James Bute 









—_ 











sell more paint 


with this 


Potttotio ! 
























0 
lant 








0 buy N\ _/? Here are 10 

— stunning bedroom 
est in- color schemes 

ha selected from their 
nix... own pages by 

— editors of 10 leading 


national magazines. 





ors! 





NOW, for the first time, you can use The Portfolio of Colorful Bedrooms is 
the prestige and authority of the nation’s available in two editions—one, for use by | 
leading home decoration editors to help painting contractors, shown above, and the | 
build your paint sales. It’s just like having a other an edition for Week-End Decorators \ 
famous magazine editor at your elbow! who prefer to do their own painting. Con- 


ceived and developed by Archer-Daniels- | 


portfolio is printed in sparkling natural color Midland, this great new paint-selling idea 
is being made available to all paint manu- 


and each editor has written her reasons for : : . : 
selecting and combining the colors used facturers in the interest of increasing the 
But—most important for you—every color consumption of paint, and is being featured 


Each of the exciting bedrooms shown in the 

































in each room is color-keyed so you can match in national magazine ads. | 
it easily and exactly. Here’s a selling tool that Here’s a sure-fire way to get extra paint 
helps you stir your prospect’s imagination sales—earn extra paint profits! 
: and desire for fresh color, and draws on the 
easily experience of famous magazine editors to Check your own paint supplier today for a 
rs button up extra paint sales for you. supply of these first-of-their-kind sales helps. 
ectly. 
} 
— For better : 
and painting and 101 handy 
a home uses... 101 sales | 
g- | 
dey opportunities every | 
ota* day in the year! 
ae LINSEED OIL, 
ADA: ce : oc Ss : ; : 
* IN 
land. ARCHER - DANIELS - M IDLAND COMPANY « 600 ROANOKE BLDG.. MINNEAPOLIS, MINN. 
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ONE LOOK at the business end of a Wooster Multiflag Brush tells you, 
‘*Here’s something different!” 


What you see are exploded-tip bristles—nylon filaments processed to give 
thousands of extra paint contact points. 


Imagine a tightly formed rosebud . . . imagine it bursting into full bloom, 
with petals reaching up and out. That’s what Wooster has done with 
nylon! By an exclusive, secret process, nylon filaments 
are caused to burst into soft, flexible, fully flagged 
ends—to produce man-made bristles better 
than nature’s best! 


Result—a soft, dense paint contact surface 
that deposits paint more evenly, more smoothly 
and faster. Paint release of a Wooster Multiflag 

' Brush is greater than any other nylon or bristle 
l brush made. Paint pickup greatly exceeds 


that of any other nylon brush—is within 2% | b ih ° 

of pure Chinese hog bristle! Th e on y rus with 
Wooster Multiflag Brushes are popularly 

priced, with a generous margin for 

dealers. Order now through your nearest 

Wooster Distributor; or for his name, 


write The Wooster Brush Company, 
Wooster, Ohio. 
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y FINE BRUSHES AND PAINTING TOOLS 
FOR OVER 100 YEARS 

















MAGNIFIED TEN TIMES are ordinary nylon filaments (left), Multiflag 
exploded-tip bristles (center), and pure Chinese hog bristles (right). Note 
that Multiflag has, in many cases, even more flags than Chinese bristle! 
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WYTEFACE® sells on sight! 
because it’s BLACK and 
WHITE and every inch 


Gi lYolmmollole Mulela diilet Meum Allis 
with crisp foot markings in red 
at every inch — catch the 
customer's eye and give him the 
immediate urge to buy. 

That's why Wyteface is America’s 
most-wanted steel tape. 


A Few Inches of Display Give Yards of Profits! 


KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N. J. 
Chicago «+ St. Louis + Detroit + San Francisco 
Los Angeles + Montreal 


FAVORITE} WYTEFACE: For 
your customers who want the 
best. Case with new tough 
Burgundy red cover and 
nickel p'ated mountings. Foot 
markings in red. Available 
in 25’, 50’, 75’ and 100’ 
lengths. t® 


BOSS* WYTEFACE: Rugged, 
“he-man”, aluminum case, 
with non-slip finger grips. 
Wide-sweep winding handle. 
Foot markings in red. Priced 
for volume sales . . . in 50’ 
and 100’ lengths. 


*TRADE MARK 
4 
af 
FY 
. 


HANOY 
wrneact ¥ 
sone 


, 
h 
> fet 


HANDY{ WYTEFACE: Tape 
Rule is available in 6’, 8’ 
and 10’ lengths. 
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THESE WIZARDS WITH W00D 


Get a well deserved Trophy 
For boosting the Business 
Of Browning & Brophy 
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Dealers say it’s almost magical the way all three 
of these United States Plywood Products are gaining 
in popularity. The first is Weldwood Glue... America’s largest selling 
wood glue. The second is Firzite...a MUST for finishing fir plywood. 
The third is Satinlac, which helps you cash in on the big demand 
for natural wood finishes. Each brings people into your store... 
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and each pays you handsome profits. 








the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15¢c, 
35c, 65c, 95c; 5 lbs.. 10 Ibs.. 25 Ibs. 





paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 








out and preserves the natural grain 
and color-beauty of any plywood or 
solid wood. Water-clear Satinlac 
avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in 
20 minutes, ready for next coat in 3 
or 4 hours. 





Ye 
UNITED STATES PLYWOOD CORPORATION to 
Dept. 315, 55 West 44th Street - New York 36, N. Y. De 
Order from your Wholesaler wt 
ac n 
Largest Selling Wood Glue — Blond or pickled effects call for Big demand for natural wood finishes, sells es 
® ® 
| WELDWOOD FIRZITE | SATINLAC “ 
WHITE me 
% Recommend WHITE ~* The big modern style ke 
prastic RESIN G&L UE Fisstartes aragieal iosoll is tes ae 
woodsy effects on SATINLAC : natural wood fin- on 
a} For making things hardwood or soft, ishes — on furniture, 
: or fixing things, plywood or solid $ wood panelling and fu 
o recommend Weld- lumber. For light woodwork. When to 
wood Glue—for all pastel tones, recom- customers ask you 
wood -to- wood mend WHITE Firzite what to use, you'll 
ee P bonds and many tinted with Colors- __make friends by re- 
other uses. Makes joints stronger than in-Oil. For soft wood and fir plywood commending SATINLAC, It brings 





eta tine 
a market for Firzite!) In pints, quarts, gallons, drums. 
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Wore Smal Dealers Prefer... 


AMERICAN 


RENTAL SANDERS 
AND SUPPLIES 
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Photo courtesy 
Mechanix Illustrated 
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Sowert Maintenance coats Highest Rental Profi 
moke LITTLE AMERICAN aBigHit! 


(Little American—the only sander with 
a 5 year Service Guarantee!) 


You can be sure of lowest maintenance costs and Compare point-by-point with American before you 
top rental profits with the popular Little American buy any machines! Send coupon for complete profit- 
Sander! This rugged machine is ideal for building plan for hardware, paint, wallpaper, building supply 
Do-It-Yourself business. Easy to operate! Anyone and lumber dealers. 
who can run a lawn mower or a vacuum cleaner FAST SERVICE. American Distributors with fac- 
finds it’s no trick at all to guide a Little American tory-skilled mechanics and original replacement 
Sander over old worn floors —and make them like parts and supplies are near you in all principal cities. 
new again! Practically tamper-proof . . . assuring 
more hours of profitable renting and minimum up- cee ee es ee ees ee es ee ee i ae 
keep! Nothing to worry about . . . no brushes, no [" : ; 

° A . ° The American Floor Surfacing Machine Co. 
fan belt, no fan bearings, no windings in the arma- \ $22 So. St. Clair St., Toledo 3, Ohio 


ture. With its compact sturdy construction and Sead 12-page free booklet showing how to make money in 
° 2 4 ° the floor sander renta usiness. 

fully guaranteed motor, Little American is designed rene teennaipeodir septa ty 

to produce professional results for your customers 


... and profits for you! , 4 iY = _ 
C. Bde } e re 
} m5 , y > 


American ~~-lllieatal 


[_] Portable Electric Tools 
PERFORMANCE PROVED Wlackince..- 
NATION-WIDE SERVICE 


~ 





Your Name 


\ 

\ : 

| Store Sunaina mennaiee 
\ 





Street — —— 


City State 
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plan 





for. oe 


the first great NATIONAL CAN OPENER WEEK 


MAY 3-8 
Set your alarm with SWING-A-WAY 





America’s most popular Can Opener! 
NATIONAL CAN OPENER WEEK — MAY 3-8 


It’s backed by powerful national advertising! Recent independent ratings by America’s 
Full-page, full-color ad in May Ist issue of TIME, plus — — — d 
TELEVISION and NEWSPAPER. oremost testing organization an 


HERE’S HOW TO TIE-IN — publisher have again placed SWING- 
Capitalize on this profitable promotion by featuring complete A-WAY first in quality and value. Yet, 


Gaplags ot SUNG -A-WAY Con Gponere. despite all of its unmatched features, 


Ask your distributor or write us for free tie-in display material. 7 4 
POSTERS - BANNERS - MATS SWING-A-WAY prices are lower. It’s 


truly your best buy! 


first name in can openers 4100 BECK AVE., ST. LOUIS 16, MO. 
In Canada: Fox Agencies Ltd., Port Credit, Ontario 
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7. DEPENDABLE QUALITY 


a) 


« GENEROUS MARKUPS 
3. REASONABLE RETAIL PRICES 
4. 


STRONG NATIONAL ADVERTISING 


Yes, sir, BOKER has its own 4-Point Plan! QUALITY so de- 
pendable that the sale of any one item paves the way for future 
a sales of other Tree Brand Cutlery. MARKUPS that give you a 
i “S “reason why” for pushing BOKER. PRICES that cut sales 
resistance to a minimum. NATIONAL ADVERTISING in The 
Saturday Evening Post — 16,000,000 readers — that send ‘em to 
you “lookin’ and askin’” for BOKER Tree Brand. 


EASY ‘PINKER’ SHEARS 


Removable hollow-ground precision 
steel blades, Duraluminum handles. 
Lightweight, comfort-designed; sell, 
the moment customers pick them up. 





An item women go for — every man 
wants. Handsome to look at... razor 
sharp, hollow-ground blades. 


A 


The Saturday Evening 


POSI 


recogni? ed . 
prem pom yalue a (T vo 





“SUBURBAN” TABLEWARE SET 


Handsome, practical 24-piece Tableware set. 
Genuine Pakkawood handles, stain and burn 
resistant. Choice of box or plastic carrying case; 
slight difference in price. 


CARVING SETS 


Sell quickly because they look their 
quality! Highest quality steel, curved 
to fit the hand. Genuine stag handles. 


™ Fo ” 4 } 

ert o > ped ( 4 

‘we F ASK YOUR JOBBER TO SHOW YOU THE > ) 

Si NN a BOKER TREE BRAND LINE , in IL) 2 
VY \ Catalogs Available on Request oo ”~ 


\, go Pa Pp 


€sT. 1837 


ROKER 


BRAND 


POCKET KNIVES SCISSORS — SHEARS 
Sell them once, and you'll never carry 
another brand! Fine steel and fine looks 
in patterns to suit every taste. ‘ Sig) 


Tree QQ 


Cus, CUTLERY ue 


Priced to sell on sight ot a good 
profit! Wide variety of sizes. Quality 
all the way 





ver a ct 


H. BOKER & CO., INC. 


Established 1837 


101 Duane Street New York 7, N. ¥. 
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FASTER TURNOVER 
Mow sou ow ce WOH 


‘ 
i 


New Sylvania Merchandiser boosts sales... 
offers a complete light-bulb department? 


Here’s the last word in light-bulb 
merchandisers . . . the Sylvania #20 
with side baskets. It’s a smart wire 
unit designed for both chain and in- 
dependent stores to harmonize with 
today’s modern designs. 

This colorful, eye-arresting mer- 
chandiser will stock and sell over 20 
different types and wattages of light 
bulbs. Promotes a fast turnover, and 


-BULB 


Set up this selling aid ina 
busy traffic area .. . and 
watch sales climb! 


PROFITS! 
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a profit far above minimum require- 
ments. 

Display racks for every need 
Remember, Sylvania has available 
merchandisers and shelf racks for 
every store .. . every location. Don’t 
pass up the profitable opportunities 
they offer. For full details call your 
Sylvania Distributor or write direct 
to Dept. 4L-3304, Sylvania TODAY! 


*SYLVANIA* 


Sylvania Electric Products Inc., 1740 Broadway, New York 19, N. Y. 


LIGHTING + RADIO - 


ELECTRONICS - 


TELEVISION 


In Conoda: Sylvania Electric (Canada) Ltd., University Tower Bldg., St. Catherine Street, Montreal, P. Q. 
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FEATURES OF THE #20 
WITH SIDE BASKETS 


1. Custom designed for attractive 
modern stores. | 











2. Designed to Promote high sales 
Per square foot, 





3. A complete hous 
ehold light- 
department. ‘ght-bulb 








4. Modern Wrought iron finish with 
complementary bright finish trim. 
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HARD 


New! Improved! Smarter! Better! .. . 
Indeed the finest and the best buy on 
the market for “54”, the LAU Fan per- 
formance anywhere, anytime. 


Quality Features for Faster Sales . . . 

LAU engineers lead the field again with 
foremost designs to offer the highest 
standard of quality at an exceptionally 
low cost. 

A td . «+, Newspaper, 
woltes tiles ieee radio, television, direct mail AND dis- 
for dozens of uses. plays . . . merchandising and pro- 
motional helps. You'll sell MORE fans 
. . » MORE profitably. 


Guaranteed 5 Years... 
Lau fan ratings are Certified by the 
PFMA and carry UL approval. Fans are 
guaranteed for 5 years and motors 
12”- 16" and 20” Combination carry a one-year warranty. : 
Portable window fans with ‘‘TIL- 
TA-BREEZ”’ accessory. 12’and 
16” models available with spac- 
er panels as extra accessory. 











2025 Home Avenue * Dayton 7, Ohio 


T H 3 LAU B LOW E R C OM PA N Vi Write for catalogs and full information. 
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ATLANTIC il 


4 [st 


National 


Housewares 
and Home Upplianece 


UCT titties 


Exhibit 


July 12-16 


Monday thru Friday 
ATLANTIC CITY AUDITORIUM 


NATIONAL HOUSEWARES 
MANUFACTURERS ASSOCIATION 


(incorporated not for profit) 
EXECUTIVE OFFICES: 1140 MERCHANDISE MART, CHICAGO ‘54, ILLINOIS 


PHONE SUPERIOR 7-3338 
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on OF Rifunp 7 


2" Guaradtved by © by 
‘Good Housekeeping 
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WON'T RUST 
WON'T ROT 
WON'T CRACK 
LASTS 

A WIFETIME 
Solid or Stranded 





iA 


¥ 


ae Gilg jy Sina” biide 


PACKED 


4-300 FT 
COILS PER 
on Bae}. | 


One continuous coil of 300 ft. marked with red plastic tape 
every 50 ft. for easy and quick measuring. 


ee 
A ft 


the NEW 


= 


FINISHED WITH THE = 


NOW! NEW... 


NICHOLS 
* 


x 


e 
“he Washday Sweetheart 


Here's a clothesline that sells on sight—a real 
beauty that will outlast any clothesline ever of- 
fered. Nationally-advertised — easy to sell and 
with a nice profit margin for you. Dealers who 
have displayed Nichols ''Never-Stain' Aluminum 
Clothesline in their store windows and counters 
report terrific sales because of its eye-catching 
silver-like beauty. Available in either solid or 
stranded types. 


ORDER FROM YOUR JOBBER NOW FOR BIG 
SPRING SALES. 


PACKAGING COMBINATIONS 








Pkg. No. Wire Ga. Description 
A 9 solid 4 — 300’ coils, marked every 50’ 
2 | solid | 24-50’ coils 
3 | Ysolid | 12-100’ coils 
20 | .142” stranded | 4-300’ coils, marked every 50’ 
30 | .142" stranded | 24-50’ coils 
40 | .142" stranded | 12-100’ coils 





Never sual 


with the "R5” FINISH* = I 


r 
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Mas Masking Tape 
Deal"M? 


a complete masking tape department 











for even the smallest retail store! 


CPOE HHH EEE EEE EEE HEHEHE HEHEHE HEHEHE EEE 


Here’s the DISPLAY! Set it out front and watch 

it sell! A compact, self-service, wrought iron finish 
wire rack that holds a complete assortment of the 
three fastest selling sizes of Mystik Brand Masking 
Tapes. Colorful, eye-catching display card on top 
sells the uses of masking tape at a glance! 





COPE EEE EEE HEHEHE EEE HEHEHE HEHEHE HEHEHE HEHEHE EEES eeeeee ——<—— 


Here’s the PACKAGING! Smart, 
modern packaging stops shoppers. 
Distinctive, “showcase” rolls wrapped in : 

cellophane keeps tape fresh and clean. a Maren TT 
Valuable “how-to” information on STIK 
cardboard boats promotes uses and 
repeat sales! Price printed 

on each package! 


SCOPE EEE HEHEHE HEHEHE HEHEHE EEE HEHEHE HEHEHE EEE EERE 





on the CBS-TV Network, Garry Moore 
tells and sells the advantages of 
Mystik Tapes to his vast nationwide 
audience of millions! Garry Moore 

is making Mystik a household word! 









Trademark 
Mystik Registered 
© 1954 Mystik 
Adhesive Products 







JZ” Here’s the PROFIT! 


Mystik® Masking Tape sells fast DEAL M—a complete masking tape de- 
partment in less than one square foot of 
counter space—or hang it on the wall and 
use no counter space! Sturdy wire rack 


W%” wide x 12Y%2” deep x 26” high. 


and gives you a full 


33'4% profit! 


ly 







MYSTIK ADHESIVE PRODUCTS 
2650 N. Kildare Ave., Chicago 39 


See the ‘Garry Moore 


Order from your headquarters or supplier NOW! 22 ur i Moen 
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‘round w 
Weighs o 
Folds to 
8. Carrie 
handle. | 
or 72° x 
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FOLD-A-WAY TABLE of 1,000 year- 
‘round uses. Completely new for ‘54. 
Weighs only 19 lbs., holds over 800 Ibs. 
Folds to fit in car trunk, opens to serve 
8. Carries like luggage on own plastic 
handle. 60° x 24"° top; 60°" x 27°’. top, 
or 72° x 30°’ top. 








SUN KING S.osition Chair 
. . weight, 8 Ibs. Plaid 
Saran* on polished alumi- 
num. Finger-tip adjustment to 
any of 5 positions. Folds in 
one motion. 













YACHT KING... 

weight, 5% Ibs. LOUNGE-KING ‘‘Rockerless 
Colorful vat-dyed Rocker’’ . . . weight, 6: lbs. 
canvas duck on Plaid Saran* with padded 
polished 1" alum- seat and head-rest on pol- 
inum frame. Rub- ished aluminum. Rocks to 
ber-tipped feet. and fro as you shift your 
(Also available in weight. Folds in one motion. 






plaid Saran*.) 










and nationally-advertised SUN ‘N’ SURF aluminum folding 
furniture is the line that gives you protection plus profits! 


No other summer furniture sells like light, compact, portable, 
weatherproof aluminum folding furniture! People demand it in 
spite of higher initial cost because it’s cheaper in the long run. 
And the line YOU should feature is SUN ‘N’ SURP--quaranteed by 
Good Housekeeping; nationally-advertised; styled for smartness; 
built to last . . . all fabrics lifetime-sewn with Orlon thread for 
maximum weatherproofing. The line you can do a BIG job with 
because it’s price-protected, and stocked by your LOCAL dis- 
tributor. Get the full SUN ‘N' SURF story—send coupon today! 


TERRACE-KING a 
weight, 4 lbs. Real 
relaxation at a budget 
price! Plaid Saran* 
on polished aluminum. 





<UL 


DS 


S" Guaranteed by © 
Good Housekeeping 
* toy é 









45 anerarest AS 





, » FOLDING CAMP MAIL COUPON TODAY FOR PRICES, 
STOOL . . . weight, — ew ae 
*Miracle plastic 1%: lbs. Extruded alu- LITERATURE, MORE INFORMATION 
- - - waterproof, minum with colorful 
ty oe a ean ee All-Luminum Products, 36th & Reed Sts., Phila. 46, Pa. 


Please send literature and prices on 
Sun ‘N’ Surf Aluminum Furniture 


or mildew. 


My distributor is 

Store Name. 

Buyer's Name iociaieds es 
el ll — 
Ter tt 





Reed Street at 36th ¢ Philadelphia 46, Pa. 


HARDWARE AGE, APRIL 1, 1954 67 
























Cleans right to walls 


a) 


Stores flat 






Hs light and 
easy to handle 


’ 


Courting sales for you, this timely “Gifts for Brides’ 
Promotion stars the new Bissell Sweepmaster! It’s a NEW 
KIND OF CLEANER, with real gift-appeal. With its full- 
width brush, it cleans right to walls, under and around 
furniture ... folds flat to save storage space. It’s compact, 
light, easy to handle. It’s easy to demonstrate and sell. 

Bissell is starting things off with a big splurge... 
with national TV, on the Dave Garroway show, during 
April and May. There’ll be full-page ads in national 








magazines, too... American Home and Today’s Woman 
in May... Better Homes and Gardens and Good House- 
keeping in June...and the Summer issue of Bride’s 


Magazine. And we’re offering you all the sales aids you need. 


Be sure you have a good stock of the new Bissell 
Sweepmaster on hand... tie in for a profitable promotion. 
For more details, for sales aids, write: 


BISSELL CARPET SWEEPER COMPANY, Grand Rapids 2, Michigan 










paired for profits 


big Biseell 
“gifts for brides’ 
promotion 


sparked by TV and Magazine Advertising 


and the new 


Cweepmaster 


Cend for these free gales aids 


Newspaper Mats Handle Cards 





And, of course, 
there are 

Fact Tags on every 
Bissell Sweepmaster 





} 
Rack Toppers 


How-to-sell Folders for Salespeople 
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Here’ 
wood floors. Cleans and gives heavy duty wax protection 
in one easy operation! And she trusts Bruce—for it’s 


| “ning Wax 


on & 
| “\ “Woo 
: ; 





le 


y does she 
love Bruce! 


(Cleaning Wax, of Course l) 


s why! Bruce Cleaning Wax is so wonderful to her 


made by E. L. Bruce Co., the world’s largest 
maker of hardwood floors. 

Because she’s a smart shopper, Bruce’s big 

value also appeals to her. Bruce Cleaning 

Wax costs her substantially less than 
competitive brands! 
No wonder she picks up Bruce 
Cleaning Wax again and again. 






You'll love Bruce, toc! 


Bruce Cleaning Wax has plenty 
to offer you! There’s top mark- 
up—plus strong local advertis- 
ing to assure a good turnover. 

And you are offering your 






customers finest quality for less 
/ money! That’s always good 
business. It will profit you to 
Ff get together with Bruce for a 
Woxes Fi bigger share of fast-growing 
“2 Floors | 


“'Niture 


Qs jz 






clean-as-vou-wax sales. 












i 


‘i ep. s. She loves the lighter Bruce Floor 
Cleaner for her linoleum. It does an 
exceptionally fine cleaning job—leaves a 
long-wearing coat of wax. Be sure 
you’ve got it. 


| f 
BRUCE | ion 


made by E. L. Bruce Co., Memphis, Tennessee... 
world's largest maker of hardwood floors 
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NATIONAL LOCK HARDWARE 


is distinctive hardware... 
exactly what your customers want 






BUY IT | 
FROM YOUR \\si.B 
WHOLESALER D 


TS ane * WATIONAL LOCK se 


‘atent Apolie 4 


For Kitchen, Den, Living Room, Game Room... Dead Series “440”... Series "410"...Two Great Lock. 
Black, Old Copper, Old Brass... Appealing on Both set Lines... Complete... Ruggedly Built...No Die 
Natural and Painted Surfaces... Smartly Styled Cast Parts ... Installation Is Fast and Easy 





BUTT MAGNETIC 
HINGES CATCH 
Round and Square Cornered, Small, Compact... Has Extra 
Regular and Template . Pulling Power . . . Positive 
All Standard Finishes... Action... Easy To Install... 








Button Tip with Loose Pins No Moving Parts 


Cabinet Hardware, Concave Knobs, Brass Hardware, 
Furniture Trim, Forged Iron Hardware, Small Builders Hardware, 


Butts and Hinges 


ALL HANDSOMELY 
PACKAGED IN 
CcloctaPak 

SLIDE BOXES 


With NATIONAL LOCK, you get all the proven benefits BETTER THAN ENVELOPE PACKAGING 


of ‘Select-a-Pak-ing" in the popular slide box with YET COSTS YOU NO MORE 


clear acetate cover. You get inviting appearance, 


customer self-servicing, saving of sales time, ease of 


stock control and many others. Ask about ‘‘Select-a- CABINET HARDWARE 


Pak" and the profit-building NATIONAL LOCK Counter Smartly Styled... Wide Selection of Finishes... 
Displays that will put your merchandise out in front Pulls, Knobs, Hinges, Catches . . . Everything That 
where people see and buy. Write for illustrated price list. You Could Possibly Require for Profitable Selling 


DISTINCTIVE HARDWARE... ALL FROM ] SOURCE 


NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS * MERCHANT SALES DIVISION 
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how to increase your sales of Water Systems 





May is National Water Systems Month. The 
sixth annual observance of this event 

ties together the joint efforts of retail 

dealers, wholesalers, manufacturers and 

utility companies in a nation-wide program 

to sell more water systems. This event, under 

the sponsorship of the National Assn. of 
Domestic and Farm Pump Manufacturers, presents 
hardware dealers with an outstanding 
opportunity to boost the sales of this equip- 
ment. In the following pages, HARDWARE AGE 
presents a Guide to proven methods for 
increasing your sales of water systems. 


WATER SYSTEMS MERCHANDISING GUIDE 
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PROTECT. 





For plenty of water — plenty of pressur 
Install made : 


THIS 1S MATIONAL WATER SYSTEMS MONTH | %, 


Knowledge is power in promoting the running water 
story. 

National Water Systems Month is a coordinated 
campaign to tell rural residents and business men 
beyond the water mains what adequate supplies of 
running water under pressure will do for them. Tie 
the story of your water systems to the national cam- 
paign with local ads, running water displays in win- 
dow and store, and with calls on prospects. Know 
what the water systems you offer will do for your 
customer. 

Manufacturers and distributors cooperating in the 
campaign spearheaded by the National Association 
Domestic and Farm Pump Manufacturers can supply 
you with official campaign posters, plus their own 
catalogs, advertising novelties, decals for use on store, 
truck and pumps. Some manufacturers can supply you 
with tie-in radio scripts, copy for newspaper arti- 
cles and advertising mats and copy. 

Much of your market will be for replacement of 
units still delivering the capacity for which they were 
originally intended. A good water system will operate 
satisfactorily for 20 to 30 years, but the water needs 
of many families have increased sharply within the 
past few years. 





| 





each Milking Cow 
35 qal. por day 








Human Bein 
SO qal. for all shed 


—_ 





KNOW your 


If you would sell more electric 
water systems you must have all 
the facts and figures as to how 


This year’s campaign emphasizes the human health 
angle, but there are many farmers who are more 
interested in producing higher grade livestock, dairy 
products, eggs and poultry. This productivity inter- 
ests them as operators of a business, for their fam- 
ilies thrive in direct ratio to health, plus successful 
and profitable operation of their farms. 

In the simplest possible way, tell your prospects 
what they need to meet present and future require- 
ments. Lengthy technical statements are unneces- 
sary in most instances. 

To properly advise your prospects you will need 
the answers to these questions: 

What is their present water source? 

How many daily users are there? 

How large are farm flocks and herds? 

What water using equipment is operated? 

Are other water using appliances being considered 
for purchase? 

Whether a shallow or a deep well unit is needed 
depends upon the depth of the well. Shallow water 
units may be used where the level is 25 ft or less. 
For greater depths deep well units are required. 
Submersible units will be desirable for some wells. 

Know the approximate water supply requirements 





















each Sheep 
2 gal. por day 


sel 


Horse 
12 qal. per dey 
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HARDWARE AGE 


Water Systems Merchandising 
Guide 


water systems 


much water is needed for all human 
and livestock requirements. These are 
illustrated in drawings at bottom of page. 


for human beings, livestock and fowl. When a mem- 
ber of the household is ill greater gallonage may be 
reyuired. This points the way for selling prospects 
a unit having higher capacity than for regular daily 
need. 

Daily requirements for a human being are at least 
50 gal. for all purposes. 

Yard fixture requirements are: }2-in. hose with 
nozzle, 200 gal. per hour; “%4-in. hose with nozzle, 
300 gal. per hour. It is essential to have ample 
capacity for use of other equipment at the time a 
hose is used. 

For possible fire fighting, the National Fire Pro- 
tection Association recommends a pump capable of 
delivering 50 gal. per minute for at least an hour 
at a time. Fire fighters warn that it is unwise to 
depend entirely on a water system as a fire quencher. 

Knowledge of the facts in these pages can help 
you sell more electric water systems. Good mer- 


chandising of these units can give you an entree 
for making additional profit on other home and farm 
equipment. 

How will participation in National Water Systems 
Month help a hardware dealer? On page 74 of this 
issue is an interview, with FE. D. Smith of the Dayton 






100 Chickens 
4 qal. per day 


Dry Cow 
12 qal. per day 
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(Ohio) Power & Light Co. He tells how his compan) 
helps dealers to merchandise electric water systems 
during National Water Systems Month. 

How do hardware dealers turn water systems pros- 
pects into customers for these and other major home 
and farm merchandise? 

Gagel Hardware in Maria Stein, Ohio, tied in with 
the Dayton company’s 1953 promotion to sell seven 
electric water systems, five complete bathroom in- 
stallations and numerous other items. 

Ed Ring in W. Hopkins, Minn., sells several hun- 
dred water systems each year, and uses running 
water displays in his store much of the year. His 
firm displays several makes and types of electric 
water systems in its special water systems and 
related lines room. When a water system is sold the 
company is equipped to drill wells, install pumps, 
tanks and controls. 

In Jefferson, Ark., Joens Hardware & Appliances 
often gets orders for as much as $1,500 worth of 
other home and farm equipment. At this store run- 
ning water displays are frequently utilized to tell 
the full story of the advantages and value of run- 
ning water. 

Complete service is one of the factors helping the 


(Continued on page 119) 
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Beef Cow 
12 gal. per day 


each Hog 
4 gal, per day 
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What good will it 


H. A. asked E. D. Smith this question; 
helped dealers sell 399 systems, and 


— eat 98 oat Has POE? 
POOLS 6 ETE, FN 


4 





Marysville branch office display used by co-operat- 
ing dealer during 1953 campaign. Other dealer 
displays were used in other company branches for 
limited periods during the entire month's campaign 


QUESTION: Why should a hardware dealer serving 
rural areas participate in National Water Systems 
Month? 

MR. SMITH: It is to his advantage to tie his sales 
efforts to any national promotion on the types of mer- 
chandise he offers. By so doing he secures the help of 
many media in creating favorable impressions and in 
attracting attention to his store and the lines he mer- 
chandises. 

The momentum generated by this campaign is dif- 
ficult to measure. Both farmers and owners of rural 
non-farm homes and business places obtain many ad- 
vantages from having adequate supplies of running 
water under pressure. The farmer has all the reasons 
that the non-farm rural resident has for needing run- 


74 


ning water, plus a wide range of other requirements. 

One hardware dealer, in our area, participated in 
both the 1952 and 1953 National Water Systems 
Months. In May, 1952, he sold four water systems, 
his 1953 campaign tie-in selling six water systems plus 
10 other major farm and home items. 

Our promotions on water systems stress the fact 
that adequate water supply means greater poultry, 
egg, milk, beef and pork production with resultant 
higher profits. Labor savings and sanitation are other 
points we emphasize, the latter being particularly im- 
portant to the farmer raising hogs. 

Possession of an adequate water system seems to 
have a definite psychological effect on the morale of a 
family. 

QUESTION: How can a hardware dealer best tic 
in with National Water Systems Month? 

MR. SMITH: He can do it with a running wate: 
display in his store or in a display window. The dealer 
should also send direct mail material to prospects and 
present users before and during the campaign, and use 
newspaper, radio and TV advertising during the month. 
Any or all of these media may be used to advantage. 

The dealer and his employees should call on water 
systems prospects during the campaign. Calls on pres- 
ent users of water systems can provide names of good 
prospects not having running water or using units not 
adequate for their presert or future needs. 

Hardware dealers would do well to tie in with any 
local level promotional efforts of water systems manu- 
facturers or distributors and utility companies. 

QUESTION: How should a hardware dealer ad- 
vertise water systems? 

MR. SMITH: No matter what type of media he 
employs he should emphasize the health, comfort, 
labor savings, economy of operation, convenience and 
safety factors. 

Picture modern bathrooms, kitchens, laundries and 
farms as something obtainable with the ownership of 
a water system providing adequate supplies. New 
paper, radio, TV, direct mail, store and window dis- 
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plays and exhibits at county fairs can all help adver- 
tise running water. 

I think that people buy water systems because of 
the advantages they afford. 

QUESTION: Should hardware dealers employ out- 
side salesmen to sell water systems? 

MR. SMITH: Yes. A man who selis water systems 
as well as related items can start a cycle of sales to 
the benefit of his emplover and himself. He can pave 
the way for sales of related items such as bathroom, 
kitchen and laundry equipment, livestock drinking 
fountains, water heaters and other equipment requir- 
ing water. ? 

QUESTION: How can a hardware dealer best dis- 
play water systems. 

MR. SMITH: A good water system display includes 
an operating unit. It should be used to show what a 
water system will do for the purchaser with water 
needs for different purposes. 

Feature a modern kitchen sink, water heater, mod- 
ern kitchen cabinets, cooking equipment, plus as much 
stock watering equipment as you can. 

The dealer’s running water displays and showings 
of related equipment should be featured in well-lighted 
and neat surroundings. 

QUESTION: What are the best sales points to turn 
prospects into customers? 

MR. SMITH: Hea!th, comfort, convenience and ser- 
vice are the four most important sales features to 
emphasize. 

The health of the rural resident’s family, and the 
farmer’s livestock are major considerations. If the 
health of his livestock is good his operating costs are 
lower and his profits are higher. 

Comfort is provided to the rural people with adequate 
capacity water systems because they do not have to 
carry water. 

The convenience of running water is an important 
health asset for human beings and livestock. 

Service is an important factor. If the dealer does 
not have his own service facilities he should make sure 
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E. D. Smith 


ABOUT MR. SMITH: E. D. Smith is supervisor 
of the Dayton (Ohio) Power & Light Co. This 
utility company helps hardware and other water 
systems dealers do an effective job in merchandis- 
ing water systems and related home and farm 
equipment. His organization does not sell water 
systems. He is chairman of the Farm Section of 
the Edison Electric Institute. 


that he can tell the customer where such service is 
available. He should know something of the costs of 
such service. 

QUESTION: What should a hardware dealer do 
about handling requests for deferred payments. 

MR. SMITH: He should know what financing ser- 
vices are available in his area through finance com- 
panies and banks. He should be able to tell about 
finance plans which do not entail recourse provisions. 

I do not think the average hardware dealer can 
afford to sell his paper with recourse. If the financial 
institution is unwilling to accept a loan request without 
recourse then the dealer knows what the prospect is 
not a good risk. 

QUESTION: Should a hardware dealer sell water 
systems without offering installation and maintenance 
service? , 

MR. SMITH: It is always better if he can provide 
installation and maintenance service through his own 
organization. If he cannot offer service, then he should 
have arrangements with outside concerns which can 
provide the necessary facilities. 

The problem of installation, without your own ser- 
vice department, is a big one. The dealer, not in a 
position to offer installation and maintenance service, 
must seek outside service men who do not sell kitchen, 
bathroom and farm equipment. He cannot be success- 
ful without a service department, unless he is in a 
position to quote water systems prices to include in- 
stallation. 

QUESTION: How large an inventory does a dealer 


(Continued on page 121) 
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by HERBERT C. ANGSTER 


Executive Secretary and 
Director, National Assn. of 
Domestic & Farm Pump 
Manufacturers 


Profit Time for Hardware 


Why hardware dealer participation is good 


May is the time when hardware dealers and whole- 
salers stand to reap a harvest of profits by making a 
strong tie-in locally with the National Water Systems 
Month campaign. 

The water systems industry’s continuing promotion 
of the running water story will make 1954 a near 
record sales year, if factors shaping the market con- 
tinue dominant through next December. 

What was the picture at year-end? Sales of electric 
water systems were running 10 pct ahead of 1952, 
although sales of some other types of rural market 
equipment were lagging behind as much as 20 pct. 

Sales of electric water systems in 1953 totaled 720,- 
000 units, exceeded only twice before—in 1949 with 
722,000 units, and in record-breaking 1947, when sales 
reached the 763,000 figure. Sales for al] of 1954 are 
expected to reach the 700,000 mark. 

May is National Water Systems Month, the annual 
focal point of sales promotional activity on the part of 
electric water systems manufacturers, privately-op- 
erated power companies and REA, as well as other in- 
terested government agencies 


The sales target, at which the hardware dealer will 
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be shooting, during National Water Systems Month is 
a big one, and well worth his enthusiastic efforts to 
build substantial sales volume at that time. 

There are an estimated 2,000,000 farm families hav- 
ing electricity, but lacking the many benefits of run- 
ning water under pressure to assure healthier and 
more convenient living and more profitable farm pro- 
duction. 

The largest and most important segment of the 
market for new users of water systems is made up of 
those familities which have left cities to live in rural 
areas. Many of these families need an electric water 
system to provide indoor plumbing and the many elec- 
trically-powered time and labor-saving appliances de- 
pending upon running water for their operation. 

It is estimated that there are 7 or 8 million pros- 
pects in this classification. 

There is another replacement market offering 2 
million sales prospects. These are rural families whose 
expanded needs for water now exceed the capacity for 
which their systems were originally intended. 

Many water systems installed 10 to 15 years ago 
have become obsolete for this reason, and are in need 
of replacement. 
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Stores 


in May 


A water systems sale paves the way for the mer- 
chandising of numerous related appliances, which are 
quite useless for the family without running water. 
This is another reason why hardware dealers should 
make every effort to expand their water systems sales. 

This year the theme for National Water Systems 
Month is the importance of running water in helping 
the family achieve and maintain good health. 

The official National Water Systems Month poster, 
27x40 in. in size, is in four colors. It contains an il- 
lustration of severai youngsters splashing in a wad- 
ding pool. “Protect their health with a modern electric 
water system—plenty of water—plenty of pressure” is 
the slogan. There is the remindr that May is National 
Water Systems Month. 

Continued emphasis on the need for obtaining ade- 
quate capacity enables the dealer both to up-grade the 
individual water system sale and cash in on the profit 
of subsequent related appliance sales. 

National Water Systems Month generates the kind 
of interest that builds volume for the hardware dealer 
prepared to capitalize on it. It does if he is ready to 
jump on the bandwagon when it comes along to hit 
the high road to greater sales 
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Window Display 
Sets the Pace 


Vital in effective tie-in is the 

window display. Experience has 

shown running water to be one of 

the best eye-catchers. Here are 

two good examples of hardware 
dealer tie-ins. 


Several models, one in operation in Gagel 
window with poster and some talking cards 


Wilson's in Washington Court House, Ohio, 
display tie-in with the Dayton campaign. 











SEE US ABOUT THE FAMOUS 


Water Systems 


FOR DEEP OR SHALLOW WELLS 


Baker & Bennett 


BENTON'S MODERN STORE 
MAIN ST. BENTON. PA. 











How Dealer, Utility Ads Helped 





Tell 





SiR me 


Jets for Shallow or Deep Wells. 
Turbine Type Pumps. 


Pitcher Pumps. 


Water Systm Accessories. 


Lancaster Turbo-Systems. 
Lancaster Sump Pumps. 


dry Trays. 





Telephone 2531 


“PACKAGED” 
Lancaster Shallow Well 


Water Systems 


LANCASTER 





THE COMPLETE LANCASTER 
LINE OFFERS: 


Reciprocating Pumps and Lancaster Motor- 


Set-Length and Windmill Pumps. 


Centrifugal Pumps for all kinds of liquids, 
operating conditions, pressures and temperatures. 


Lancaster Unit-Pumps for Irrigation. 


Lancaster Laundro-Pak for emptying Laun- 


SONES LUMBER & SUPPLY CO. 


Millville, Pa. 









Running water under pressure 
drinking cups can mean added mi 
—in the poultry waterers, more 
hogs’ watering trough, more mea' 
time you turn the tap you can 
work and time...in thousands of 
hundreds of hours of old-fashioned 



























Pennsylvania mode 
. ‘ atly Repre 
° Your automatic electric water 
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Power & Light increases sanitation, too. In th ol poise 
in milk house, in the dairy ba 
Company one. 
‘ATER 
MAY Is NATIOP WAT 
These pages show some examples of both dealer and : " 
aa “i : : : n so 
utility company advertising in Pennsylvania during the “Why 1 
1953 National Water Systems Month campaign. ny 
Y . _ » yar 
Under guidance of R. T. Jones, manager, farm sales, i aa 
‘ ; ‘ water s 
of Pennsylvania Power & Light Co., dealers sold 1798 : 

F ‘ ‘ . yaper. 
electric water systems by using running water displays A th 
: : ; 2 ; and illu 
in their windows and stores. Some dealers also availed ‘th th 

: ee wi 
themselves of offers of display tie-ins at branch offices pan 
com 
of the company. on 
res ? : ; 00 
The large ad was used in several insertions as part of a 
: : : ” age «gee com 
special sections of newspapers, including individual “9 F 
’ , ‘ ‘ units 
dealers’ messages, articles on the value of running water t for 
. ° ° se Oo 
and other material of interest to rural residents and 
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water builds new standards of cleanliness with 
far less work! 

the And vitally important—when fire strikes, 
there's no substitute for water under pressure. 
in Ready water in those first three minutes gives 
in you a fighting chance. 

You simply can't afford to be without a 
modern water system. See your PP&L Farm 
Representative or your local farm equipment 
ie, dealer today. Now's the time to switch to 
running water. ..electricallv! 





WATER SYSTEMS MONTH! 
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business men operating beyond the water mains. 

In some newspapers the large illustration and 
“Why walk when water will run” message was 
part of a boxed ad with the names of cooperating 
water systems dealers in the area served by the 
paper. Other newspapers carried the same copy 
and illustration without mention of dealers, but 
with their individual ads surrounding the utility 
company’s space. 

Cooperating dealers in the area served by this 
company—one-third of the state—sold 5,148 
units during the entire year. Their sights are 
set for even greater sales for all of this year. 















Self- Primiug- 


ONLY ONE MOVING PART 








The Shallow Wéll Ejector is ideally sited 
for lifts of 25’ or less and has capacities 
up to 600 GPH with a flexible range of 
pressures. Increased efficiency is gained 
by applying the "JET" principle of pump- 
} ing. The pump is quiet in operation having 
only ONE MOVING PART—an IMPELLER. 
It requires no oiling, is self-priming and 
Ready-to-Plug-in. 





FAIRBANKS-MORSE Water Systeme 


PAUL C. DENT 


LIGHT STREET, PA. 
Phone Bloomsburg 2316 
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Burks Pumps 
Super-Jet Pumps 


0 'ngersol Rand Product) 
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CHAS. A. EDSON SONS 


BENTON, PA 













































CASE HISTORY NO. 1 


Running Water Displays Attract Many Customers 


Participation in campaign sells pumps and complete bathrooms, other major products 


Electric water systems account for fully 25 pct of 
the $85,000 annual volume of Gagel Hardware Co. in 
the small village of Maria Stein in Ohio. The firm 
relies on running water displays as one means of con- 
stantly advertising this type of merchandise. 

Participation in a regional campaign as part of 
National Water Systems Month in 1953 was the means 
of selling seven electric water systems, five complete 
bathroom installations and numerous lines last May. 

Each year complete water systems sales will run 
from 30 units upward. 

The three Gagel brothers—Aloys, V. J. and W. A.— 
are all capable service and installation men. W. A. 
Gagel is the trio’s chief outside salesman The Gagels 
and one of their two employees are on call around the 
clock for water systems service work. All five men 
are able service men on other types of lines sold by 
the firm. 

As W. A. Gagel expresses it, “In supplying farmers 
and other rural residents with water systems and bath- 
rooms, we are able to win them as customers for other 
lines we sell. By keeping a full hardware stock we 
attract many hardware customers, who see our water 
systems and bathroom displays. 

“Farmers can come here and get help not only in 
selecting a water system adequate for their needs, 
but they can also have assistance in planning a com- 
plete bathroom. We supply water softeners, septic 
tanks and related materials, and can advise and help 
customers On well drilling, plumbing installations and 
related problems.” 

A $500 stock of replacement items such as motors, 
switches, shafts, seals and other water systems parts 
is on hand at all times. 

Throughout the year Gagel’s have a complete water 
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system on display in the front of the store, flanked by 
a 5x6-ft model bathroom with walls 4 ft high. The 
bathroom includes a bathroom lavatory, water closet 
and bathtub. Walls and floors are tiled as in a finished 
home. Other bathroom lavatories and accessories are 
shown outside the model display. 

Wall tile, floor covering and fixtures including towel 
racks and other small accessories are displayed in the 
area adjoining the model bathroom. 

Gagel’s participation in the 1953 National Water 
Systems Month campaign won the firm an award from 
the Dayton Power & Light Co. One of more than 100 
participating retail firms in 14 counties, the store’s 
award was received for sales results, effectiveness of 
displays and utilization of direct mail advertising 
material. 

The hardware company used newspaper ads in tie- 
in sections with the utility company, and was heiped 
by the latter organization’s radio advertising during 
the 1953 National Water Systems Month. Dayton 
Power helped the store to install a water system and 
attachments in operation in one of its display windows. 

During the campaign Gagel’s sent out 5,000 mailing 
pieces supplied by a manufacturer and including the 
store imprint. In addition, three display ads, 2 columns 
by 8 in. and 20 small ads were used in the classified 
section of a newspaper in a nearby town during May, 
1953. 

The five bathroom transactions last May averaged 
$1,000 each. Thirty other items sold during the month 
included poultry fountains, drinking bowls, cattle 
bowls, hydrants and water heaters. Most of these 
sales were on a cash or 30-day payment plan. In the 
few instances in which financing was required, the 
firm handled the paper. 
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Two water systems clinics, newspaper advertising 
and his reputation as a well driller are the ingre- 
dients that help Ed Ring in West Hopkins, Minn., 
sell several hundred water systems a year. 

After 14 years as a well driller, Mr. Ring also 
became a hardware dealer about three years ago. 
Today Ed Ring’s Well & Hardware Co. operates a 
modern visual-front store in a heavily traveled area. 

The hardware store pulls traffic for his well drill- 
ing division and vice versa. 

Until fairly recently water systems, usually includ- 
ing an operating unit, were given front-of-the-store 
attention in the firm’s 50x60-ft display room. Former 
office space is used as an enclosed display room for 
water systems, a model bathroom and plumbing parts 
and accessories. In it there are usually several work- 
ing units of one brand of water systems, plus dis- 
plays of several sizes in other makes and types of 
units. s 

The firm’s second annual water clinic, Friday and 
Saturday, Nov. 27 and 28, 1953, attracted several 
hundred visitors. A total of 670 farmers, non-farm 
residents and rural business operators registered to 
participate in drawings, no purchases being required. 
These names helped swell the firm’s mailing list. 

Last year’s clinic was publicized with direct mail 
pieces and half-page advertisements in two weekly 
newspapers—one serving the county, the other cover- 
ing St. Louis Park. 

Five thousand circulars were mailed to owners of 
homes and farms beyond the water mains. Like the 
newspaper ads, the circulars offered free testing of 
water for softness and iron, plus souvenirs and 
refreshments for all registrants. 

The mailing pieces, sent under a permit, were 
addressed to P. O. Box Holder, Rural or Star Route, 
Box Holder, Local. They offered pumps and water 
systems “for every farm and home need,” and em- 
ployed both black and red letter printing. Large 
and clear illustrations showed several makes and 
types of water systems. 

A real eye-catcher was a large illustration in black 
and red of a modern farm home, barn, barnyard, 
chicken houses and other farm units. Red lines ran 
from different locations in the farm to eight differ- 
ent talking points. These included modern bath- 
rooms, labor saving in the kitchen and home laundry, 


HARDWARE AGE, APRIL 1, 1954 


CASE HISTORY NO. 2 


Advertising and Installation Promote Water Systems 


Western dealer’s clinics, ads, working units help merchandising 
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Guide 












































fire protection, better livestock, higher poultry prof- 
its, safer milk handling and convenience in yard and 
garden. A model bathroom, water softeners, a cabi- 
net sink and water heaters were also illustrated. 

Advertising and display have been so effective that 
the firm does not have to make cold canvassing calls. 
Water systems have been sold and installed for new 
users as far as 235 miles from the store. 

Replacement units have been sold to people whose 
present and future water supply needs are are no 
longer adequately served by old units that continue 
to provide the capacity for which they were built. 

Mr. Ring says, “We try to sell a pump with greater 
capacity than needed, and have done a good job of sell- 
ing the idea of providing for future needs. Several 
building contractors to whom we sell water systems 
and well-drilling service depend upon us to see that 
the new home will have an adequate supply. 

“We do not do any plumbing work, but do sell sup- 
plies and plumbing repair parts mostly to individuals 
doing their own work. We work with plumbers and 
they work with us. We drill wells, install water svs- 


(Continued on page 92) 
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Constant personal contact with farmers at their 


homes helps Carlisle F. Cook, owner of Laurel Hard- 
ware in Laurel, Md., sell 25 complete water systems 
installations each year. It is also a big factor in his 
sale of thousands of dollars of related merchandise. 

Credit facilities, full installation service and repair 
service also help the firm do good volume in water 
systems and a variety of other farm and non-farm 
rural necessities. Mr. Cook’s store installs units priced 
from a low of $100 to as high as $450 for the complete 
job. 

The hardware dealer who wants to expand his vol- 
ume in water systems should spend several hours a 
week visiting farmers to talk with them about the 
benefits of a water system, says Mr. Cook. He must 
point out to the farmer how much more productive a 
farm can be when chores are handled with less labor 
in shorter time; how much easier it is on the house- 
hold when there are ample supplies of running water 
available at all times. 

Laurel Hardware sells water systems on a 3-month 
payment without carrying charge, or extended credit 
over a period of a full year where a larger sum is 
involved. 

Water systems are intermittently promoted by a 
monthly bulletin issued by Laurel Hardware with its 
imprint. 

Personal contact promotion of water systems is also 
carried out in the store. Familiarity with the cus- 
tomer’s situation from visits to his farm bring to 
mind the water system he needs or was considering, 
and Mr. Cook talks up the advantages of such an in- 
stallation and what it will do for the farm. 

To the hardware dealer handling water systems will 
come other gains in other departments, Mr. Cook 
points out. An increase in sales in plumbing supplies 
and pipe fittings would show up, also added sales in 
electrical supplies, hardware and tools. 

“Only experience will help you check a situation 
properly as to whether a deep well system or shallow 
well system is required,” says Mr. Cook. 

Experience will teach a dealer to consider the type 
of well needed and raise questions that have to be 
met with a proper installation. What is the depth of 
well? Capacity? Does the farmer have electric current 
of a proper voltage for the kind of well he wants? 
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CASE HISTORY NO. 3 


Personal Contact Yields 
Growing Prospect List 


Frequent visits to farm homes, coupled with 
installation and service, gives a Maryland 
dealer contacts to sell 25 units each year. 


Is it adequate for a well 400 ft. from the house? 
Wiring conditions will not be the same if the well is 
to be 100 ft. away or 400 ft. distant. Is the land level? 
Or will the water have to come over a hill? 

All these questions have to be taken into considera- 
tion before any equipment is sold, and only experience 
will teach a dealer to answer these questions. 

Servicing water systems efficiently comes with ex- 
perience too, for only experience will aid a dealer in 
analyzing water system trouble. Solid, steadily rising 
volume is dependent on a dealer’s ability to make re- 
pairs and meet emergencies quickly. 

The commonest repairs needed are worn or defec- 
tive automatic valve controls that regulate air condi- 
tion in the tank, or foot valves which control priming 
of the pump, and replacement of cup leathers which 
create a vacuum in the pump. 

In instances where a farmer wants to put in his 
own water system, Laurel Hardware advises him and 
supervises the job with visits during the installation. 
When he has repairs to carry out and seeks advice by 
telephone, long experience usually helps Mr. Cook 
analyze what is wrong right from the store without a 
special trip to the farm. However, Laurel Hardware 
stands behind every water system sale, and is pre- 
pared to assist any farmer day or night where some- 
thing has gone wrong with the water system. 

A complete line of replacement parts for water sys- 
tems is essential for dependable service, points out 
Mr. Cook. 

He urges other hardware dealers to learn to install 
and service water systems. The dealer must, whether 
or not he has service men on his staff, be prepared to 
do the work himself if an emergency arises. 

Word-of-mouth promotion by satisfied customers is 
the very best that any hardware store can gain. Laurel 
Hardware has gained its reputation for water system 
installation by word-of-mouth promotion. 

A neighbor hears of a water system put in at a 
neighboring farm, and inquires of the farmer how 
effectively the system is doing the job. Or he is in- 
vited over to witness the operation, learns Laurel 
Hardware put it in, and decides that he must have one 
like it. Or the farmer’s wife shows a neighbor how 
much less laborious housework and farm chores can 
be with a water system. 


HARDWARE AGE, APRIL 1, 1954 





A farm 
ances stor 
tric water 

After v 
chased a1 
the equip 

After b 
tank, bat 
total bill | 

Dick O: 
systems. 
many a cl 
hundred ° 
Farmers 
us, a real 

The fir 
partment 
ing insta’ 

A worl 
displays | 
partment 

inquiries. 
store sho 
room equ 

The fir 
farm fre 
being a § 
at the til 
ing dem 
units all 
water sy: 

Profita 
Joens, J} 
rural hor 

Electr’ 
various 1 
ing area 
bathroon 


HARDW: 





ith 
nd 


ar’. 


house? 
well is 
d level? 


sidera- 
erience 


ith ex- 
aler in 
rising 
ike re- 


defec- 
condi- 
‘iming 
which 


in his 
nm and 
ation. 
ice by 
Cook 
out a 
iware 
- ~pre- 
some- 


. sys- 


3 out 


istall 
ether 
ed to 


rs is 
1ure] 
stem 


at a 
how 
| in- 
ure] 

one 
how 
can 


954 





HARDWARE AGE 


Water Systems Merchandising 
Guide 


CASE HISTORY NO. 4 


Water Systems Buyers 
Purchases Exceed $1,500 


An Iowa dealer frequently gets orders for complete bath- 
rooms, plus kitchen equipment at the time customer buys 
water system. Working displays tell much of his story. 


A farmer walked into the Joens Hardware & Appli- 
ances store in Jefferson, Iowa, to inquire about an elec- 
tric water system the firm had been advertising. 

After watching the working model operate, he pur- 
chased a unit, storage tank and accessories. He bought 
the equipment on a contract to include installation. 

After buying the water system he purchased a septic 
tank, bathroom equipment and a water heater. The 
total bill approximated $1,500. 

Dick Orris, one of the partners; merchandises water 
systems. He says, “Water systems are rsponsible for 
many a chain of sales in this store. We service several 
hundred water pumps in this area on a 24-hour basis. 
Farmers know that they can get prompt service from 
us, a real talking point for us.” 

The firm has a complete plumbing and heating de- 
partment, thus enabling it to make many sales includ- 
ing installation. 

A working unit is located on the sidewall between 
displays of paint and replacement handles. Paint de- 
partment traffic is heavy, an aid in attracting pump 
inquiries. At a right angle to the water system, the 
store shows a modern bathtub, a toilet and other bath- 
room equipment on and above a long tiled panel. 

The firm has a large display of automatic washers, 
farm freezers, kitchen ranges and refrigerators, these 
being a strong bid for sale of other major appliances 
at the time of a water systems sale. Occasional cook- 
ing demonstrations and working automatic washer 
units all help in promoting interest in modern electric 
water systems. 

Profitable volume is built through visits of Emil 
Joens, Jim Parr and Dick Orris to farm and other 
rural homes. 

Electric water systems and appliance exhibits at 
various township and county fairs in the firm’s trad- 
ing area account for many water system and kitchen, 
bathroom and home laundry unit orders. 
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2 Customers 


The three hours—from 9 a.m. to 12 p.m.—that 
-almer Brothers Co. in River Edge, New Jersey, is 
open on Sunday mornings, are just about the 
heaviest, most concentrated traffic periods this hard- 
ware store experiences. 

One such Sunday morning, the firm recorded 339 


separate sales transactions—or two customers per 


minute. 

That’s a selling feat never possible until the store 
premises were expanded, modernized and displayed 
for self service, and a check-out counter for quick 
buying was installed. 

Here’s an example of what Palmer Brothers ac- 
complishes now in handling traffic on Saturdays 
when customer loads are generally at their peak in 
hardware stores all over the country. 

One Saturday, the Palmer hardware counted 594 


84 





Per Minute 


completed sales transactions in the 10 hours the 
store was open. That's one customer per minute. 
This is how the new merchandising program 


shapes up in dollars and cents, though a before-and- 


after is impossible because of the widespread changes 
made in the store’s physical appearance and in its 
display and selling techniques which involve self 
service. 

The firm began operating in its new form in 
October of last year. Eliminating that month from 
the reckoning because it was a highly promotional 
month due to grand opening activities, November 
average sales per customer were $2.70. 

In January, of this year, the average customer sale 
was $2.25, and for February, the figure was $2.30 

Total volume for this year, Harry Palmer, presi 
dent of Palmer Brothers Co., estimates will be be 
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Self Service Store 


OLD STORE 


tween $200,000 and $25 . This will compare 
with a pre-modernization volume of $135,000 in 1952, 
and $150,000 in 1953. Incidentally, the store remained 
open for business during the entire renovation 
process. 

Sales gain in October, during which the newly de- 
signed and merchandised store was strongly pro- 
moted, was $9,000 over the same month of the previ- 
ous year. 

In November, sales showed a $3,000 increase over 
the corresponding month in 1952. For December, the 


Above, right, is the check-out stationed betweer 
the two entrances. No one can leave without being 
bserved. Right, are some of the display arrange 


nts which encourage customer self-selection 











increase was $7,000, compared with the previous De- 
cember. 


While the gain in volume can be attributed to a 
number of factors such as expanded display space 
for old lines, better display merchandising, and the 
addition of new or expanded lines, the fact that the 
store offers self service plays an important part. 

Mr. Palmer believes that without self service, it 
would not be possible for the store’s staff to handle 
the present peak traffic loads. Today, self service 
cuts to a minimum the walk-outs that formerly re- 
sulted from the inability of salespeople to give 
prompt sales attention to shoppers. 

The new Palmer Brothers store boasts an 101 ft 
width, with about half of the store’s length running 
to a depth of 50 ft, and the remainder, 60 ft. 

Four full-time employees can man the store. On 
Sundays, two extra, part-time employees are needed, 
providing a team of five to work on the floor, with Mr. 
Palmer manning the check-out. 

On Saturday, of the four regular employees, three 
are on the sales floor, and one, the cashier, is sta- 
tioned at the check-out. Five part-time employees 
including a manual training teacher to 
demonstrate power tools. 

The old store, before being rebuilt, was an in- 
verted “T.” in shape, with the top of the “L” pro- 
viding a 24-ft street frontage. The length, at its 
maximum, was 50 ft. 

The staff then consisted of three people. The great 
expansion in selling and display area, because of the 
simultaneous self service, 
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2 Customers Per Minute 





only that one extra person be hired on a full-time 
basis—a woman to take care of pricing and to police 
the appearance of the displays. Self service did not 
reduce the total number of employees. 

Modernization, including complete refixturing for 
the installation of step-up, open display island units, 
some with enclosed storage bases, was designed to 
achieve a maximum of self-selection. Fixtures of the 
store and its layout were designed by the Pennsylvania 
and Atlantic Seaboard Hardware Association. 

A reserve stock area runs around the store, behind 
the wall display shelves. The basement is also used for 
stock storage space. 

The check-out counter is stationed at the front of 
the store, between its two entrance doors. While no 
attempt is made to channel customers by means of 
railings or turnstiles, the position of the check-out is 
such that customers leaving the store are forced to 
pass it. This provides pilferage control. 

In addition, the store has a combination nail and 
wrapping counter in the hardware department, and 
there is another small wrapping station near the 
paint and wallpaper department. 

All sales transactions, whether cash or charge, 
are funneled through the check-out, and are rung up 
on the cash register. Thus the check-out provides 
an accurate daily business performance record. 

The cash register has five department keys, one for 
each of the divisions of the business. These are 


Views of sales floor. Reserve stock areas are > 
behind wall display shelving. 


© Dotted line shows old store area. Note extra 
wrap stations on layout plan. 
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hardware, paints, housewares, seasonal merchandise, 
and sporting goods. 

Housewares has been a greatly expanded depart- 
ment since the modernization of the store. Previ- 
ously, the firm had been able to handle only a 
negligible amount of housewares. 

An analysis of the last quarter of 1953 sales by 
departments (that is the period when self service 
selling was instituted) shows that housewares ac- 
counted for 17 pet of the total sales; hardware, 33 
pet; paint, 34 pct; seasonal merchandise, such as 
Christmas lines, 12 pei, and sporting goods, 4 pct. 

The procedure for charges is for the salesman to 
write them up on a sales ticket, and to accompany 
the charge customer to the check-out where they 
are rung up on the register. The exception is during 
peak traffic periods when the cashier is too busy. In 
that event they are put aside, and rung up during 
slow periods. 

This system, evolved to tie-in with the store’s self 
service operation, eliminates the possibility of a 
charge sale failing to be recorded. Also, since the 
institution of self service, charges have decreased 
for customers now get quicker service through the 
check-out. Consequently, they’re more inclined to 
pay for small purchases. 

Though many observers feel that Palmer Brothers 
Co. has achieved as high a degree of self service as 
is possible in a hardware store, Mr. Palmer, how- 
ever, prefers to designate his business as a semi-self 
service store because in addition to the self-selection 
display features incorporated in its design, there are 
salespeople on hand to wait on customers. 

In several departments, too, such as hardware, 
power tools, hand tools, paints, a full self service 
operation is not possible, he believes. 

He also operates a complete lawn mower repair 
service throughout the vear. The winter repair jobs 
total at least 50 mowers. 

Procedure for handling customers is to allow them 
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to shop the store unhindered. Should a salesman 
spot a customer who needs help, he inquires, “Have 
You Found What You're Looking For?” 

The phrase, “May I Help You?” is taboo for it ties 
the salesman to the customer. 

Mr. Palmer experienced no difficulty in putting 
over the self service idea despite the fact that he 
had been operating a full service hardware store 
in the same location for 26 years. With very few 
exceptions, customers prefer the new system. 

One reason for the lack of customer-resistance, 
Mr. Palmer feels, is that they trust the register tape 
Each customer is given the itemized tape. 

Consequently, a customer-education program has 
not been necessary. In fact, the modern appearance 
of the store; its shopping conveniences, have sold 
themselves. 

The only self service signs used are two. One, 
spotted throughout the store reads: “Save Time! Serve 
Yourself—Please Pay at Check-Out.” The other is a 
large identification sign, visible from any part of the 
store, and is suspended over the check-out. 

Mr. Palmer points to one invaluable business aid 
for hardware dealers. That is purchase control. 
This provides him with a weekly record of pur- 
chases and of sales. Weighing one against the other 
and against his cost of doing business, he can tell 
quickly his store’s business performance, and can 
adjust accordingly. 

At present a stock control system is being worked 
out. The combination of purchase control and stock 
control will then give him at all times an exact 
operating picture of his business. 

Palmer Brothers Co. operates two stores; the 
newly moderv:ized, self service store at 940 Kinder 
kamack Road in River Edge, and the other at 495 
Main St. in nearby Hackensack, New Jersey. 

In the firm with Harry Palmer, who is president 
and treasurer, are his brother, George, who is vice 
president, and Julius Schaeffer, who is secretary. 
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New building which has a new hardware department promoted with an extensive campaign. 


Opening Day Promotion 


Intensive radio, newspaper, direct mail promotion 
costs Idaho firm $1,000 to announce new hardware 
department and produces $12,000 in sales 


How would you announce a new 
store, a modernized store or a new, 
department? 

Here is how Volco Builders Sup- 
ply put on an all-out campaign to 
announce enlargement of opera- 
tions to include hardware in its 
new quarters in Jerome, Idaho. 

Radio, newspaper and direc! 
mail were used to get thorough 
coverage in a 30 to 35 mile market 
area. 

“Half - hearted measures briny: 
half-hearted response,” V. E. Cam 
0zzi, secretary of the company and 
manager of the store, points out, 
as the reason for an _ intensive 
opening promotion, 

Radio facilities of three stations 
in Twin Falls, Idaho, were used. 
These stations serve the Magic 
Valley area in which Jerome i 
located. In four days these stations 
provided 104 spot and_ station 
break announcements on the new 
store. The cost was about $150 per 
station. 

Newspaper coverage included 
full-page advertisements in one Hand tool sales help push volume during opening promotion of hardware 
department to $12,000. 





we : , 


(Continued on page 94) 
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Colorful and neat department is embellished with TE sales aids. 
Is Y Paint Secti ight ? 
s Your Faint Section Right‘ — 
son ( 


by Dwayne Larson 


Secretary-treasurer and manager 
Better volume and profit came as re- Wilmington Hardware Co. 


sult of study of paint department Wilmington, Calif. 
needs when Pacific Coast firm moved 
to new quarters 
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How much space do you need for your paint de- 
partment? That was one of our problems when we 
decided to move into a new and larger store across 
the street from quarters occupied for 30 years. Solu- 
tion of that problem has brought greater sales, more 
profit and faster turnover. 

My father, Leon Larson, president of the firm, 
Wendell D. Palmer, paint deparment manager, and | 
analyzed our paint and related lines section when 
planning the new store. We decided to increase our 
space for paints, lower our inventory and increase 
our turnover in that department. And we located 
paints in the rear of the store to enable better ser- 
vice to customers coming in from our parking lot 
entrance. 

Our paint department’s volume and turnover has 
been affected by two factors during the past few 
years: 

1. Expansion of colors from a limited number to 
several hundred brought new interest in paint and 
related lines. 

2. Growing emphasis since World War II on the 
“Do it yourself” idea presents a retail hardware store 
with opportunity to sell paint. .to homeowners at 


Wendell D. Palmer and Dwayne Lar 
son (right) check brushes. 


greater profit than that realized in sales to the highl) 


competitive contract trade. 

Our records for 1951 disclosed that paints and re- 
lated lines occupying 6'2 pet of our total display 
area produced 15'2 pet of our total store volume. 
Retail sales per square foot of display space for paint 
was $75.05, compared to $32 for housewares, $30 for 
hardware and $45 for sporting goods. And our paint 
and related lines department was getting four com 
plete turnovers a year—best record for any part of 
the business. 

When we moved into our new store in November, 
1952 we gave the paint department 45 ft of wall 
space. Two 5 x 8-ft islands for sundries show 90 
items including glue, wallpaper cleaner, sponges, 
paste spreaders, linoleum mechanics’ tools and other 
volume boosters. A 10-ft checkout table also has 
space in front of it for showing paint. 

Brushes, other painters’ tools and color chips are 
shown on another 10-ft unit where customers may sit 
while planning their color arrangements. 

To date the paint department, representing about 
10 pet of our average inventory, is producing from 
18 to 20 pet of the store’s total volume. 

Despite a larger department than we had in the 
former quarters our paint and sundries inventory 
about $8,000—is lower than formerly was the case 
We take advantage of 24-hour delivery service. We 
will have a much faster rate of turnover in this de 
partment as a result. 

Our paint department has rear-of-the-store loca 
tion to make it easier for our customers and our em 
ployees to load paint in cars parked in the parking lot 

Wax, mops and brushes are shown in a 10-ft se 








tion on the wall adjoining the front portion of the 
paint 


displays. 

This plan works well for two reasons: 

1. They are related items of interest to many wo- 
men who are cleaning, painting and waxing as part 
of the same cleanup project. 

2. In this location 
by Mr. Palmer and his assistants in the paint depart- 
ment and by women in the houseware section on the 
opposite side of the store. 


wax and brushes can be sold 


A professional interior decorator employed by our 
paint supplier decorated our new store. Our gray 
blue walls, coral ceiling and sunlight yellow trim 
produce such an inviting appearance as to act as a 
sales tool for the paint department. Many customers 
comment on the pleasant effect of these colors and 
are informed that we can provide the same colors for 
their use. 

We also emphasize that the same interior decorator 
is available 


without cost—to visit a home or busi- 





Customer's entrance fr 
parking lot leads to paint 


partment. 


ness place to give advice on color schemes. This has 
led to several sales of good sized paint orders for use 
in other business places in our trading area. 

Following a visit to our store the owner of an 
automobile agency bought paint to redecorate his 
showrooms and offices. 

We are continuing to use more of our suppliers’ 
sales aids. Mr. Palmer has increased his knowledge 
of paint and related goods by studying books on 
interior decorating, colors and color combinations. 
This study enables him to better serve the individual 
needs of our customers. 

Since 90 pet of our paint and accessory sales are 
made to homeowners, we now have our name on the 
handle of brush. This 
remind the user of our paint department. The manu- 
facturer puts our name on brushes, at no extra cost, 


each serves to constantly 


when they are purchased in lots of six dozen or more. 
Our analysis of our paint selling activities has 


made us more paint-minded—and to our profit. 


Advertising, Installation, Promote Purchases 


(Continued from page 81) 


tems and connect the unit to the tank. Beyond that 
point the work is handled by plumbers recommended 
by us. Our lists include 15 plumbers.” 

Repair work is done on water systems, and a rep- 
resentative stock of parts is carried for the several 
makes the firm always handles. Most commonly 
needed replacement parts for several types of water 
systems not sold by Ring’s are also stocked. 

The firm’s water systems stocks regularly include 
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in excess of 50 units in a variety of capacities, types 
and makes. Water systems, including tanks and con 
trols, are offered at prices from $135 to $550, those 
in the $250 to $300 range being the best sellers. 
Many water systems installations are on a cash 
upon completion basis. Most units are sold on a 60 
day payment plan, with no carrying charges. Where 
longer payment periods are requested arrangements 
are made through finance and banking organizations 
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It's New! Its Here! 


“MINIJET” 


oo comer 


| | wcompuere | 
PACKAGED 
WATER SYSTEM | 
FOR SHALLOW 
AND DEEP —' 
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Priced to sell the THRIFTY BUYERS ! 


Meet the Deming “MINIJET”. It’s built right! To convert to deep well service, simply remove 
It’s priced right! It'sa COMPLETE water system: jet body from pump and connect to foot valve for 
centrifugal jet pump, capacitor type electric _ installation in well. Vital parts of pump are made 
motor, all-brass foot valve and strainer, all- of corrosion-resistant materials. Capacities range 
brass control valve, all-brass jet, pressure up to 660 gallons per hour. Ask your Deming 
gauge, and 12-gallon tank...allassembled, _ Distributor or write to us for Bulletin No. 400 and 
ready to install. No extra parts are required. _ full details. The “MINIJET” is the best buy yet! 
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Opening Day Promotion 


(Continued from page 89) 


Twin Falls daily and two Jerome nails, roofing, medicine cabinets, 
weekly papers. The cost was about paint and steel tapes, and listed 
$200. The advertisements featured (Continued on page 98) 





Voleo Builder's Supply Me. 


TELEPHONE 490 WEST MAIN STREET JEROME, IDAHO 


May 6, 1953 





Dear Sir: 


We cordially extend our invitation for youto attend the 
opening of our new store on West Main Street in Jerome, 
on May 19. 


This new store is our effort to better serve you with very 
complete stocks of lumber, building materials, hardware, 
and paint, in addition to our large inventories of Volco 
blocks. 


We will have attractively displayed many new items in 
building materials and builders hardware. 


Numerous prizes will be available for distribution to 
lucky winners, the grand prize being a Motorola Television 


set. 
Sincerely yours, 
VOLCO BUILDER'S SUPPLY, Inc. 
a 7 
Vv. E. Camozzi 
Sec.-Mgr. 
VEC: wa 


WE CARRY COMPLETE STOCKS of QUALITY BUILDING MATERIALS sno SPECIALIZE Iti PROMPT COURTEOUS SERVICE 











Direct mail piece used in opening promotion. 


Garden tools and supplies are an important line. 
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Gamegmas Little Rock: Wooley Elec, 
Sup. Co 
CONNECTICUT — Hartford: Olds & 
Whipple, Inc. 
FLORIDA acksonville: All State Pipe 
Sup. Co. « Cameron Barkley Co. Miami: Mon- 
mouth Pibag. Sup. Co. St. Petersburg: Thompson 
Sup.Co. West Palm Beach: Monmouth Pibg.Sup.Co. 
ILLINOIS Sieowingzen: Baker Monitor Co. De- 
re Black & Co. Chicago: Columbia Pipe & Sup. 
Co. ¢ Grinnell Co. « H. D. Hudson Mfg. Co. « Re- 
guise Pibg. & Htg. Sup. Co. Batavia: Larson- 
ecker Co. Champaign: Inland Sup. Co. Elgin: 
Paragon Sales Co. ¢ Inland Sup. Co. Peoria: Econ- 
omy Sup. Co. ¢ Wilkins Pipe & Sup. Co. RKock- 
ford: Mott Bros. Co. 
INDIANA—Auburn: Auburn Hdwe. Butler: The 
Butler Co. Evansville: Riverside Su Co. Fort 
Wayne: V. R. Myers Pump & Sup. So. « H 
Sup. Co. Indianapolis Central Sup. Co. ¢ Crane 
Co. ¢Sam Klain & Son, Inc. ¢ Plumbers Sup. 
Corp. « Van Camp Hdwe. & Iron Co. Kendall ville: 
Flint & Walling Mfg. Co., Inc. Lafayette: i Biaes 
Pump & Sup. Co. Logansport: Baker Spec. = Su 
Co. Peru: Marburger Sup. Co. South Bend: r 
Cox & Co., Inc. « Hoosier Pump & Well ny Co. 
¢ South Bend Sup. Co. Richmond: H. R. Smith 
Sup. Co., Inc 
1OWA Dubuque: W. D. Deckert Co. Sioux City: 
Wigman Co. 








KANSAS—Salina: Salina Supply. Co Wichita: 
Watkins, Inc. « Wichita a & Sup. “Co. 
MARYLAND—Annapolis: Tho Somerville Co. 


Baltimore: Wachter, Hoskins rs Russell 
MASSACHUSETTS—Hanover: Aetna Eng. Co. Hy- 
annis: Corcoran Co. New Bedford: Pibrs. Sup. Co. 
MICHIGAN—Ann Arbor: Nelson Co. Battle Creek: 
Heffley Co. Detroit: Advance Pibg. & Htg. Sup. 
Co. ¢ Buhl Sons Co. « pee Co, Flint: Crane Co. 
Grand Rapids: Fuller Su to. © Hayden tas Co. 
* Kellogg-Burlingame C5 ackson: C. fiatch 
¢ Utility & Ind. Sup. Co. Kv ilamazoo: Bend Sup. 
Co. Lansing: Lansing Sup. Co. ¢ Mich. Sup. Co. 
Menominee: No. Hdwe. & Sup. Co. Muskegon: 
Alf. J. unter & Co. Petoskey: Wm. Dunstan 
rom Co. Pontiac: Horn & Dixon Sup. Co. « Mur- 
y W. Sales 2 Royal Oak: Nelson Co. Saginaw: 
Reichle eh Co. Scottville: Pump Eng. & Sup. 
Inc. South Haven: Mich. Pibg. & Hea. Sup. Co. 
stung Sturgis fa x Co. Warren: H . Claeys & 

Zeeland: /. Berghorst & Sons 
MINNESOTA Duluth: Kelley-How-Thomson Co. 
e Marshall Wells Co. Minneapolis: Am. Rad. & 
Std. San. Co. ¢ Baker Mfg. Co. ¢ Geo. A. Clark & 
Son, Inc. ¢ Goodin Co. « R. Howell Co. ¢ H. D. 
Hudson Mfg. Co. e Janney, Semple, Hill & Co. 
ag Y Bros. Co. eA. Y. McDonald Mfg. Co. 
/. Nelson Co. ¢ Our Own Hdwe. Co. St. Paul: 
Po ya & Std. San. Co. ¢ Farwell, Ozmun, 


MISSISSIPPI- Hattiesburg: Komp Equip. Co. 
MISSOURI— Kansas City: U. S. Sup. Co. 
NEBRASKA—Lincoln: Capitol Sup. Co. Omaha: 
Baker Mfg. Co. ¢ Briggs Pump Co. ¢ U.S. Sup. Co. 
NEW JERSEY—Camden: pao: Co. ot Penna. Haines- 
port: H. W. Deacon Sue. Co. Lakewood: L. M. 
Slattery &Co. Toms a r: Toms RiverPibg.Sup.Co. 
— CAROLINA—Farmville: Garner Gas 
quip. Co. Greenville: Elec. Suppliers New Bern: 
Mae vett Co., Inc. Raleigh: Brown-Rogers-Dixon 
Co. Washington: Harris Hdwe. Co. Pag 
W. Murchison Co. Wilson: Tar Heel Hdwe. Co. 
Winston-Salem: Brown- -Rogers-Dixon Co. 
NORTH DAKOTA—Fargo: Baker Mfg. Co. « Crane 
Co. ¢ Dakota Hdwe. Co. « Shirley-Onstad, Inc. 
Minot: Minot Sup. Co. 
OHIO—Akron: Hdwe. & Sup. Co. Chillicothe: 
Chillicothe Hdwe. Co. «West Pibg. Sup. Co. 
Toledo: Duro Prod. Co. 
Cm AnonA— =~ Geo. E. Failing Co. Oklahoma 
City: Cook Sup. Co. 
RHODE ISLAND _—Achaway: Aetna Eng. Co. 
SOUTH CAROLINA—Columbia: So. States Sup. Co. 
ceeeeess Pee Dee Sup. Co. Hartsville: Tedder 








SOUTH DANGTA— Aberdeen: Jackson Hdwe. Co. 
¢ Crane Co. Sioux Falls: . Rad. & Std. San. Co. 
e Dempster Mill Mfg. Co. « 7% Y.McDonald Mfg. Co. 
TENNESSEE— Memphis: Orgill Bros. Co. 

TEXAS—E! Paso: Burdick & Burdick 

VIRGINIA— Danville: Piedmont Hdwe. Co. Rich- 
mond: W. S. Donnan Hdwe. Co. « Virginia- -Caro- 
lina Hdwe. Co. 

WASHINGTON— Bellingham: Morse Hdwe. Co. 
Tacoma: Am. Pibg. & Steam Sup. Co. 
WISCONSIN— Appleton: W. S. Patterson Co. Ash- 
land: E. Garnich & Sons Hdwe. Co. Delavan: 
Wil-Mar, Inc. Eau Claire: Eau Claire Pibg. Sup. 
Co. e W. H. a Sup. Co. LaCrosse: La Crosse 
Pibg. ~— Co. Madison: Baker Mfg. Co. Mil- 
waukee ordes Sup. Co. ¢ John Pritzlaff Hdwe 


e Co. ¢ Fred Richert Co. « Rundle- 






Spence Mfg. Co. Stevens 
Point: The Central Co. Wau- 
pun: Breyer Bros. ¢ Whit- 
ing & Co. Wausau: Wisc. 
mar River Sup. Co. Wisconsin 
ore Rapids: Frank Garber Co. 
CANADA Galt, Ontario: 
R. McDougall Co., Ltd. 


(See Ad on 
opposite page) P 
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CLIP THIS PAGE FOR HANDY REFERENCE! 


Its EASY to sell 


‘RED HEAD 
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ALL YOU NEED TO KNOW IS RIGHT HERE! 





DEVELOPING A WELL: To produce a natural filter of 
coarse sand around the screen, the well should be 
thoroughly pumped until the water is clear. The 
a well 


as necessary under all normal conditions . . . welded 
from top to bottom into one solid unit... no gauze 
jacket to strip, rip or puncture. 




































gvitle Co. “Red Head” is the only point that “develops” SPECIFICATIONS: Available in 11(” and 2” sizes. 
. erent ne > . H 
t. Co. Hy- ———— to its greatest capacity by permitting the finest sand — Made of low-carbon steel, double galvanized. (Where 
. o . “, - J TQ g > , > 4 
ttle Se ——— and silt to be removed from around the point whe nN water eats away ordinary screens, we recommend 
Hta. Sup. ——s the well is first pumped. Its construction provides ordering the Johnson Well Point of copper alloy 
* Sup. bog ————— ad several times more intake capacity thanthecommon —_ Eyerdur metal, or stainless steel.) 
_L. Hatch ——_ > ye i ' i 1 wrappe ‘ 
Bond Sup. === = pasted = = made with wire gauze wrapped wyentoRY INFORMATION: Since the “Red Head” 
— —— — is used both as a flush point and a drive point, there 
p Dunstan ——— COMPETITIVE FEATURES: The ‘“‘Red Head” has a_is no necessity for carrying duplicate stocks. Bp 
>». Saginaw: os continuous V-shaped inlet slot and a direct water- Head’’ Open End Extensions may be ordere od z 
e, & Sup. ———— way, with no pipe base... it can be driven as hard _ needed. Sold by leading jobbers. 
Gites & =. 
—— te 3 e © 
ee === Slot Gauze e ea rive Point 
. Se ———_— No. No anan 
a PRICE EACH 
Ml a Co Ge. a Number Pipe Length of Screen - Number of Slot (Gouze) Weight 
Dp. St. Paul: = of Size and Overall Length 10 (60. j 7 (80 Per Dozen 
— — govze govze) 
zmua, ee 90 Screen ; Top inches and larger® 8 (70 govze) 6 (90 govze) tbe a 
Co. ie 80 14 18 x 24 4.20 5.16 7.00 69 
- 1% 24x 30 5.40 6.44 8.80 a4 
. Omaha: ———_ 70 18 | 24 x 36 5.98 7.02 9.30 ” 
3. Sup. Co. SS 21 | 30 x 36 6.58 | 7.76 10.50 102 
1a. Haines- ——— 60 23 } 30 x 48 7.76 } 8.90 11.60 120 
xd: L. M. ———— 25 | | 36 x 42 7.76 9.06 12.20 114 
&.Sup.Co. ——— 50 27 | | 36x 54 8.90 10.22 13.40 132 
tne ed 
J vag & >S>=- 29 4248 8.90 10.32 14.00 126 
endif eo 31 las | 42 x 60 10.06 11.50 15.30 150 
ilmington: 32 | —_ | 46x 54 10.06 11.56 15.70 14) 
idwe. Co. 40 32% 4 | 48 x 60 10.64 12.10 16.30 147 
>. 33 48 x 66 11.00 12.74 16.90 165 
>. © Crane 35 } 54x 60 11.00 12.86 17.50 156 
tad, Inc. 70 60 x 66 12.20 14.16 19.20 71 
— 30 73 60x 72 12.70 14.74 19.80 77 
Sue. Go. 75 60x 78 13.00 15.20 20.40 198 
20 80 66x 72 13.30 15.40 21.00 186 
Oklahoma Pry 66% 78 13.90 16.00 21.60 192 
90 7278 14.40 16.72 22.70. 201 
0. 95 ane 72x84 15.00 17.30 | —_—23.30 _207 
Sup. Co. ~~" 994 18 x 24 10.30 11.70 15.00 132 
: Tedder 230 24x30 12.30 13.90 18.00 j 188 
eo Standard Slot 236 20 x 36 14.40 16.20 21.00 164 
San. Co. numbersalong 242 “i 36x 42 16.44 18.40 24.00 210 
| Mfg. Co. f with equiv- 248 2 42x48 18.50 20.70 27.00 236 
| lent 254 | 48x 54 20.60 22.90 30.00 262 
alent gauze 260 54x 60 22.70 25.20 33.00 288 
So. Rich- | numbers. 266 | 60 x 66 24.79 27.50 36.00 314 
ia-Caro- 272 | 66x 72 26.80 29.80 39.00 340 
278 \ 72x78 28.80 32.10 | 42.00 366 
we. Co. } 
ite a “Prices in this column are for larger slot openings also. ARMCO IRON POINTS 15% ADDITIONAL 
Oo. sh- 
Delavan: 
be. Sup 
a Crosse 
Co. Mil 
ie EDWARD E H 
Rundle- * a e 
Stevens 
Co. Wau- 
_ ¢ Whit- 
u: Wisc. 
Visconsin 
rber Co. 


Ontario: 
Ltd. 
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Plenty of room for customer circulation at cash-wrap Each island has electric outlet for use of illuminated signs 
table is typical of entire store. or for demonstrations of power equipment 


Show It and Sell It 


Neatness and easy access to all merchandise in display 
room and storage space sells for Michigan dealer 


~ 7 


Top of tool and hardware section is used for showing bulky items. Soldering 
iron cords run through holes in panel. 
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George Rylander believes in good 
housekeeping in his recently opened 
store at 1024 N. Woodward Ave. in 
Royal Oak, Mich. He says, ‘It 
looks neat now. The store will stay 
that way as long as we are here.” 

Six-hundred visitors attended the 
opening of the Rylander Hardware 
located on a 204-ft superhighway 
in a better class suburban resi- 
dential neighborhood. A half-page 
ad in the weekly Suburban Shoppe 
and a quarter page insertion in 
the Daily Royal Oak Tribune re- 
sulted in a large turnout for the 
opening day. 

Each visitor received a can ®pene! 
from the store. 


Uses Ad Coupons 

Visitors were asked to register 
for participation in drawings for a 
variety of merchandise, no _ pur- 
chases being required. 

Coupons in the newspaper ads in- 
vited registration on a _ similar 
basis. The resultant mailing list is 
being used to publicize other storé 
offerings. 

Show merchandise and you will 
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WEW 3-WAY CAMPUGH ce 54 


MEANS BIGGER SALES— BIGGER PROFITS! 


3 SIZES! comme 
3 PRICES! \™ 


Model J—Waters an area of 1700 sq. ft. at normal 
water pressure. A compact sprinkler with a rugged rust- 
proof frame. High quality at a low price. Adjustable 


LIST PRICE $11.95... YOUR PROFIT $4.78 
Model M—Waters an area of 2000 sq. ft. at normal water 
pressure. Heavy gauge aluminum tube frame. Adjustable 


LIST PRICE $13.95 ... YOUR PROFIT $5.58 





Model M 






Model J 


















’ 
Model 2S—W aters an area of 2700 sq. ft. at normal DEALERS 








water pressure. Heavy gauge aluminum tube frame. 
Adjustable. Built-in filter, individual bronze jets 
Extra power, operates on extremely low pressure. 
Plate separates gears from water. 


DISCOUNTS 


40% on total order if six 
or more of one model is 
ordered. 33.%% on other 











LIST PRICE $22.95 . . . YOUR PROFIT $9.18 orders. 














Ed Herlihy, famous television 
personality, will tell the MeTCO 
story to millions of viewers in 
major markets all over the 
country. 





QUALITY 
CONTROL 




















METCO Wove Sprinklers are They distribute their large rain- soak right down to the roots and 

METCO “the next best thing to rain. . ke drops slowly and evenly, give you a greener, healthier 

moving away to give the woter lawn. ..No puddies—no runofl 

INSPECTS 100% i time to... Yes, METCO is better for y wn 
# .. and it's easier for y 








Each and every 
MeEtTCO Wave Sprin- 
kler is individually 
inspected and water- 
tested on specially 
designed equip- 



















pri before it is a ou 
can be sure that every METCO so ya ‘ 
will stay sold and that cheir cus- Payrilames 
tomers will get the utmost in serv- funy 
ice and reliability from Metco 
Sprinklers. METCO’s inspection in- 
sures customer satisfaction. Returns 
on 1953 pretested production were 
less than 1%. 


narrow strip . . . some wasteful, you can do it with the water on 
overlapping circles...butMETCO 
waters a very large rectangle .. 


= llower ( wa 6sO 6 fewer moves water your 
i rOrower lown... 

= 
——— = 


Sune, 



















WATIONALLY ADVERTISED 
AZINES, TOO! 
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Some sprinklers cover a long And whenyoudomoveaMETCO, 


It's adjustable too, so that you 
con adjust it t water smoller 
oreas. Drop in at your hardwore 
or gorden store for your MET 
today! 


METCO HELPS YOU SELL! Free aids include: 
Window streamers, sales tags, colorful envelope 
stuffers and mats for newspapers. 

















lightweight 
Die Cast 
Aluminum 
Alloy 
Handles . . 








Finger 
Grips. «°° 


with Blades 
for Hand 
Clearance « « « 


New Operating 
Mechanism. . . «« 


Predetermined 
Cutting _* 
Height’ e°® 


Hollow Ground 
Long-Life 
Blades. eeecee 


High Carbon 
Tempered Steel, 
Thru-hardened 
Blades «oo « 


Doo Kips 


Model DK 101 


THE LEWIS ENGINEERING 
AND MANUFACTURING CO. 
ALLIANCE, OHIO 
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Bulky items are also shown atop this portion of the housewares section. 


sell it, says Mr. Rylander. He 
stocks very little merchandise that 
is not easily visible in his show- 
room. Merchandise kept in the 
storage room in the rear of the 
store is arranged as neatly as that 
in the display room. 

Shelving is neat and orderly so 
that customers taken into the stor- 
age area see little difference be- 
tween the front and rear rooms. A 
mezzanine office is located in the 
rear part of the building. 

Cinder block walls in the storage 


shade, matching the front of the 
store. 

Planned and fixtured by W. C. 
Heller & Co. of Montpelier, Ohio, 
the store features merchandise on 
both the men’s and women’s side of 
the display room that is commonly 
found in most hardware stores. 
But consideration is being given to 
adding traffic builders of types not 
usually sold by hardware dealers, 
yet in line with customer interests. 

Visual front windows with flood- 
lights in the interior help attract 
motorists when the store is not 
open for business. 


Opening Day Promotion 


(Continued from page 94) 


room are finished in a maroon 
many gifts for opening day 
visitors. 


Direct mail was used to pin- 
point the company’s promotion to 
three groups. One mailing went to 
120 homes in a new housing devel- 
opment in Jerome. Another was to 
every business man in Jerome. The 
third mailing was to every con- 
tractor in the store’s marketing 
territory. 

Total cost of the campaign plus 
gifts was about $1,000. It paid off 
in sales during the first five days 
amounting to $12,000. Store traf- 


fic on the opening days averaged 
200 visitors daily. 

The new building is 60 x 60 ft. 
It cost about $20,000. The front 
has large windows for open dis- 
plays, with pumice stone trim. An 
identification sign of outlined let- 
ters is at the roof line. 

The hardware department space 
is 30 x 50 ft. Lines featured are 
hand and power tools, plumbing 
and electrical supplies, locks, 
nails, bolts, paint, fasteners, gar- 
den tools and supplies and build- 
ers’ hardware. 
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7 GOOD REASONS FOR 
SELLING ECLIPSE MOWERS 


But don’t take our word for it— 
Ask the man who sells Eclipse! 
The World’s Best Lawn Mower 
This is what he can tell you 
> LARGEST LINE OF MOWERS 


8 hand and 11 power models. There’s an Eclipse 
for every size lawn...a wide price range...a we mean when we . 
mower to suit every prospect who enters your store. 4 ISTIC Sales Aids 
say REALIS 
> A WELL-KNOWN NAME re 
G 















Even competitors will admit that Eclipse is one of Sew counter or machine 
the best known names in lawn mowers. It’s an ad- ; mounting display card. 4 
vantage that makes selling easier. Y aati > $4 





> THE RECOGNIZED QUALITY LINE Big, powertu, colotu 
Eclipse uses only Briggs & Stratton engines... nie 
gives you such exclusive features as lever starters, your store as lawn care 


automatic sharpeners and adjustable reel bearings. headquarters. 


> EXCELLENT DISCOUNTS 


Eclipse offers you discount terms that are matched 
by few companies in the industry, and bettered 
by none. It pays to sell Eclipse! 


> REALISTIC DEALER SALES AIDS 


Eclipse promotional material sells you as the lawn 
care authority ...to get customers to come to 
your store for all their lawn and garden supplies. 


D> CONVENIENT SERVICE DISTRIBUTORS 


Wherever you’re located there’s a nearby service 
station properly equipped to furnish parts, make 
repairs, or completely overhaul Eclipse mowers. 


> REPAIRS ARE ALWAYS AVAILABLE 


Eclipse operates its own pattern shop, foundry, tool 
room and machine shop. Parts are always available 
for Eclipse mowers—regardless of age—even up 
to 50 years. 


Write for free details on 
the availability of a profitable 
Eclipse franchise. 





11 Power Models, 18” to 36” 8 Hand Models 16” to 18” 





THE ECLIPSE LAWN MOWER CO. 


Division of Buffalo-Eclipse Corporation 4417-B Railroad St., Prophetstown, Illinois 
Eclipse Power Lawn Mowers are manufactured in Canada by MAXWELL LIMITED, St. Marys, Ontario 
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Simplified Bookkeeping 





Building Charge Account Business 


With 50 pet of its volume on a charge account basis 


California firm seeks to increase such business 


Cash customers are welcomed 
when they show an inclination to 
be charge-account buyers at the 
Millbrae (Calif.) Hardware store. 
Now serving 350 credit customers 

homeowners and commercial 
firms—the store 
owners believe that they have just 


and_ industrial 


scratched the surface of a large 
potential credit sales volume. 
The Heagertys—John and _ his 
estimate that fully 
half of their volume is on a charge 


nephew Tom 





basis. They use a simple system 
by which accounts have been han- 
dled for the past 35 years to serve 
a trading area with more than 3,- 
000 families—many of them home- 
owners. 

John Heagerty says, “We have 
never refused a charge account to 
anyone, and seldom lose a penny 
by it. No interest is ever charged 
on accounts.” 

One of the chief ways by which 
the Heagertys acquire new charge 


account customers in the fast- 
growing community is to be on the 
lookout for new residents. New- 
comers can usually be identified 
by the type of purchases they 
make, such as garbage cans, or by 
the type of service they request 
such as connecting gas ranges. 
Millbrae Hardware instructs its 


‘ 


service men to “connect the stove 
and leave—do not wait for pay- 
ment.” 

Usually the customer visits the 


Tom Heagerty 
files away two 
copies of sale: 
ticket. Like his 
uncle and part 
ner, he wears a 
jacket with the 
firm's name 
neatly showing 
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bP, the only sprinkler 
° ® hose with 
> » . complete 
° * pressure Z 
® - 
control 







“U.S. ROVALITE 
SPRINKLER Host 










Water flows 
from faucet into 
three outer sprinkling 
chambers, which are perfo- 
rated, and into unperforated inner 
chamber. Water flows entire 
length of this inner chamber, hits 
end cap and flows back into the 
sprinkling chambers. Uniform 
sprinkling and even pressure all 





— 
AVI G4 


the way. 
THE ONLY GARDEN HOSE LINE — 
containing A COMPLETE SELECTION OF 
a pp eg @ HIGH PRESSURE FOR SPRINKLING 
ee ac ' ; @ LOW PRESSURE FOR SOAKING 
e “U.S.” line includes opaque plastic anc 
= ee a With U. S. ROYALITE® SPRINKLER Hose, the pres- 
transparent ‘“‘see-thru’”’ plastic. There’s a hy’ aye th 
. ° sure is just as strong at the outer tip of the hose as it is at 
hose for every requirement, and in every ee ee , = Piet . 
g : the faucet. This exclusive United States Rubber Company 
price range. The rubber hose is guaranteed development is the first sprinkler hose ever to provide this 
up to 12 years, the plastic hose up to 10 years. 100% efficient service. Other big ROYALITE features are: 
U. S. Sprinkler Hose and U. S. Garden @ Coupling at both ends—for adding extra lengths and 


Hose are advertised in Better Homes & ? 

‘ ‘ ' easy flushing. 
Gardens, American Home, and Sunset, read 
by over 16,700,000 men and women inter- 
ested in their gardens and who know the 
“U.S.” name stands for quality. 

Sold only through selected distributors. 
Send in your orders now. @ Sturdy metal reel for easy carrying and storing. 


@ Flat bottom surface—cannot roll, even on bends. 

@ 100% virgin vinyl — for longer life and greater flexibility. 

@ Extended coupling sleeves—for added protection and 
longer wear. 


UNITED STATES RU BBER COMPANY * Mechanical Goods Division, Rockefeller Center, New York 20, N. Y. 


RUBBER 
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Cultivator, 
W”’A"™ tong 












Many of your 
customers will 
soon be buying 
their Spring gar- 
dening equip- 
ment. And they’ll 
be looking for 
tried-and-true 
TRUMP Garden 
Tools. These sturdy 
18-gauge steel tools 
are long-time favor- 
ites among garden en- 
thusiasts. Hardwood 
handles and bright 
green baked enamel 
finish make them es- 
pecially attractive, 
too. Make sure you 
carry the whole line. 
They’re packed sep- 
arately, or three in 
a box—ready to sell 
to all of your cus- 
tomers! Order 


Transplanter, 
1"’"’ long 


Trowel, 
122” long 


TRUMP Garden 
Tools from your 
wholesaler today. 


Get this eye-catch- 
ing wheelbarrow 
counter display 
from your whole- 
saler. It’s available, 
without tools, to all 
dealers ordering 
4-dozen TRUMP 
Garden Tools. 





ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. © PASCAGOULA, MISS. 
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John Heagerty, left, gives customer his sales slip copy and files other 
in sate register conveniently located next to register. 


store a day or two later to make a 
purchase and reminds one of the 
Heagertys that payment has not 
een made for hooking up the 
range. 

“Do not about it,” the 
customer is advised. “We have set 


worry 


up a charge account for you, and 
you can just add this purchase to 
it.” In this way the store sets up 
anew account. 

The 
because of the nature of the com- 


system works well partly 


munity and its residents. Located 
within commuting distance of San 
Francisco, Millbrae is a commun- 
ity of home owners having better 
than average incomes. 
track of 
counts is easy for the Heagertys 


Keeping charge = ac- 
because it is all done within arm’s 
reach of the register at the check- 
ing counter, located centrally in 
the store. The 
safe register. 


device used is a 

When a charge customer makes 
a purchase it is recorded in tripli- 
cate in a sales book. The customer 
gets the pink copy so that he has a 
record of merchandise for which 
he is being billed. A white copy 
hecomes the 
the yellow one is sent 
the monthly statements. 


record and 
out with 


store’s 


Both yellow and white copies 
are filed in a clip in the safe regis- 


ter at the time of purchase. A di- 
rectory at the front of the safe 
register lists all charge account 
holders’ names alphabetically and 
with a corresponding number. Re 
ferring to the number, a clerk 
has only to flip the cards and file 
two copies in the proper clip. 
For ease in handling, the yellow 
copies are folded in two and the 
total 
sheet. 


balance noted on the top 
This task is done at the 
start of each business day. Then 
if a customer comes in and says, 
“IT want to pay my account,” the 
clerk merely consults the top sheet 
for the balance. 

task of 


details 


Simplification of the 
handling charge account 
has paved the way for maximum 


development of credit sales. 


Coffee Maker Carousel 
Which coffee do you like best? 
During one morning a month, 

set up a coffee carousel for two 

hours. Serve your customers coffee 
made various ways. It will bring 
many women to your store and it 
makers like no 
traffic 


coffee 
will. 


will sell 
other stunt 
through your store is the greatest 


Moving 


merchandising device you can de- 
velop. 
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WORCESTER 
ROTOR MASTER* TWENTY 
Model 880 + 20” cut * 2 hp 

— with attachable leaf-mulcher 
at no extra cost! 












WORCESTER 

\ SHEAR MASTER* 

rE Model 900 + 21” cut * 1.6 hp 
4 





Rugged ribbed steel chassis * Safety-Slip clutch * Deep front guard * Ver- 
tical shaft engine * Propeller-pitched blade, ‘'Sta-Temp'’ hardened 
* Large rear wheels for easy handiing * Fully adjustable handle * ‘'Self- 
Lube"’ wheel bearings * Dependable 4-cycle Briggs & Stratton engine of 
new, lightweight design, with service available everywhere. Also offered 
in a smaller version, Model 830 (described below) 


Fully enclosed chain drive * Efficient grass guards * ‘'Sta-Temp"’ blades 
* Timken reel bearings * Easy cutting-height adjustments * Positive finger- 
tip controls * Adjustable handle, with hill-climber hook, gives vibration- 
free mowing and small-space parking * Dependable 4-cycle Briggs & 
Stratton engine, with service available everywhere. Also offered in a 
smaller version, Model 750 (described below) 


One look at the Worcester lawn mower line tells the story. The top quality, the look of sturdiness and modern 
design are as immediately evident to you as they are to your customers. 


Worcester, with its 60-year reputation for quality manufacture and dependable performance, will be your 
sure-fire profit builder. 


Count on Worcester’s popularity . . . backed by national advertising . . . to bring customers to your store in ’54. 


The Worcester line is THE COMPLETE LINE 





THREE NEW ROTARIES 
Worcester ROTOR MASTER* Twenty (20” cut) 
Model 880 (Described above) 
Worcester ROTOR MASTER* Eighteen (18’ cut) 
Model 830 


4-cycle, 1.6 hp. Briggs & Stratton engine—with 
attachable leaf mulcher at no extra cost. 
Worcester DYNA MASTER* Eighteen (18’ cut) 
Model 830E 
Electric-powered, 1/3 hp. 3450 rpm motor 
Listed by Underwriters’ Laboratories 


TWO REEL-TYPES 
Worcester SHEAR MASTER* (21’' cut) Model 900 
(Described above) 

Worcester POWER MASTER* (18’’ cut) Model 750 
4-cycle, 1 hp. Briggs & Stratton engine 
Retrievable starters optional at slight 
extra cost on all four gas-powered 
models (reel-type and rotary). 
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FOUR HAND MOWERS 
Worcester SHEAR* Model 600 
16" and 18” cut 
Worcester MASTER* Model 550 
16” and 18” cut 
Worcester WILSHIRE Model 450 ~~ 

16” cut 


Worcester WINDSOR* Model 350 
14” and 16” cut 


Get our new catalog. From your 
Worcester distributor, or write to: 


*Reg. U.S. Pat. Off. WORCESTER 
LEAF-MULCHING LAWN MOWER COMPANY 
ATTACHMENT 


Division of Savage Arms Corporation 
CHICOPEE FALLS, MASS., U.S.A. 


with gasoline-powered 
rotaries at no extra cost. 


A big sales clincher. 
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Check-out count 
er at door speed 
buying in this 
semi self service 
store. Six sale 

persons are avail 
able to advise 

customers, 


Semi Self Service Boosts Sales 50% 


One way to increase sales about 
50 pet in a hardware store serving 
apartment house residents and 
owners of new homes in a suburban 
area of a large city is to enlarge 
the store, provide more space for 
key departments, install semi self 
service, put in open, mass displays 
and price-tag all merchandise. It 
all adds up to semi self service. 

That is what Murray Hardware 
in Hyattsville, Md., did. Mr. and 
Mrs. Morris Reinstein, the owners, 
figured these changes would in- 
crease volume a third, but the first 
full month their new store was in 
operation, sales were up 50 pct over 
the same month of the year pre- 
vious. 

Semi self service, along with the 
mass open displays and pricing of 
merchandise has not only given a 
tremendous impetus to impulse 
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Perforated board is used extensively for wall displays. 
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Housewares specialties are featured 
in balcony selling area. 


item sales, but has reduced pilfer- 
age and made inventory taking 
quicker, the Reinsteins point out. 

A check-out counter is near the 
door. Customers may shop the 
store, pick out merchandise they 
want to buy, and then take it to the 
counter for wrapping and paying. 

The store has six full-time sales 
persons should customers want help 
or advice in the selection of mer- 
chandise. Sales persons also help 
customers with measuring out bulk 
items. Nails, for instance, are 
weighed by a sales person, the bag 
stapled and price marked with a 
crayon. 

The check-out counter cash reg- 
ister has a replaceable cash drawer. 
When the tape is cut, the cash 
drawer is taken to the store office 
for counting the money and anoth- 
er drawer is placed in the register 
so the flow of traffic at the check- 
out counter is not interrupted. 

Open displays, through the use 
of islands, wall shelving and per- 
forated board, put about 98 pct of 
the store’s stock within reach of 
customers. The fixtures cost $4,000. 

Mass displays with all merchan- 
dise clearly price tagged when it 
leaves the stock room promote im- 
pulse buying. When possible, 6, 8 
or 12 of an item are out on display. 
Customers are stopped by the im- 
pression of a generous inventory, 
and they like to handle a number 
of items, usually buying the one on 
the bottom of the display. 

The full-vision windows make 
much of the store interior visible 
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from the street. Various lines are 
featured in the window position by 
changing location of islands. Gar- 
den supplies, for instance, are put 
up front in the spring, wheel goods 
and toys at Christmas, and so on. 

Murray Hardware’s expanded op- 
eration is in a new store, down the 
street from the old location which 
had only 2,400 sq. ft of selling 
space. 

The new store has 5,200 sq. ft of 
selling space, 42-in. aisles, four-tier 
adjustable islands, storage area of 
2,000 sq. ft at the rear of the first 
floor selling area, a balcony, and a 
12x15-ft office on the balcony. 

Department selling areas 
expanded in accordance with cus- 
tomer requirements. For instance, 
housewares in the new store has 50 
pet more space than in the old quar- 
ters; garden supplies have been in- 
creased 50 pet; sporting goods 100 
pet, and toys 50 pet. 

“Our suburban clientele of apart- 
ment dwellers need pots, pans, cur- 
tain rods, shelving, waste baskets, 
bathroom and kitchen equipment,” 
the Reinsteins explain. 

“Our home owner clientele is 
made up mainly of young families 
who are doing their own home re- 
pairs and improvements. They 
need the merchandise we carry in 
our expanded tool, plumbing and 
electrical supplies and_ builders’ 
hardware departments to finish 
their basements, attics, closets and 
kitchens. 

“Their children want 
wheel goods which we supply in 
our expanded departments.” 

Although the store has doubled 
in selling area, the sales staff has 
been increased by only two persons, 
and the full-time staff of six is sup- 
plemented with four part-time em- 
ployees on evenings and Saturdays. 

The new, enlarged store was 
opened last Nov. 18. The opening 
promotion, which attracted some 
2,000 visitors, consisted of radio 
spots and newspaper advertise- 
ments and got under way a week 
before the opening date. This was 
followed up with holiday advertis- 
ing into December with a mailing 
of 20,000 toy and 5,000 houseware 
catalogs. 

The store now advertises weekly 
in a local shoppers’ newspaper high 
spotting items at competitive prices. 


were 


toys and 











CALFEDER 


Dealers suggested an 8 qt. size would 
increase their sales volume and orders 
prove the idea was right. CALFeeder 
Nipple Pails are made in two sizes (8 
qt. and 12 qt.) to fit all requirements. 
FARM MAGAZINES 
CALFeeder Nipple Pails are widely ad- 
vertised to help you sell—and farmers 
know that this name means the best in 
nipple pails. Ask your hardware jobber 
or write us for complete information. 


GENERAL METALWARE COMPANY 


Minneapolis 13, Minnesota 


HAVE YOU SEEN 
THE LOCK-OW 


| TRACTOR FUNNEL? 














LOCKS TIGHT 
TO FUEL TANK 


IT FITS ALL TRACTORS 


An easy twist locks this funnel tight. It 
can’t tip or wobble. SAFER, prevents 
spilling, saves fuel. The nationally ad- 
vertised LOCK-ON Tractor Funnel 
sells on sight. It is a good profit item 
for every dealer who has farm trade. 
Ask your hardware jobber or write us 
for complete information. 


GENERAL METALWARE COMPANY 


Minneapolis 13, Minnesota 











Selling Sporting Goods 





Expansion Brings Profit 


Profits realized from 


the first 


three months of its operation paid 


for costs of the new 


basement 


sporting goods department at Mod- 

ern Hardware in Putnam, Conn. 
Greater store traffic has been at- 

tracted and there is now more space 


on the main 


floor for better dis- 


play of power tools and lawn and 


garden goods. 


Broad staircase leads into sports section. 


Cash-wrap table is in center of basement display room. 
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People visiting the 





sporting goods section must first 
walk through the entire main floor, 
thus exposing them to many other 
lines. 

The new knotty pine finish base- 
ment display has induced many 
customers to inquire about mate- 
rials used. Sales of flat varnish have 
shown a sizable increase as a 
sult. 


re- 


The greatest part of the cost of 
sporting goods display 
room was the broad staircase from 
the first floor. Employees of thé 
store worked on laying the flooring, 
building panel backgrounds and in- 
stallation of lighting equipment. 


Fishing and hunting equipment 


the new 


are among the major lines in the 


(Continued on page 115) 
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Part of display of rifles as shown against knotty pine. 


Golf corner accounts for volume in its compact sect 
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cIRST PRIZE 


SECOND PRIZE 


5 PRIZES $10 
,$50 each 


NEXT 


NEXT 10 PRIZES. 


137 CASH PRIZES ror 


BUILDING DISPLAY AROUND 
FABULOUS STEAK KNIVES PREMIUM 


There’s still time to build light bulb 
profits, win $1000.00, and get a free 
set of steak knives. How? By building 
a light bulb display around the new 
Westinghouse premium. Your cus- 
tomers get 6 “Quikut” hollow ground, 
Stainless steel steak knives for just 
$1.00 and the front panel from a 
Westinghouse 3-bulb carton bought 
at your store. Westinghouse handles 
all details. You simply pass your suc- 


FREE DISPLAY KIT 


contains basic materials 


to build prize-winning display 


BIG ADS IN LIFE, McCALL’S, 


TV AND 81 SUNDAY NEWSPAPERS 


oO 


ARE BREAKING NOW! 


you CAN BE SURE...1F 17S 


Westinghouse 
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[act Chances to Enter 


WESTINGHOUSE LIGHT BULB DISPLAY CONTEST... 


GET FREE STEAK KNIVES 


s1000 
Tele) 


ZES. .$25 each 


O PRI 
NEXT 2 $10 each 


O each + 100 PRIZES. 


NEX 
TO 
RESERVE 
your 6 
FREE 
STEAK 
KNIVES 





cess story on to Westinghouse in 100 
words or less. A snapshot of your 
display, tear sheets of ads, or any 
other materials better your chance to 


win. All entries will be judged on in- THIS 
genuity and sales results, and become * 
the property of Westinghouse. The COUPON 
; % peed 
| er 


contest closes May 31, 1954. Your 


free set of steak knives will be mailed pai 
as soon as your entry arrives. “<< ‘i NOW 
> 


Se See een ~ 


a 
Nag a" 
—S 
Westinghouse Lamp Division, Dept. HA-4 
Bloomfield, New Jersey 





my free display kit. | am interested in entering the 


a Please reserve my free set of 6 steak knives and rush 
io Westinghouse Display Contest. 







(] | now sell Westinghouse Light Bulbs 
C] ! am not yet a Westinghouse Lamp Dealer 


=a —— —— —— 
ADDRESS__ 
STATE 


ee ZONE 


Mailing this coupon does not obligate you in any woy 


ey") 


107 








Modernization 





New Islands Increase Store Display Space 


What would you do, if you 
wanted to double the quantity of 
merchandise you could display on 
island fixtures? 

Faced with this problem War- 
ren and Robert Siver, father and 
son, solved it by designing and 
building two 4 x 8-ft islands with 
four display levels. They will con- 
struct six more of these fixtures to 
double display area in the space to 
be occupied by those units. 

Costing $75 each to build, the 
units are constructed of 34-in. ply 


Special shelf (right) pern 


[Pe power units tron 


E NG view (be Ww right ) 


nq toe for customers. 
Two ot the New siands ( below) with con 
ts highly visible at four levels. 
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numerous angles 


of one of the new 
with overhanging bottom shelves giv 


wood, with grey 
level is bent around corners, after 
filing on the inside, to prevent cus- 
tomers from scratching themselves 
or tearing their clothes. 

Each of the two new Siver fix- 
tures has six white pine dowels 
1°4-in. thick between each level of 
shelving for supports. Finished in 


usfomers fo 


linoleum tops. 
Aluminum edging of each display 


white, the dowels add to the ap- 
pearance of the new units. Dowel 
holes were drilled individually for 
good fit. The dowels are set in 
2 x 4-in. cross pieces beneath the 
lower shelving. Clamps around the 
dowels hold display shelves firmly 
at each level. 

Sales of merchandise displayed 


(Continued on page 115) 


HARDWARE AGE, APRIL 1, 1954 








™ 


ve 
“ 
- 
- 


e, 
25 
wm 
ee 
= * 
we 















Available it 
the followi 
sizes: 

"x 19” 
15”x 19” 
13”x 19” 
8"x 19” 


HARD\ 


the ap- 
Dowel! 
ly for 
set in 
ith the 
ind the 
firmly 


played 


| 

- 

1 
2 
= 
2) 
a 
as 
a. 
tial 


| Cocoa,’ 
\ olay Volo wee 


. \ | 
4, aia 
ru ue: | | armas ane 


Voiisto-mal 70M, ny 


A division of PHOENIX TABLE MAT CO 
1718 East 75th Street + Chicago 49, Ill. 
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1 ’ mags in fh A s 


Available in en Ws ee = oe. ; > If you didn’t see the Nationally 
the following \ eam Bake. Me er Advertised Aristo-mat line at the 
sizes: i ’ 

17% 19" a 4 -. oe Housewares’ Show ask your 
15”x 19” _.\ ie ee ee distributor, or write direct... 
13”x 19” \ Strong merchandising aids available, too! 


8"x 19” ye 
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made easier to handle 








ae FACE IT. Repairing small appli- 
ances has always been a problem for 
dealers—and for us, too. 


We'd like to say we’ ve got the perfect 
solution. But why kid you? We doubt 
if there is such a thing. But we’ve been 
trying to do something about it—and 
we think we’ve hit on a way to make a 
thorny problem easier for dealers to 
handle. 


G.E.’s new “Rapid Service 
Plan” saves time! 


First of all, there’s the time element. 
All dealers feel repairs take too long. 
Well, we’ve taken the thorns out of 
that problem. 


General Electric now has more than 
100 authorized service outlets through- 
out the U.S. Your store is no more than 
48 mail hours from one of these. 

But here’s the big news: most appli- 
ances are repaired and on their way 
back to you within 3 days after receipt 





For full information on G.E.’s new ‘‘Rapid 


new “Rapid Service Plan” 
for small appliance dealers 


at service center! Rarely takes more 


than a week. 


No excessive charges! 


Second, there’s that problem of the 
charge. 

Under G.E.’s new policy, repair 
charges will be kept to a minimum. 
Average cost of repairs on a toaster, for 
example, is only about $3.00! 


How you benefit! 


Both of the announcements above are 
good news for customers, but what do 
they do for you? 


] They build customer good will! 

* Happy customers become steady 
customers—return to you for other ap- 
pliances in the future. 


2 Dependable service is your best 

* answer to the cut price, too-busy- 
to-bother boys. Handle service on small 
appliances quickly and efficiently, and 
the average customer would rather deal 
with you! 


Service Plan’”’ (including complete list of 
service outlets) send in this coupon today. 


Write to me: 
Bob Evans 


Small Appliance Division (Dept. P.S. 2) 
General Electric Company, Bridgeport 2, Conn. 


if you have your own Small Appliance 
repair department, you are to be con- 
gratulated. Ordinarily you won’t need 
our “Rapid Service Plan.’’ However, 

if you should ever require extra repair 
C help ...ina hurry... please use our 


facilities for as long as you need them. 


| { 
| ! 
| 
| | 
| | 
; Please send me your free booklet, G.E.’s Neu 
| “Rapid Service Plan.” | 
| | 
| | 
| | 
| | 
| | 

| 
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AMERICA’S MOST SUCCESSFUL 









Flash 


XP Noiseless! 
Dx Shock Absorbing! 
X# Outlasts Steel! 


No question about it! The SILENT 
FLASH is America’s top performing 
roller skate! Jumbo rubber tires outlast 
steel... absorb shock ... and skate with 
magic ease and effortless speed. Noiseless 
skating—indoors on rainy days or on side- 
walks. It's like putting wings on your feet! 





SPECIAL COMPOSITION 
RUBBER found only on 
CHICAGO’'s SILENT FLASH 
~ outwears steel! Bigger wheels 

make skating faster. Noise- 
less! Shock obsorbing! 














The SILENT FLASH is made only by the 
great name in skates for over 40 years 


66 CHI C AG O° 


Roller Skate Company 
4456 West Lake St., Chicago 24, Illinois 
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Spot Display for Specials 


Taking an idea from grocery 
stores, Dahl Hardware Co. in 
Boone, Iowa, uses eight special dis- 
play units for showing bargain 
items in different spots in the store. 

The base of the units are card- 
board containers obtained 
grocery store. 


from a 
Measuring 30-in. 
high and occupying space 12x14 in. 
the containers have been covered 
with white paper stapled to their 

Thin wooden shelves 
fastened a few inches 


have 
from 


sides. 
been 


the top of the containers for sup- 
porting displays of the bargair 
items. 

Signs on display card standards 
call attention to the nature of the 
bargain item shown in the special 
display unit. 

Eldon Dahl, owner of the store, 
uses these display units for spe- 
cials, or slow movers he wants to 
clear out of stock. The display 


units have encouraged a better cir- 
culation of store traffic. 





Two of the spot displays occupy limited space at end of wall section. 


Two of the special displays used side-by-side at the end of a neat 
table of giftwares. Sign gives the price for both special groupings. 
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G-3, All-Weat 


MORE 


We think you 
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You're money ahead __. 
when you 


feature this tread , 


HE road-clutching grip of its All-Weather 
\ per has made the G-3 a steady sales 
leader, year after year. And more than twenty 
years of national advertising have added to 
its reputation. 


So it will pay you to stock and feature this 
popular bike tire—a favorite with cyclists of 
all ages. See your local hardware jobber. 
Goodyear, Cycle Tire Dept., Akron 16, Ohio. 








<—~ TOPS IN TUBES 


Goodyear Butyl Rubber 
Tubes are compounded 
for greatest air reten- 
tion, stouter resistance to 
punctures. 


G-3 All-Weather 
with the world’s 
most famous tread design 
















G-3, All-Weather —T. M.'s The Goodyear Tire & Rubber Company, Akron, Ohio 


Goo 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


We think you'll like “THE GREATEST STORY EVER TOLD” — every Sunday— ABC Radio Network —THE GOODYEAR TELEVISION PLAYHO'SE — every other Sunday — NBC TV Network 
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Visitors looking toward the front of the store see attractive displays utilizing window backgrounds. 


Women's Lines Account for 50% of Volume 


Harry Isch had much to learn in 
1937, when at the age of 19, he 
opened his hardware store in Bluff- 
ton, Ind. 

He soon realized that sales to 
women meant greater traffic and 
higher profits. 

Early in his career as a hardware 
dealer he began to increase his 
stocks of giftwares and housewares. 
Within two years Mr. Isch found 
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Addition of adjoining store gave better room 
for merchandising gifts, and housewares lines 


that his original quarters were not 
sufficiently Jarge to 
stock and supply the variety needed 
to do a worthwhile volume in mer- 
chandise of interest to women. 
The present annex store from 
which traffic may freely pass into 
the hardware departments now ac- 
counts for 50 pet of the firm’s an- 
nual volume. Housewares, fancy 
giftwares, decorative accessories, 


adequately 


electric housewares and even artifi- 
cial flowers now build many de- 
mand and impulse sales. 

It is not uncommon for farm 
couples to visit the stores together 
and for the man to go into the 
hardware section and his wife in- 
to the women’s portion of the 
premises. With increasing displays 
of women’s lines Mr. Isch found 


(Continued on page 118) 
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New Islands Increase Store 
Display Space 
(Continued from page 108) 
on the new units has shown an ap- 
preciable increase in all instances. 

Another interesting and eye- 
catching display idea at the Siver 
store is given to portable electric 
saws. They are shown atop a 
wooden shelf supported on a table 
on which ether power equipment 
is shown, including a variety of 
kits and aceessory items. Use of 
the special shelf permits visitors 
to see the top, bottom and front of 
the various sizes and types of port- 
able saws. 

The Sivers plan to remodel their 
store from front to rear to make 
available every inch of usable ex- 
tra display area. 

Warren Siver says, ‘With quick- 
service being sought by a greater 
proportion of the buying public 
than ever before, we want to show 
more merchandise. If the customer 
wants to pick up merchandise and 
bring it to our wrapping table to 
make payment, we are pleased to 
have him do so. 

“Those wanting personal ser- 
vice are entitled to it. The more 
merchandise al] of our customers 
can see in attractive dispiays, the 
more they will want to buy.” 

A large area in a closed-back 
window is used for showing larger 
power tools, much of the time. 
There is a sign in it inviting 
patrons to avail themselves of 
“free parking in rear.” ‘ 

Waukegan is a city with many 
industrial plants, and a large num- 
ber of do-it-yourself fans. The 
Siver store serves both industry 
and homeworkshop fans. 


Expansion Brings Profit 
(Continued from page 106) 


basement. Salesmen in the depart- 
ment learn much of the changing 
interests of sportsmen from con- 
versations with customers. A good 
variety is handled to encourage 
customers to browse in the depart- 
ment and make frequent visits just 
to see what is new. 

At least one of every item in the 
department is shown in open dis- 
play. 

When the new section was opened 


(Continued on page 119) 


HARDWARE AGE, APRIL 1, 1954 





| 


| 











x Eye Appeal 

Styling, color, handsome appointments 
and design give you bonus appeal at 
point of sale. 


Bonnie 


porcelain-enameled steel 


liner. Also aluminum liner. 


MADE BY | 





New, Brilliant 
BONNIE Line, 
in handsome 
4-color plaid 





2 gallon, faucet 1 gallon, faucet 


4-color plaid, with deluxe, titanium-white 


Dove-gray, porcelain-enameled-steel 


% +f F] ed % oe te 


TERRE HAUTE, INDIANA, U.S.A. 


* Fytra Features 


The only line with tip-grip for easy 
pouring, colorful, anodized caps, plus 
the latest manufacturing improvements 
at every point. 


4 GREAT COLUMBIAN LINES FOR '54 


Sportsmaster 


Deluxe, titanium-white, porcelain- 
liner. enameled steel liner. 


All-American Champion 


Sanitary, stoneware liner. 





1 gallon, pour-spout 1 gallon, plain 











* Choice of 4 Liners 


Take your choice! Deluxe, titanium- 
white or dove-gray porcelain enamel 
steel, stoneware, or aluminum liners 
available 





% gallon, with 
replaceable 
glass liner 
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Store Modernization 














New tool island has built many impulse sales. 


Better Display Brings Better Sales 


A general sales increase for the 
entire store and a 100 pct rise in 
paint department volume followed 
modernization last May of the 
hardware store of Perkins Lumber 
& Fuel Co. in Wauconda, III. 

A particularly good increase has 
been shown in hand and power tool 
sales since the modernization proj- 
ect was completed. 

The paint department was en- 
larged as part of the modernization 
plan, wall fixtures being supple- 
mented with part of an island de- 
voted to paint and related lines. 

Wall and island fixtures were ob- 
tained from Shapleigh Hardware 
Co., St. Louis, Mo., wholesalers, 


(Continued on page 122) 


116 


Planned store with improved display arrangements 
doubles paint sales and increases volume in other 
departments 


Harold Rudy, right, talks tools with a contractor. 
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Autogrom 


This Line of 
AUTOGRAMA SIGNET KEYS 


by Signa-craft, Fith Avenve, 


is the fastest moving, easiest selling, biggest profit- 
producer in the automotive accessory field today. 





A. STYLE K-11. Autogram Signet Key —fea- 
tures brilliantly enameled car insignia atop 
of highly polished key biank. 


B. STYLE K-14. Autogram Signet Key & Ring. 
item is at one time both key and key chain. SAF- 
T-LOK key holder is attached to auto insignia 
key blank. 
C. STYLE K-12. Autogram Signet 
Key and Matching Key Chain. 
Paired insignia items are carded 
together for high unit sale. 


D. STYLE K-27. Autogram Medal- 
lion Key. Medallion pocket piece 
marked with auto insignia holds 

two auto key blanks in attractive 
pocket piece. 


E. STYLE K-28. Autogram Medal- 
lion Key Chain. Pocket piece 
medatlion marked with in- 
signia of car, holding two 
keys, is attached to chain 
and SAF-T-LOK key holder. 


F. STYLE KC-25. Saint Chris- 
topher Medallion Key. Two 
key blanks to fit popular 
make cars are contained 
within pocket piece of 
beautifully struck-off St 
Christopher Medallion. 


G. STYLE KC-26. Saint Chris- 
topher Medallion Key and 
Key Chain are contained 
within St. Christopher Me- 
dallion, attached to chain 
and SAF-T-LOK key holder. 


All of the above styles 
available in either gold or 
chrome finish. 


DON’T 
MISS OUT! 





MAIL THIS COUPON TODAY FOR FULL DETAILS 


signa-craft, inc. 
292 FIFTH AVENUE, NEW YORK  % ¥ 
Please send me details about the line of Autogram Signet 
Keys. | am particularly interested in the following styles: 
K-11 K-14 K-12 K-27 K-28 KC-25 K-26 
ic i 0 0 O 0 0 


(Please check styles desired.) 





\ NAME____ 
COMPANY. 


Signa-craft in. fo 


Orr... ZONE 


292 Fifth Avenue New York 1,N. Y. 


— 
_ 
3 
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CATCH 
SHOPPERS’ EYES 
and their 


DOLLARS 


with 
National 
Linoleum 
Binding 





Colorfully Packaged to Sell 
On Sight 


Just display this convenient, self- 


service carton on your counter 
and see how fast National and 
Columbia Binding moves. Each 
colorful box contains a dozen clear 
ook packages of %” linoleum 
inding—12 feet long, conven- 
iently oer for fastening and 
with the nail supply enclosed. 
Available in brass, aluminum or 
stainless steel. 


It’s good business to sell 
the complete National line: 


& WEATHERSTRIPPING «+ Thresholds + 
Spring Bronze « Metal and Felt Sweeps 
* Door and Window Sets 


*& SPECIAL ROLLED MOLDINGS 
*& BINDING AND EDGING 








Order from your jobber today— 


or write us for additional details! 









NATIONAL METAL 
PRODUCTS COMPANY 


nu 


1001 Ridge Avenue Pittsburgh 33, Pa. 
P.O. Box 9965 
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Women’s Lines Account for 50% of Volume 


(Continued from page 114) 





Window shoppers see colorful displays like this, plus some of the 
interior of the store. 





Artificial flowers and plants are shown with containers suggesting relate 
purchases. 


that many new farm customers 
began to visit the store because of 
the compliments women have ex- 
pressed to their husbands because 
of the firm’s fine displays and gen- 
eral neatness. 

Mr. Isch points out that since 
farm couples are also business part- 
ners they tend to consult each other 
on almost all proposed expenditures. 


He says it is not unusual for 
farmer to look at haying tools and 


before buying them to call in his 


wife to discuss their worth and 
value before finally agreeing to 
such purchases. 

The Isch housewares and gift 


section is managed by Mrs. Marie 


(Continued on page 126) 
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Expansion Brings Profit 
(Continued from page 115) 


very limited stocks of badminton, 
archery and table tennis goods were 
shown. Demand was good for these 
items and a good turnover is being 
made of a well rounded stock of 
them. 

Top quality hunting clothes, of 
well known brands, are featured in 
line with the policy of placing em- 
phasis on nationally advertised 
sporting goods. 

Space has been set aside for dis- 
playing boats, boating equipment 
and outboard motors next spring. 
Boats too large to display will be 
sold from catalogs. 


Know Your Water Systems 


(Continued from page 73) 


Laurel (Md.) Hardware to sell 25 
or more installations in a year. On- 
the-farm calls throughout the year 
are made to see that these units 
are delivering satisfactory service. 
It is not unusual for one of these 
friendly callbacks to result in the 
sale of other equipment and appli- 
ances. And pleased customers pro- 
vide the firm with the names of 
friends of theirs who are good pros- 
pects for water systems. 

Adapt these methods to your 
merchandising programs for great- 
er profits in electric water systems. 

Know your water systems to seil 
more of them. 


Ironing Demonstration 

Mother’s chores are never done. 
But if you can help make them 
easier, you should face up to your 
responsibility and be ready with 
the suggestion. 

Sitdown ironing is one way to 
make her task easier. It is a sure 
fire way to sell ironing boards, 
electric irons, ironing board cov- 
ers and ironing accessories. 

Pull a switch on this one. Ad- 
dress your promotion to the hus- 
band. Invite him by direct mail 
to see the special sitdown ironing 
demonstration that you will have 
at your store on Saturday morn- 
ing. Suggest that he bring his 
wife so that she can actually see 
the work-saving that accompanies 
this type of ironing. 
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Door Holding Devices 


+ 


THE GLYNN-JOHNSON NAME 


is your assurance of 





Glynn-Johnson offers a com- 
plete line of Door Holding De- 
vices of the very highest caliber. 
Skillfully designed and sturdily 
constructed, Glynn-Johnson 
products have proved com- 
pletely dependable and highly 
practical in many thousands of 
installations. You can be sure 
that your Glynn-Johnson cus- 
secuatty Seok HoLOen tomers will be... satisfied | 
customers. 









DOME TYPE 
DOOR BUMPER 


DOOR HOLDER CATCH AND BUMPER 





. PLUNGER TYPE TWO WAY DOOR HOLDER 











ORDER FROM YOUR JOBBER 


GLYNN-JOHNSON CORPORATION 





4422 North Ravenswood Avenue ° Chicago 40, Illinois 
























WELL 


Mr. JOBBER 
CHAMPION 
Sereen Door 
Hinges 

Make a GOOD 


PROFIT ata 
POPULAR PRICE 





No. 74 


CONSTRUCTED 


and 
ATTRACTIVELY 
FINISHED 





—S 
No. D77 
EXCELLENT VALUES 





No. 78 and 178 


Write to us today for our new 
Jobber catalog pages illustrating 
the complete line of CHAMPION 
Screen Hardware. 






The 
MIAWIVUA MIATA mee 


GENEVA. OHIO 


ad 
Uf it's @ MAMPION if3 0 winner F 
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Women’s Lines Account for 50% of Volume 


(Continued from page 118) 





A wide selection of wall and table clocks in spring wind and el 
gets prominent display. 


Kipfer, who sees that the entire 
section is neatly arranged to at- 
tract women from miles around. 
Its layout, giving it the appearance 
of an exclusive gift shop, in sec- 
tions featuring the more ornate 
lines, provides ample room for 
browsing and for free movement 
of store traffic. 

The semi-open back window of 
the annex store usually has displays 
that are equally attractive when 
viewed from the sidewalk and from 
the interior of the department. 

Whether a woman is seeking a 
moderately priced and simple gift 


lectric type 


for a shower or a bridge party or 
full set of dinnerware or flatware 
the department’s stocks can provide 
the answer to her needs. Many 
farm women as well as residents 
of the town make it a practice to 
visit the department just to look 
around, 

Often a visit intended to use a 
few spare moments results in im- 
pulse purchases running into sub- 
stantial sums. 

Advertising of items in the wo- 
men’s departments is accorded 
slightly higher appropriations than 
for the rest of the business. 


Prepare for Bug Barrage 


In March and April, after the 
frost has finished its last nip 
housewives prepare to store away 
clothing. They want to 
protect garments against 
damage by moth larvae. Promote 
moth goods in all its forms at this 
time. 

Most manufacturers have 
dramatic displays that tell a good 
about the values of moth 
Use their blowups of 


winter 
wool 


very 


story 
protection. 


large insects and have them dis- 


played in your windows as mo- 
biles. 
The most successful part that 


you play in selling products to pre 
vent damage from the bug bar- 
rage is to remind your customers 
that storage time has arrived. Put 
the proper impact behind the idea 
by stressing and promoting the 
many moth preventives that vou 
carry in your stock. 
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What Good Will It Do Me? 


(Continued from page 75) 


need to successfully sell water sys- 
tems ? 


MR. SMITH: In most instances 
he does not need a large inventory. 
Many water systems are designed 
to work under a wide range of con- 
ditions with only minor changes. 


I believe a dealer should have in 
stock a minimum of one shallow 
well system, one medium deep well 
jet unit and a deep well piston type 
number. 


If the dealer is located near a 
distributor’s or a manufacturer’s 
warehouse he may need but one 
system for display, making many 
of his sales from a catalog. 


Determining Your Market 


QUESTION: How can a hard- 
ware dealer determine the potential 
market for water systems in his 
trading area? 


MR. SMITH: By checking the 
water systems saturation on farms 
as indicated by the 1950 Farm Cen- 
sus reports, plus spot surveys, the 


potential market in his area. 

A spot survey to be worthwhile 
must be taken with great care. It 
must include all residences, farms 
and other rural business places in 
a given part of a certain road. 

Do not pick people at random. 

Go down a road and check all 
farms, non-farm residences and 
business places. Do not pass up any 
place. 

The chances are that the same 
conditions will exist elsewhere in 
the same district. A mile of any 
road will give you a fairly good 
gage as to the potential in that 
township. 

If you want the story of an en- 
tire county, you should select sev- 
eral roads in different parts of the 
county. If you follow any other pro- 
cedure you run the risk of picking 
an area relatively high or relatively 
low in income. 


If you want to sell something, go 
out and look for people you think 
can afford to buy it. 
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dealer can get a good picture of the | 


A King Cotton Clothes Dryer Cord 





The King Cotton Clothes Dryer Cord is a 
good, strong, long-lasting cord. It will give customer satisfaction because it 
will remain white and strong through many seasons even under rough outdoor 
usage. Its price, for such a high quality cord, is surprisingly low. 


Put up in 100 foot hanks and in 3-50 foot connected hanks which can be 
sold as a unit or separately. 


Ask your jobber about King Cotton Clothes 


Dryer Cord. 
Ki fon— 
CORDAGE 


JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 





THE King Cotton LINE 


* Sash Cord 

© Clothesline 

* Clothes Dryer Cord 
© Heavy Duty Cord 

* Mason's Line 

© Chalk Line 

* Cable Cord 

© Venetian Blind Cord 
* Twine 
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HERE'S 
. THE 
. STORY: 


Prepo the originator of 
the automatic-gas torch 
has sold over one million 
torches. That's a lot of torches! But mainly we're 
proud because for the production of the second 
million torches, we have completely retooled 





| ness is provided by new fluorescent 


and can now offer the same world famous | 


PREPO torch to retail for only $5 95 
e 


Hop on the Prepo bandwagon to volume sale 
in a consumer market NOW! 





@ So rugged so tough — Always ready to do 
the job. 

@ A greater variety of jobs can be done —3 
interchangeable burners, and 3 interchange- 
able tips. The widest selection in the market. 


@ A greater volume of heat than any other 
torch — 6000 B.T.U. per hour at 2570° F. 


@ Smallest hand torch made—only I!/2 pounds 
— tool box size when completely assembled. 


@ The only torch that can be used in any posi- 
tion and maintain a uniform flame. 


@ Prepo Fuel is the most economical auto- 
matic-gas fuel sold in disposable tanks. 


PREPO CORPORATION 


EDGERTON, WISCONSIN 





| construction in the area is expand- 


| 
| 
| 
| 





Better Display Brings Better Sales 


(Continued from page 116) 





A wide variety of Fix-it-yourself merchandise is displayed. 
variety of home owners _ needs. 
Many local residents work in Chi- 
cago and do week-end repair, main- 
tenance and remodeling work. 
Harold Rudy, who manages the 
store, publishes weekly ads in two 
county newspapers circulated in the 
firm’s expanding trade area. One 
is a printed newspaper, the other 
northwest of Chicago in a fast a shoppers’ guide reproduced by an 
growing suburban area. Consider- offset process. 
able residential and commercial In addition to the Wauconda 
store the firm operates a unit at 
Lake Zurich, IIl. 


who planned the layout of the store. 
The floor covering is a dark 
brown, flecked tile floor. Bright- 


lighting units. 

Good quality tools and builders’ 
hardware are attracting more 
homeowners and cortractors. 

Wauconda is located 40 miles 


ing the potential market for a wide 





One of five merchants offering free daytime parking near their 
stores is Weyandt Bros., Inc., St. Paul, Minn., hardware dealers. 
Summer parking hours are until 6 p. m., the plot being used by a root- 
beer stand in the evenings. Sign on lot names five firms. Weyandt's 
also have a small sign in the store calling attention to this conveni- 
ence. Free service attracts traffic to cooperating stores. 
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Nic (ALK ‘SPEED LOAD 


3x Available with or without nozzle 
yy Available in Off-White or Pure White color 


Nu-Calk Calking Compound ‘“‘stays put’ as away. Speed Loads are easy to use — user's 
the best seller in calking compounds acs be- hands never touch the compound. Try high 
cause it's the most efficient, most practical 
load on the market. Nu-Calk ‘stays put’ — 
will not dry out, run, crack, harden or pull why they're preferred nationwide! 


quality Nu-Calk Speed Loads and you'll see 


ae Up 
needs. — ‘com NEW HAND SQUEEZE TUBE 


in Chi- 
. . ! 
> wale availabie for small jobs! 


*k. 
yes the 
in two 
1 in the 
a. One 
2 other 
1 by an 


Here's the nation’s favorite calking com- 
pound in a practical, handy tube for those 


smali repair jobs around the .home. Useful 





for finishing touches on bigger jobs. The 
tube itself is your calking gun, nothing 
extra needed. Counter display carton con- 


tains one dozen tubes. 


uconda 
anit at PY Z Na (Atk Calking Compound in bulk, too! 


The ‘standard of quality’ in the calking field! The same 
fine product as in Speed Loads, available in 1/2 -pint, 
pint, quart, gallon, 5-gallon cans. Also 55-gallon drums. 


Nu-Phalt Plastic Asphalt Cement 


, For sticking down asphalt shingles and general repair 
This CG-4 Speed Loader on roofs and flashings! Comes in popular load form with 
calking gun is light, or without nozzle, like M-D's famous SPEED LOAD for 
sturdy, fool-proof. Simply calking guns, or in 2 Ib., 10 Ib., 50 Ib., and 55-gallon 


slip in a load and you're containers. 
ready to calk. 


<—_——, Always use Nu-Glaze Glazing 


Mp. GI a Compound instead of Putty! 


Cla 40 Nu-Glaze never dries out, hardens, cracks, or pulls away! It does the 
sswe come” job of putty better than putty — sets to a rubber-like consistency. 
i) Comes in '2-pint, pint, quart, 5 lb. cans .. . and in drums — 25 Ibs., 

50 Ibs., 100 Ibs., and 880 Ibs. Order today. 








ORDER NOW! 
Your order will be shipped same day received! 
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LAWN FENCE AND GATES 












Straight, parallel wires . . 

picket to -.anda daskthe | oe 
vanized finish make Cyclone a bet- 
ter-looking, longer-lasting fence. It 
is available in both woven and 
welded styles . . . single-loop <= 
double-loop construction . . 
heights of 36, 42 and 48 inches. And 
there’s a complete line of matching 
Gates, as well as Flower Bed Border 
(16, 22” and 28” high) and Trellis 
(18", 24”, 30” wide). 


HARDWARE CLOTH 


INSECT V 
























The firm, e 

Cyclone Hardware Cloth is r k 
y i as the top-quality woven cloth —paecharen-ge 
with its flat welded selvage that fits time it’s use 
snugly under moldings and is easy a choice of 
to weld to steel. Wires are straight panized Stee 


and even and heavy galvanizing is o 

helps assure long life. It is manufac- poked : 

tured in 2 x 2, 3x3,4x4and8x§8 34. 36, 42 

mesh sizes, as well as 34” and 5 § Complies w 

heavy grades . . . in 24, 30, 36 and § @ommercial 

48-inch widths. Complies with all 
uirements of Commercial Stand- 
CS-132-46. 


‘Top quality is what| you 
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The firm, even mesh and lasting 
looks of Cyclone Insect Wire 
reening mean a good job every 
time it’s used. And customers have 
a choice of three materials—Gal- 
vanized Steel, Bronze and Alumi- 
num. It is offered in standard 18 x 
14 mesh . . . in 24, 26, 28, 30, 32, 
34, 36, 42 and 48-inch widths. 


CATCH-ALL BASKETS 
CatchrAlls 


see why Cyclone 
have been called 
basket value on 
t today.”” They hold 
nearly three bushels of waste. 
The close mesh, heavy wires 
and circular sha 
a basket that will last and last. 
The raised bottom permits 
ample draft for complete com- 
bustion. 






Complies with all requirements of 
Commercial Standard CS-138-49, 
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OUR customers are calling the turn these 

days . . . when they make a purchase 
they insist on nothing but the best. And 
when it comes to hardware products made 
of wire, the best way to give them the quality 
they demand is by offering them the com- 
see line of Cyclone “‘Red Tag’’ Hardware 

roducts. 

Each of these products is made for long 
life and good appearance. And the lines are 
so complete that you can give every customer 
exactly what he wants. 

Best of all, these products are all manufac- 
tured under the familiar “ited Tag’’ label 
which contains two names that have long 
stood for quality—‘‘Cyclone” and ‘United 
States Steel.” 

Now’s the time to start carrying a com- 
plete selection of each of these Cyclone Hard- 
ware Products. If there are any gaps in your 
stock list, call your jobber today. 











FLEXIBLE STEEL MATS 






















Cyclone Flexible Steel Mats are 
real long-lasting door and floor 
mats. You can’t beat the cleaning 
job they do, and they are made to 
outlast any other type of mat on 
the market. They are made from 
top-quality galvanized steel strip 
and there are no rough, sharp 
edges to damage footwear. Won- 
derful for the porch, they have a 
wide variety of commercial and 
institutional uses. Made in 12 sizes 
in 1” x 1” and %&” x 1” mesh. 


your customers want... give it to them 


with CYCLONE HARDWARE PRODUCTS" 


FLEXIBLE STEEL MATS 





CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS - SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS CYCLONE “Re/7°7 HARDWARE PRODUCTS 


i 


states 


tea eH ' 

















Make Myers the 
“Heart” of your sales campaign 


ONCE YOU SELL a Myers water system for the “heart” of a home, farm and 
home owners become ready prospects for water-consuming equipment. Dish 
and clothes washers, kitchen and bathroom fixtures as well as pipe and fittings 
become potential tie-in sales. 





17'S EASIER TO SELL Myers water systems. Prospective purchasers know Myers’ 
reputation for top-flight craftsmanship and years-ahead engineering. They know 
Myers assures them plenty of water, plenty of pressure year after trouble-free 
year. They know it because Myers advertising telis the story month after month 
in home and farm magazines, 





AS A MYERS DEALER, you can cash in on this 84-year reputation. And you have a 
big headstart on profitable tie-in volume when you make Myers the “heart” of 
your entire sales campaign. 





For the ‘‘Heart”’ of 
your sales campaign 


THE F. E. MYERS & BRO. CO. Ashland, Ohio 
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CRRA aS 
Letters to the Editor 


RRUUUUUAUUNNNNNNONAA 


Unions and Discounts 
Dear Editor: 

Your discussion of discount buy- 
ing groups sponsored by labor 
unions (see HA, Feb. 18, 1954, p. 
7) is very pertinent and worth- 
while. You draw attention to a 
situation that has been unrevealed 
too long. 

Here in my store, I have quite 
a few union workers as my custo- 
mers and believe me all I can sell 
them are a few screws or a couple 
of faucet washers, etc. All the 
larger items that I carry are sold 
to them by discount houses. 

Why, even my grocer next door 
can buy any thing he wants at 
wholesale price, but I pay him his 
full price for groceries. 

I believe that discussion of the 
type you are publishing in HArRp- 
WARE AGE will go far to help rectify 
some of these evils that plague the 
hardware dealer, who, like myself, 
have spent 20 years in this busi- 
ness. 

When I hire a carpenter, plumber 
or electrician to do work in my 
store, I have to pay them for their 
know-how and experience. Hard- 
ware dealers also have know-how 
and experience, but nobody seems 
to want to pay for it. 

I hope your words will sink into 
the heads of some of the union 
leaders and wake them up to the 
injustice of some of their practices 
in getting into retailing. So please 
keep up your good work. I am sure 
it will do good if we all put our 
energy into tackling this problem. 

Yours truly, 
Name withheld 
Los Angeles, 
Calif. 


Better Packaging 
Dear Editor: 

We are very much interested in 
your article “Pricing and Pack- 
aging.” 

We think that most manufactur- 
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Letters to the Editor 


Crerererey 


Perea 


ers could do a much better job in 
this line. 

Hinges, catches, shelf brackets, 
etc., should all be packaged with 
required fastenings. Many articles 
could be put up in transparent en- 
velopes or packages with attractive 
illustrations, descriptions and in- 
structions. All packages should have 
1 space left for retail price. 

We think that all Fair Traded 
should have retail 
by the manufac- 


merchandise 
price attached 
turer. 

Many items now packed in bulk 
could be packaged in attractive 
packages for display and self ser- 
vice. 

Many articles should be packed 
in smaller units so that distributors 
could ship in original packages and 
save in time and damage caused by 
repacking. 

Yours truly, 
W. A. Park 
Park’s Hardware & Variety 
31-37 Mill St. 
Orono, Me. 


Still Another Source? 


Dear Editor: 

I am enclosing a copy of an ad of 
the Automobile Assn. of New Jer- 
sey from a local newspaper. Please 
note that they state that “members 
may buy nationally advertised name 
brand retail at wholesale prices.” 

This merchandise is mainly the 
type of merchandise sold by hard- 
ware stores who cannot match the 
very nearly wholesale cost at which 
it is sold by the association. 

Yours truly, 
(name withheld) 
Dealer, 
New Jersey 

Editor's Note: 
unwarranted trade diversion that 
must be tackled. How the Automo- 
bile Assn. can justify taking busi- 
ness away from their own custom- 
ers is hard to understand. Let's find 
Have any dealers had experi- 
ence in protesting this diversion? 


out. 
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Here is another 
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| 








Like nothing else in your garden dep’t! 


KILLER 
KANE 


Stops ‘em! 


Sells itself! 
















Hottest selling item... 
in the garden field! 


Se SN KILLS WEEDS 
J F 
J t 





Suggested retail $] 98 
(Slightly higher west of Rockies) 





Canadian Distributor: 
Sterling Industries, Toronto, Canada 


Export Deportment: 
Thos. Corinth Co., 


666 PELHAM BLVD., 








44 Whiteholl St, 
New York, New York, U.S.A, 


DONALDSON COMPANY, Inc. 


ST. PAUL 14, MINNESOTA 


with a squirt! 


Millions of homeowners need it .. . 
want it. Fastest, easiest way to keep 
lawns free from dandelions, plantain 
and other broad-leaved weed pests. 
Hollow plastic handle holds enough 
solution for hundreds of weeds. To use, 
place point of Kane on weed, push 


down, lift up and solution drenches 
weed. Spray does not drift; safe to use 
Customers demonstrate it; 


Boosts 


anywhere. 
sell themselves. your 


2,4D also. 





Packed 6 in self-selling carton-display shown 
above. Shipping wt. (carton of 6) 4 Ibs. 





sales of 









5 
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/ 
= 55° _ the value 
xd) of every 
portable drill 
sale! 


STOCK - DISPLAY: SELL 


PROFIT-MAKING 















DRILL ATTACHMENTS 


eC” ty 


Ny - 


Sander 
Slitting Saw 





S 








Reciprocating 
Saw 


Vertical 
Drill Stand 


MALL offers you the most complete 
line of quality, value-packed drill 
attachments. Every drill sale is an 
open door to profitable repeat sales. 
And every sale means bigger profits 
for you because of MALL’s factory- 

to-you policy. Make your 
store DO-IT-YOUR- 
SELF headquar- 
ters in your 
area. 


Hedge 
Trimmer 






Model 1498 '/,” Drill 


Dollar for dollar, the finest drill value 
on the market. Powers dozens of attach- 
ments. Only $21.95. 

40 Factory-Owned Service Warehouses, Coast-to-Coast, 
Assure Fast, Dependable Service For MALL Dealers. 


MALL TOOL COMPANY [es shone 


i 
' 
i] 
! Send me complete details apout MALL dealer- 
; ship possibilities 

i] 





; Company ___ 





1 
§ Address 
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NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


Bicycle Makers Urge 
Import Tariff Hike 


Manufacturers of bicycles are 
marshaling their forces for an at- 
tempt to get the U. S. Tariff Com- 
mission to intervene and recom- 
mend an increase in duties on 
foreign-made bicycles, parts, and 
accessories. 

A task force to take action was 
named at a recent meeting with the 
U. S. Business & Defense Services 
Administration. 

Representatives of nearly all seg- 
ments of the industry agreed that 
imports are injuring the domestic 
industry by causing plants to be 
completely or partially shut down. 

As far as the nation’s 100,000 
bicycle dealers are concerned, they 
would largely prefer to stock Amer- 
ican-made bicycles because they can 
be bought in small lots. Imported 
bicycles usually have to be pur- 
chased in large numbers. 

Nevertheless, imports have been 
steadily increasing, amounting in 
1953 to about 600,000 as compared 
with imports of from 15,000 to 
20,000 prior to 1949. 

About 1.2 million tires and tubes 
also came from abroad last year. 


FTC Rules on Use 
Of "Free" in Ads 


The Federal Trade Commission 
has further clarified its position 
with respect to the use of the word 
“free” in advertising. 

Last year, the FTC had ruled 
that it was permissible to use the 
word “free” in connection with ad- 
vertising and promotion programs 
if all contingent conditions were 
clearly explained. 


It would act against the use of 
the term, the Commission said, only 
where there is a tendency or capac- 
ity to mislead or deceive the public. 

However, in a modification of an 
order against a book circulation 
club, the FTC says that in addition 
to making terms of such offers 
clear, if there are other items “re- 
quired to be purchased in order to 
obtain the ‘free’ article,” the offerer 
can’t increase the ordinary or usual 
price, reduce the quality or reduce 
the quantity or size of such article 
ot merchandise. 


More Careful Checking 
Slows Tax Refunds 


Retailers counting on Federal 
tax refunds may find they’re wait- 
ing a little longer this year to get 
their money. 

The Internal Revenue Service is 
using a no-hurry policy to give its 
employees more time to check re- 
turns. On this basis, IRS expects to 
complete the bulk of its refunding 
operations by May 15. 

Last year, aiming at an informal 
target date of April 15, the agency 
handled this task in near record 
time. 

Indications are that there will be 
no appreciable difference between 
the number of refund claims this 
Spring and the number last year. 
Shortly before March 15, IRS 
had received 12.7 million returns 
showing overpayments, primarily 
through withholding taxes. 

At the same time in 1953, such 
returns amounted to 13.2 million, a 
difference of 500,060. 


(Resume reading on page 11) 
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$s 
ee 
> use of 
aid, only 
r capac- 
@ public. Carry the complete Hurricane line 
mm of an and you can sell every power 
culation mower prospect who enters your 
addition door! Millionaire or ordinary home 
we owner—big estate or small city 
ae lawn—there’s a Hurricane model 
ms “re- : : 
“a especially designed for each and righter 
ae 7 every class of customer! sealed dover cutting 
, erer : . jon-tift 
or usual National advertising schedules for ‘gm cow of oo Fan Ni ie 
’ fedaes Hurricane Rotary Power Mowers att. a — 
- will appear in such widely read plade. Hist 2 hp. one 
| article , ws. Pow’ 
magazines as Better Homes and sage 
Gardens, House Beautiful, House : 
and Garden, American Home, 
Flower Grower and Popular GLIDER 
ng Gardening! Attractive, forceful Comdlines hei Marion ON art 
point-of-sale material will be earth price. 18” cutting swath. 2 h.p. engine. 
available for most effective Pressed steel chassis embossed for super- 
a siete merchandising. strength. Cutting height adjustable—V/2”’ to 342 
e wait- Anticipating the greatest Hurricane 
to get season in history, factory 
production has been increased to 
vice is top even last year’s record-setting 
aot sales and orders. 
rive its 
ck re- Let Hurricane’s Big 4 build your 
ects to power mower department into 
unding one of the biggest money-makers 
in your business. Get the full facts 
on America’s quality power mower 
formal line by mailing the-coupon below! 
agency 


record Parte no problem — Good propel lem 


Hurricane parts and service mean added income and 
low inventory because genuine Hurricane parts 


ill be ; : - 
will be for all machines, always in stock, are shipped the ee ge 


tween same day orders are received and all new parts and | 
s this modifications fit the oldest Hurricanes ever built. | NATIONAL METAL PRODUCTS CO., INC 
year. | Dept. H-28 
IRS e 2722 Cherry Street 
wm | Wuligttoeyts armen 






| 
| 
narily lol? Mel]: Be).1 tae — the mower line | 
| 


more customers put their money on! Bamne..........--2-00.0+- . 
_ such | 
ee HURRICANES ARE MANUFACTURED BY Fi hk ccc | 
NATIONAL METAL PRODUCTS COMPANY, INC. | 
Dept. H-28 2722 Cherry Street, Kansas City 8, Missouri i cstascconacivtnwieancnumenvestintons State 
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DOMINATE your 


CAULKING MARKET 
BY HANDLING 


ISEAL 


PLEA COMPOUND 





@ Outstanding architectural 
quality — highest quality 
pigment and vehicle. 


@ Rigid 
during 


factory controls 





every step of 
manufacture. 


@ Every batch ex- 
ceeds minimum 
Federal Specifi- 
cations. 


@ Guaranteed free from 


adulterants such as 


lubricating oils, lard, 
fish oils, 


grease or 
etc, 


@ Fair retail prices. 
@ Adequate discount. 


@ Convenient jobbing stock. 


Dealers and jobbers are 
reporting growing sales of 
Flexiseal Caulking Com- 
pound. Get on the band- 
wagon! See your jobber or 
write us for full details. 


LANDEN PUTTY WORKS, inc. 


25 IRVING ST., MALDEN, MASS. 
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1954 

April 
6- 8 So. Dakota Hardware Show 
11-13 Louisiana Hardware Convention 
11-13 Mississippi Hardware Convention 
11-15 Southern Hardware Convention 
16-24 Hardware Week irha 
25-27 Florida Hardware Show 
25-27 Georgia Hardware Show 


May 
15-16 Locksmith's Trade Show 
16-18 Alabama Hardware Show 
17-19 Industrial Supply Convention 


June 
17-19 Texas Wholesale Hdwe. Assn. 
Texas Hardware Boosters Club 





Convention Check List 


For complete details about the conventions listed by dates below see 
the alphabetical listings following this quick check list. 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





July 
12-15 Nationa! Retail Hardware Assn. 
12-16 Housewares & Appliance Show 
August 
|- 4 Housewares Show (Western) 
15-18 Pacific Northwest Gift Show 


22-25 Portland (Ore.) Gift Show 
29-3! Spokane Gift Show 
30-31 Walter H. Allen Show 


September 
26-29 National Builders’ Hdwe. Exposition 
October 
11-15 National Hardware Show 
1955 
February 
6-10 Nat. Sporting Goods Show 








| Housewares 





National Events 


American Hardware Manufacturers 
Assn. in joint convention with the 
Southern Wholesale Hardware 
Assn., April 11-15, at the Roosevelt 
Hotel, New Orleans, La. Secretary, 
AHMA is Arthur L. Faubel, 342 
Madison Ave., New York, New 
York. Managing director, SWHA, 
is T. W. McAllister, 814 Metcalf 
Blidg., Orlando, Fla. 


| Hardware Week (irha), April 16-24. 


Sponsored by the National Retail 
Hardware Assn., 964 No. Pennsyl- 
vania St., Indianapolis 4, Ind. Rus- 
sell R. Mueller, managing director. 
Show (Western), Aug. 
1-4, at the Shrine Auditorium, Los 
Angeles, Calif. Sponsored by the 
Los Angeles Trade Fair, Inc., 1151 
South Broadway, Los Angeles 15. 
Industrial Supply Convention, May 
17-19, at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 
American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 


Bldg., Pittsburgh 22, R. Kennedy 
Hanson, general manager; the Na- 
tional Industrial Distributors Assn., 
1900 Arch St., Philadelphia 3, Pa., 
H. R. Rinehart, executive secretary; 
and the Southern Industrial Dis- 


tributors’ Assn., 712 Volunteer 
Bldg., Atlanta, Ga., E. L. Pugh, 
secretary-treasurer. 

Locksmiths’ Convention and Trade 


Show, May 15-16, at the Park Sher- 
aton Hotel, New York, New York. 
Sponsored by Locksmiths’ Conven- 
tion and Trade Show, Inc., Robert 
Rognon, chairman, 110 E. 59th St., 
New York 22, New York. 

National Builders’ Hardware Exposi- 
tion, Sept. 26-29, at the Palmer 
House, Chicago. Sponsored by the 
National Contract Hardware Assn., 
John R. Schoemer, managing di- 
rector, and the American Society 
of Architectural Consultants, W. A. 
Mathewson, executive secretary. 
Administrative office of both groups 
at 420 Madison Ave., New York 17, 
i # 
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NO OTHER TORCH offers all these features AT ANY PRICE 
Va fp 















¥ 


/—LQUIFIED Lp PETROLEUM 


Torch = 


EXCLUSIVE 2 IN 1 BURNER — NO 
EXTRAS TO BUY! ‘ 
THROWAWAY FUEL CONTAINER! 
SELF-SEALING VALVE permits safe 
removal of torch head! 
INSTANT LIGHTING! No priming! No 
waiting! 










1001 uses for the “DO-IT-YOURSELF” market 
including sweat fittings, silver soldering and 
light brazing. For home owners, farmers, 
housewives, painters, plumbers, electricians, 
radio repairmen and auto body mechanics 









* Colorful silent-salesman display carton 
* Many hours of operation on one can of fuel 


* Clean, sootless, odorless flame — more than 


oe Mfg. Company 
* Inexpensive, convenient, throwaway fuel 30 Cummington St. 


container 79c each list BOSTON 15, MASS. 
* Backed by the famous LENK Warranty Dealers’ Choice For Over 30 Years 
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NEW! SELF-SERVE 

SALES MERCHANDISER 
SHOWS USES OF SCRAPERS 
TO YOUR FIX-UP 
PAINT-UP CUSTOMERS 


40% DEALER 
NET PROFIT 


speevsten SCRAP 


1 
cost 2 


°. 79 Al 
cath tg, 203 profit 14 





DE-LUXE BLACK AND SILVER PUTTY KNIVES AND 
SCRAPERS DISPLAYED ON SPARKLING NEW SALES 
MERCHANDISER. 


NEW! 
No. 903 


BLUE DIAMOND HOME REPAIR TOOLS DISPLAYED 
ON NEW SELF-SERVE SALES MERCHANDISER. 
REAL EYE AND BUY APPEAL. 


MANUFACTURING CO., 


Another first 
from HYDE 

No. 82 KING-SIZE 
PAINT SCRAPER 
King-Size Sales and 
Profit Maker every 
painter - home and 
boat owner will 
want one. 

Be the first to fea- 
ture this popular 
item. 2.59 RETAIL 


2 


Scrape off house paint 


9222 
bal 





SOUTHBRIDGE, 


wee 


uaiSaa3us aZis OND. 3] AH ' ie 


MASS., U.S.A. 


HOME REPAIR AND PROFESSIONAL TOOLS SINCE 1875 


. AG 





National Hardware Show, Oct. 11-15, 
at the Navy Pier, Chicago. Spon 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17, N. Y. Frank Yeager, director, 


National Housewares and Home Ap- 
pliances Show, July 12-16 at Con. 
vention Hall, Atlantic City, N. J, 


Sponsored by the National House. § 
wares Manufacturers Assn., 11407 
Chicago 54, 


Merchandise Mart, 
A. W. Buddenberg, executive secre- 
tary. 


National Retail Hardware Assn., an- 
nual congress, July 12-15, at the 
Fairmount Hotel, San Francisco, 
Managing director, Russell R. Muel- 
ler, 964 No. Pennsylvania St., In- 
dianapolis, Ind. 


Southern Wholesale Hardware Assn, 
in joint convention with the Ameri- 
can Hardware Manufacturers Assn., 
April 11-15 at the Roosevelt Hotel, 
New Orleans, La. Managing direc- 
tor SWHA, is T. W. McAllister, 
814 Metcalf Bldg., Orlando, Fla. 
Secretary, AHMA, is Arthur W. 
Faubel, 342 Madison Ave., New 
York, New York. 


Regional Events 


Allen, Walter H., Co., Inc., annual 
stockholders’ meeting and. Merchan- 
dising Show, Aug. 30-31, at the 
Baker Hotel, Dallas, Tex. 


Texas Wholesale Hardware Assn., an- 
nual joint meeting with the Texas 
Hardware Boosters Club, June 17- 
19, at Galveston. Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, May 16-18, at 
The Admiral Semmes Hotel, Mobile. 
Association secretary, Mrs. Euna G. 
Ramsey, 1006 Frank Nelson Bldg., 
Birmingham. 


Florida Retail Hardware Assn., con- 
vention and exhibit, April 25-27, at 
George Washington Hotel, Jackson- 
ville. Executive manager, W. W. 
Howell, P. O. Box 183, Waycross, 
Ga. 


Georgia Retail Hardware Assn., con- 
vention and exhibit, April 25-27, at 
George Washington Hotel, Jackson- 
ville, Fla. Executive manager, W. 
W. Howell, P. O. Box 183, Way- 
cross. 


Louisiana Retail Hardware Assn., 
convention, April 11-13, at the 
Buena Vista Hotel, Biloxi, Miss. 
Secretary, David O. Mansfield, 226 
S. State St., Jackson, Miss. 


Mississippi Retail Hardware Assn. 
convention, April 11-13, at the 
Buena Vista Hotel, Biloxi, Miss. 
Secretary, David O. Mansfield, 226 
S. State St., Jackson, Miss. 
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NEW... (MPROVEO 


ONE-COAT WALL PAINT 


Now, famed Flatlux has everything you need for full 
control of your low-cost decorating market. Easier than 
ever to apply and completely washable, new Flatlux 
is made from low-odor solvents... covers better with 
brush or roller...flows out perfectly. New exciting 
colors, at the same low price, make Flatlux your best 
buy in the low-cost luxury paint field. 


FOR FULL FACTS ON THESE 
BIG MONEY MAKERS 


THE PATTERSON 











Migs 
"umm 





WONDERFUL., WASHABLE 


ALKYD FLAT ENAMEL 


Never before has any interior finish created such 
enthusiasm or so conclusively proved its sales ability. 
Easy to apply without sealer or primer, new Satone 
is quick drying ... has no painty odor. . . covers per- 
fectly in a single coat. What's more, Satone offers a 
wide selection of the richest colors . . . colors that sell 


on sight. Order Satone today! 


The Patterson-Sargent Company 
1325 East 38th Street 
Cleveland 14, Ohio 


Gentlemen: 
Without obligation, I'd like the full story on this great new pair 
of interior finishes. 


a 

STORE NAME 
ADDRESS _ 
ae 





— SARGENT ©. 





WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 137. 


(Continued from page 13) 
mildew and red spider. Packed in 
10-o0z. refillable dust gun which re- 
tails for approximately $1.50, and 


End.oPest 
nose DUST 





in a 3-lb. bag which retails for 
approximately $3.75. Swift & Co. 


For more data circle No. 9 on postcard, p. 137 


Portable Window Fan 
Two-speed, portable window fan, 
Model 7414, is a two-purpose air 
mover, for use as a window ex- 
haust fan or as an air circulator in 
the room. Fan is easiiy portable, 
weighs less than 12 lb. and has con- 
venient carrying handle. Other fea- 
tures include three 14-in. aluminum 
air-scoop blades housed in scratch- 
resistant steel shell finished in gray 
baked-on enamel; nickel and chrome 





wire grille; four-pole induction 
motor designed to eliminate inter- 
ference with radio or TV reception, 


134 


7-ft. fully insulated cord, and two 
rubber feet to prevent scratching 
of furniture. Fan retails for $29.95. 
Arvin Industries, Inc. 


7 


For more data circle No. 10 on postcard, p. 137 


Glass Fiber Screening 
LifeTime Screening is a screen 
cloth woven of vinyl-coated Fiber- 
glas yarn. It is light, strong, and 
withstands weather. Will not fade, 
rot, mildew, rust or stain. Comes in 
standard green color, is dirt-resis- 
tant, washable, and does not ravel. 
Cuts and tears can be quickly and 
easily repaired by fusing a patch 
onto damaged area with an ordi- 





nary iron. Screening is soft and 
flexible; will not crease or roll up. 
It can be cut with scissors like cloth 
without leaving sharp edges. Needs 
no repainting or refinishing, and 
will not stretch, shrink or bag out. 
Available in standard mesh and all 
standard widths. Lock-set Screen- 
ing Co., Inc. 


For more data circle No. 11 on postcard, p. 137 


Power Mower Muffler 


New “quiet” muffler for power 
lawn mowers will be included as 
standard equipment on 1954 line of 
deluxe models. Muffler reduces ex- 
haust noises to approximately one- 


half the original intensity. Special 
kits are available for equipping 
power mowers built before 1954, 
Reo Motors, Inc. 


For more data circle No. 12 on postcard, p. 137 


Knee Pad 


Molded sponge rubber knee pad | 


for household and garden use is de- 
signed for comfort and protection 
in all kinds of kneeling work. Light 
in weight, pad fastens with a light 
webbing strap molded right into 
the pad itself. Made in light red, 





pair of pads come in re-usable plas- 
tic bag. Show-card inside trans- 
parent package identifies product. 
Suggested retail is $1.50 a pair. 
Judsen Rubber Works, Inve. 


For more data circle No. 13 on postcard, p. 137 


Paint Roller 

Improved Deluxe Professional 
paint roller has cover that can be 
quickly and easily changed, heavy- 
duty wooden handle that does not 
loosen or turn, and bearings and 
end caps that operate smoothly and 
give long wear. Bushings are built 
in and will not snap out. Adjust- 





able tension fins hold roller cover 
snugly in place; tension can be ad- 
justed. Positive, mechanical lock 
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py, 7] 
fy ON Single Bore 


Tod i = fe motel I-11, Peale), | 








DOOR LOCK SET 


4 
*?. 


, NO, 1100 LOCK SET 









on in coet— 4 Installs in minutes! 
inctalle eagily | Yn ae nnn 


"Single Bore."’ This 
means hours saved in 
door installations. For 
the do-it-yourself home 
owner, thisis the easiest, 
simplest lock to install. 

























Dexter’s “Single Bore” screen and combination door 








lockset is famous Dexter quality through and through 


... exterior parts solid brass . . . interior parts steel, Easy to plane door edge! 
no die castings . . . locks safely, securely from inside Because "Single Bore” ” 

at the touch of a fingertip ... lock fits doors from pee ener 

54” to 134” thick ...no adjustment necessary .. scuandl anos Cf 


installation. Again, 


ideal for use with door closer... costs less and is 
costly time is saved. 


Dexter _felime Guaranteed. 


DEXTER LOCK COMPANY “soFT Touch” 


yielding strike! 















GRAND RAPIDS * MICHIGAN The Dexter “Soft Touch” yielding 

A SUBSIDIARY OF NATIONAL BRASS COMPANY strike of the "Single Bore” requires 

ta Caneda: Dexter Lock Canada Lid., Guelph, Ontaric no mortising, mounts on surface of 

in Mexico: Dexter Locks, Plate Elegante, $. A. de C. V., Monterrey, Nueve Leon door jamb. Metal lever yields when ’ 
MANUFACTURERS OF AMERICA'S ORIGINAL TUBULAR LOCKS door closes, locks securely. STRIKE FOR 





NO. 1100 








WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 137. 


holds cover on firmly. New style 
end cap allows roller to go flush 
around trim and up to adjacent 
walls or ceiling. Cover is of Lonel 
fabric for use with oil, water and 
rubber base paints. Roller comes 
with 914x15 in. baked enamel tray 
which holds more than 1 qt. of 
paint and has stationary ladderlock 
device. FE Z Paintr Corp. 


For more data circle No. 14 on postcard, p. 137 


Steel Incinerator 

Fire Chief Approved Incinerator 
is made of rugged sheet steel, 
coated with a durable zinc. Features 





scientifically designed draft holes 
on top, bottom and sides for faster 
burning; three sturdy legs which 
keep burner off ground and make 
for better burning; snug, tight fit- 
ting cover which confines fly ash; 
and a large capacity. Nesco, Ince. 


For more data circle No. 15 on postcard, p. 137 


20-In. Blade Window Fan 


Designed to cool many 
this 20-in. blade window fan _ is 
completely automatic, with a ther- 
mostatic control which turns fan on 
when temperature rises and off 
when temperature falls. It is port- 
able and reversible and features 
three-speed control, safety designed 
grille guards, flexible mounting 
panels and narrow depth cabinet. 
Retails for $69.95. New 10-in. 


rooms, 


136 





oscillator and direc- 


is an 
tional fan and features contempo- 


model 


rary-contoured base and _ stream- 
lined motor housing. Designed for 
quiet operation, it retails for $17.95. 
General Electric Co. 


for more data circle No. 16 on postcard, p. 137 


Folding Chairs 


Models in 1954 line of Sun ’n’ 
Surf aluminum folding chairs in- 
clude the Sun-King (illustrated), a 
beach chair that changes to five 
positions with finger-tip adjustment 
of arms, complete with canopy and 
foot-rest in plaid saran on alumi- 
num; list price, $25.95. Terrace- 
King front-folding chair comes in 
vat-dyed canvas at’$8.95, or in plaid 
saran at $9.50. Lounge-King rocker- 
less rocker adjusts to any position 
as user’s weight is shifted; padded 
headrest and seat are covered in 





plaid saran; lists for $17.90. Yacht- 
King deck chair of extra-sturdy, 
side-folding design comes in vat- 
dyed canvas on aluminum for 
$10.95, or in check-pattern saran 
for $11.50. All-Luminum Products. 
For more data circle Ne. 17 on postcard, p. 137 


Power Shop Safety Switch 

Safety - Lock switch has _ been 
added to company’s Power Shop at 
no extra cost. Switch makes it im- 
possible for motor to be turned on 
without key. Located on arm of 
machine, the switch is away from 
the work and moving parts, while 
remaining within easy reach of op- 
erator. DeWalt, Inc. 


For more data circle No. 66 on postcard, p. 137 


Power Equipment Engine 
TLH four-cycle, air-cooled 3.3 

h.p. engine has a high tension mag- 

neto, drop forge crankshaft with 





ball bearings on both ends, flexible 
gas lines, flyball governor, replace- 
able rod bearing liners, oil pump 
and streamlined styling. Quick- 
starting and versatile, engine is for 
power mowers, garden tractors, 
roto-tillers, pumps, sprayers, gen- 
erators, snow blowers, farm eleva- 
tors, cement mixers, line markers, 
concrete saws and similar powered 
equipment. Lauson Co. 


For more data circle No. 67 on postcard, p. 137 


Deep Well Pump 

Belt driven deep well pump can 
be used where normal 60 cycle AC 
electric current is not available 
Called the Belt Driven Deep Lift 
Ejecto, pump can be operated b) 
almost any type electric motor from 

(Continued on page 140) 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 
































































































































CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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New York. N. Y 
BUSINESS REPLY CARD conamunes 
No postage necessary if mailed in the United States —_—_—_—— 
POSTAGE WILL BE PAID BY ianienisions 
Post Office Box 60 Si 
Village Station — 
NEW YORK 14, N. Y. eI 
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Here is Your Quick Che 


Each issue brings you dozens of descriptions of new 
plays, etc., in the "What's New’ columns. You get 
HARDWARE AGE than in any other magazine. 


under the individual item description. 


Drop the post card in the mail box. No postage is 











i will be sent you on each item. 


What it is... How it works 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 


quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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A big help for busy deal- 


ers. Use this card for free 
information on new prod- 
ucts described in this issue. 











































































































Please use this P. O. 
Box Address for Quick 
Check Cards Only 


TU 






























HARDW. 


































UT YOURSELF IN 
on the great new 
“Do it yourself” 
market for 


WALL TILE 


made of 
Monsanto’ S LUSTREX eet 


as sovearne we 




































































This colorful, news-packed ad in May Better Homes and 
Gardens will spark “do it yourself” ideas with hundreds of 
your customers! Don’t disappoint them... don’t miss sales. 


Set up a wall tile display today. 





Here’s a tremendous, untapped “do it yourself’ market that’s yours 
for the selling! Monsanto’s magazine and TV campaign this 
May will start millions of homemakers thinking about re-doing 


their bathrooms and kitchens with plastic wall tile. Somebody 





in your area will cash in... why not you? Display and sell plastic 


TV, too! Monsanto’s new 12-minute film, Transfor- wall tile— dozens of related items, too! 

magic, will be shown on television stations and at 

retail outlets all over the country. It will bring 

customers to you for wall tile and related items. . ee : ” . 
Have your display set up... and cash in! Dealers find that “do it yourself” promotions 


ore %, 


help build even bigger installation business! 


” 
yo teTEMOD 
'* 
2. 
Me 
"© cares 


o 
» 


*, WALL THLE 


2 


» 


“*, ta AS RR I 
Hse couvt™® M 
Feature wall tile made of Lustrex that meets the ONSANTO 


quality standards of the industry. This seal encour 
ages your customers to buy with confidence, guar- 
antees satisfaction that builds repeat business for you 
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WHICH SERVES MANKIND 
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NOW, a 3-way 
tape sales 
volume builder 


GOLD SEAL 







FRICTION 


RUBBER 
Splicing Compound 


PLASTIC 


Gold Seal quality in a plastic 


electrical tape. “Flows” on—stretches 
and contracts to cover any surface 
snugly. High dielectric—neat, 
thin wrapping gives all needed 
insulation on most jobs. Sticks fast 
—gives lasting protection under 
toughest conditions—sunlight, water, 
oil, solvents. Single 60-ft. rolls in 
round metal cans and Handy Pack 
of ten 20 ft. rolls in metal and fiber 
cartons. Sample free on request. 
Jenkins Bros., Rubber Div., 
100 Park Ave., New York 17. 


Stock up and tune up 
tape sales and profits. 


JENKINS 





FRICTION - 


RUBBER * PLASTIC 


Single rolls and 10-roll containers. 
Also Diamond Seal Friction 

and Rubber Tape made to 

ASTM Specifications. 
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WHAT'S NEW 








1.5 to 3 h.p. or by a gasoline engine. 
Vertical motors can be mounted on 
pump. Unit can 
where depth to low water level is as 


be used on wells 





low as 300 ft. Maximum capacity is 
1150 gal. per hour at 100 ft. depth. 
Pump can be off-set at any conve- 
eliminat- 
It is also suitable for 
Other features are 
replaceable bronze wearing ring and 
separate bronze vane plate. F. EF. 
Myers & Bro. Co. 


location from well, 
ing a well pit. 
crooked wells. 


| For more data circle No. 18 on postcard, p. 137 





Window Fans 

Designed especially for swingout 
casement windows, Model 1252-1254 
(illustrated) moves 1200 cu. ft. of 
air per minute and has a three- 
speed motor. Has carrying handle 
and weighs 18 ‘lb. Can be hung on 
its support bar in front of screen, 


i 
aii 





permitting windows to be opened 
and closed without removing fan. A 
12-in. fan, it retails for $39.95. 


Other models in the same style are 
No. 1652-1654, with 16-in. blades, 
retailing for $49.95, and No. 20852. 
2054, a 20-in. fan with metal spacer 
panels for sash-type windows, re- 
tailing at $59.95. Lau Blower Co. 


For more data circle No. 19 on postcard, p. 137 


Compass Deal 

Airway compass is being intro- 
duced with a special dealer bonus 
of one free compass with each dozen 
purchased. Attached to three-color 
display card which occupies 8 x 8 in. 
of counter space. Card holds six 
units, attached in such a way as to 
prevent pilferage. Each compass is 
unconditionally guaranteed and in- 













7 tits ony avte, boat or plane 


race 


Airway ' 
COMPASS 


the one MISSING ev RENS = yew col 





~ 
secunrry a 6 morTouies muaseet 
A... ae ae . 4 


ad 

you'll be lest witheut one! 

Suconestieeasis evansarese 

corporates the same principles used 
in military and naval compasses. 
With universal mounting, Airway 
can be installed instantly on auto 
windshield, plane instrument panel 
or boat gunwhale, whether vertical, 
horizontal or slanting. 
break-proof and non-corrosive; 
is mounted on polished jewel bear- 
ing. Retails for $2.98 each. Sherrill 


Products Co. 
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Case is 
dial 


Bookkeeping Machine 

Low-cost bookkeeping machine 
for the small businessman is called 
the 158 and features simplicity of 
operation. Front feed carriage 


makes possible printing of state- 
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ment, ledger and journal records all 
at once. Control bar on back of ma- 
chine determines unit’s operation, 
and bar can be replaced in a few 
seconds with one for a different job. 
Control bar automatically causes 
machine to add and subtract in 
proper columns and print date and 
reference number in right place. 
Machine also prints balances auto- 
matically. Accounts receivable, ac- 
counts payable, stock records, sales 
analyses and other items can be 
handled on the 158. National Cash 
Register Co. 


For more data circle No. 21 on postcard, p. 137 


Ice Crusher 

No. 165 Table-Topper ice crusher 
is now available with a stand which 
enables it to be used in any loca- 
tion, as well as mounted on wall. 
Stand is available separately for 
ice crushers already in use or as 
complete unit. Rubber feet prevent 
marring or sliding, and hinged 





bracket permits easy removal of ice 
cup. Stand and ice crusher come in 
matching colors at $12.95 or in 
chrome with black trim at $16.95. 
Stand alone in chrome and black is 
$6.49; in white baked enamel, $4.49. 
Dazey Corp. 


For more data circle No. 22 on postcard, p. 137 


Cutlery Sets 
Three game sets of imported 
Ancienne Maison cutlery made in 


France come in solid weathered 
chestnut wood chests. Set  illus- 
trated includes 12-in. ham slicer, 
5%4-in. boning knife and_ 6-in. 
forged viande fork; retails for 
$29.95. Set consisting of 12-in. 
roast beef slicer, 5%34-in. boning 
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knife, 8-in. fowl and steak slicer 
and 6-in. viande fork 
$37.50. Steak set with six 5-in. in- 
dividual steak knives retails for 
$19.95. Cutlery handles are black 
Alisier wood which are _ flush 
tapered to bolster and permanently 
locked to full length tang by three 
nickel silver rivets. Blade, tang and 


retails for 





hand forged of 
carbon stainless steel. Ekco Prod- 
ucts Co. 
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bolster are high 


Water Hydrant 

Cam-Lock hydrant 
completely redesigned valve assem- 
bly which is locked together as one 
piece. It is of specially treated, 
double rubber cup construction. 
Positive seal is created each time 
valve is closed; free flow of water 
when open. Improved packing gland 
nut any standard 
wrench for instant adjust- 
ment; washer is redesigned to in- 
sure more positive seal against leak- 
age aroun@valve control rod. New 


{ 


which locks 


securely, is in- 


now has a 


can receive 


easy, 


crosshead set screw, 
valve adjustment 
creased in size and can be adjusted 
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Mod 
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COLONIAL 





BLACK FOLDING 
WROUGHT IRON 
DISPLAY 


Stands on 12” x 12" Counter Display 


+1350 Assortment... 
All Pure Black Bristle 
Retail 29¢ to $1.98 


1 Dozen Each |” to 3” 
Double Thick Varnish Brushes 


1/, Dozen Each 3” - 31/," - 4" 
Wall Brushes, 7/9" Thick 


$42.00 
$66.84 


All Packed, with Display, 
in One Shipping Carton 


Dealer’s Cost 
Dealer’s Return 


COLONIAL BRUSH 
MANUFACTURING CO., INC. 


160 WASHINGTON ST., NO. 
BOSTON 14, MASS. 
Tel.: Richmond 2-2515 


NEW YORK CHICAGO 


141 








INCREASE PROFITS 
5% OR MORE 


by buying Tacks and Nails 
from one source 


TLAS 
— 
ae SEAL OF Re 


SUp 
‘ YPER Quatit 


T 
ut 

| 
a 


The products shown are but a representa- 
tive few of the many sizes and types that 
ATLAS makes. Ask your jobber for the 
complete list. Be sure to ask for ATLAS 
—the best known name in tacks and nails 
throughout the world. 


ATLAS 


> 
ove ATLAS .... 


TACK CORPORATION 


FAIRHAVEN, MASS. + HENDERSON, KY. 


{ 








WHAT'S NEW 





with standard wrench. Formerly 
H-1200, hydrant is now designated 
1” Model B. Columbiana Pump Co. 


For more data circle No. 24 on postcard, p. 137 


Two-Speed Window Fan 


Here is a 20-in. window ventilat- 
ing fan with two-speed motor. Unit 
fits in 30 to 39 in. windows and will 


ast 
Hhsssss: 3 


cool a large room. Fan will exhaust 
3000 or 1540 CFM and create cir- 
culation of air in room. It has quiet 
20-in. blade; 1500/1000 rpm, 115- 
volt fan motor; and 22x30 in. rolled- 
edge steel panel which extends to 
39 in. Unit is 9 in. deep, kas baked 
ivory finish, chromed guard for fan 
blade and 12 ft. cord with two- 
speed switch. Fan is known as 
Model No. 4F245. Daygon Electric 
Mfg. Co. 
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Buffet Server Set 

Silouette Buffet Server Set has a 
black and white motif and features 
three white 1% qt. rectangular 
dishes set into a _ single black 
wrovght iron serving frame. Each 
dish comes with clear See-Thru 
cover. Set is designed for serving 
hot or cold foods in full buffet, or 
for meal-in-one use in the home. 
Dishes are all heat-resistant Glas- 
bake, covered by two-year guaran- 
tee against heat breakage. Set is in- 
dividually packed in attractive 
carton and retails for $5.95. McKee 
Glass Div., Thatcher Glass Mfg. Co., 
Inc. 


For more data circle No. 26 on postcard, p. 137 


Combination Window 


Duo-Matic three-track aluminum 
combination window comes with 
inserts fully assembled and witha 
master frame. For do-it-yourself 
fans, window can be easily in- 
stalled by following directions in- 
cluded in each package. Window 
features three-track — self-storing 
design which provides each of the 
two glass inserts and the screen 
insert with its own track, elim- 
inating the necessity of removing 
or storing inserts for seasonal 
changes. Retails for $15.95 for sizes 
up to 29x55 in. double hung win- 
dows; other sizes slightly higher. 
Weather-Proof Co. 


For more data circle No. 27 on postcard, p. 137 


Vinyl Color Tape 

Dutch Brand vinyl color tape 
comes in red, yellow. green, blue, 
gold, silver, black and white, in 1, 


3%, and 114 in. widths. For use in 
electrical repair work as well as 
many other jobs around the house, 
such as mending lamp shades, book 
bindings, mounting photos, etc. Van 
Cleef Bros., Inc. 


For more data circle No. 28 on postcard, p. 137 


Power Sprayer 

This 10-gal. power sprayer for 
the home user is called the Sub- 
urban. It sprays trees, shrubs, 
flowers, gardens and other jobs 
around the home. With special four- 
nozzle boom, it can spray lawns. It 
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u ’ la NATIONALLY ADVERTISED this month-- 
o Nf HES] WA N T Red Breast WHISK (The Saturday Evening Post 


L { g T Ranch House BROOM) Better Homes and Gardens 


HOUSEHOLD BRUSHES 





ow 


aluminum 
mes with 
ind witha 
it-yourself 
easily in- 
ctions in- 

Window 
elf-storing 


“9 of ‘the COMBINATION BRUSH 
a for PETS and FURS 


ack, elim- 
removing A strong, well-made brush with a big market for you to 
seasonal sell. Millions of pet-owners need Mink Brush-Comb to 
> for sizes give their pets proper, healthy coat care. Fine for furs 
lung win- and blankets, too. Filling of over a hundred round-end 
y higher, wire bristles, set in flexible rubber pad. They comb and 


brush at the same time. Hardwood block and handle, 


guaed, 6, an firmly joined by thick wire nails. Handy hanging ring. 


COLORFUL COUNTER DISPLAY 
Complete with Sign. Comes free 
of extra cost with 3-dozen Pet As- 
lor tape = sortment: 1 doz. Mink Brush- 
= Comb; 1 doz. Smoothie brush; 1 
—_, blue, onc ~* dozen Master Pet Comb. You “get 
te, in 1, “a! | in” on the big pet supply market 
draw new traffic— make new 
friends, with Oxco’s Pet Assortment. 


BRUSH- 
SHOPPER 1 


Total retail $50°°** 


SELLS THE 
“BEST SELLERS” 


Fast... 
at a Profit! 


Contains 1 dozen each of colored bristle Bowl brush 
(9455) and Twinkle scrub; Tot nylon bottle brush; 
Kleen-it kitchen brush and Red Breast whisk. Con- 
tains 2 dozen each of colored bristle Vegetable brush 
(9459) and Hand brush (9464). Contains 4% dozen 
colored bristle Bath brush (9604-5). Eight popular 
brushes. A_ sales-making display that turns Oxco 
brushes into store profits for you. You can’t miss on this 
one. 

PACKING: Complete, easy-to-set-up display——Metal Rack 
and Top Sign—plus 9144 dozen brushes, packed in one 
shipping carton. 





DAIRY BRUSHES 


HIGHWAY 


BARN and STREET BROOM 





- use in 
well as 
2 house, 
es, book 


atc. Van : ; 
Your farmer-customers will “go’’ for this heavy 


duty broom. Oxco’s Highway is husky, long- 
ord, p. 18 lasting, and mighty useful on any farm. Filling 
of tough, durable Bass fibres, with a snappy, 
clean-sweeping 614” trim. Widely flared at sides 
to clean angles and corners with no block inter- 


yer for ference. In 14” and 16” sizes. (Make extra sales- 
ie Sub- sell your city officials on Oxco’s Highway .. . ideal 
shrubs for sweeping dirt from streets, roads, gutters, etc.) 
x jobs 


al four- 
wns. It 
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MAINTENANCE BRUSHES 


4 a \ 
) 





FAVORITE 


FLOOR SWEEP 


featured in OXCO 
Floor Sweep Display No. 1 


Here’s an all-fibre sweep that’s priced to move in 
real volume. Filling of selected black tampico 
fibre with a hard-working, dirt-moving trim of 
2%". Streamline block finished in natural lacquer. 
Recommend Oxco’s Favorite to your customers 
for moving medium or heavy dirt from smooth 
floor surfaces; medium dirt from dry, rough floor 
surfaces. You'll sell plenty of Favorites when you 
display it in Oxco’s Floor Sweep Display No. 1. 


SEE YOUR JOBBER 


Quality brushes of all types--backed by 


OX FIBRE BRUSH COMPANY, INC. National advertising and 7O years of brush-making skill 








“favorite of The Gourmet’ 
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BROIL-AIR 


GRILL ON WHeey< 


Has INSTANT Sales Appeal! 
% STAR SELLING POINTS 


* Crank-operated Blower * Delivers Broiling Heat In 
makes it a cinch to start and 3 minutes flat! 
maintain fire * Built for Lifetime of Service 
%* Generous Fire Area (all-steel construction) 
and large work-space 
* Easy to use—Easy to Move 
on Rubber Tired Wheels 
* Much Lower Price Than * Professional Cooking Re- 
Outdoor Fireplace sults Even by Amateurs 
THE “BROIL AIR” is the quality grill, favorite of the gourmet, 
. .. and is backed by 76 years of manufacturing excellence. 
Your customers will quickly see how the “BROIL AIR” answers 
all their demands for easy, efficient preparation of delicious out- 
door meals, either at home or at the picnic site. 


A Sure-Seller and Proven Profit-Maker at Only $48.00 Retail 
WRITE TODAY FOR DETAILS 


BUFFALO FORGE COMPANY 


222 Mortimer Street Buffalo, N. Y. 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


*% Assembled Anywhere in a 
Jiffy 











WHAT’S WEW 


@ For more information 
on these products and 
services use free post 
card on page 137. 





handles all spray solutions at con- 
tinuous pressure. Pump capacity is 
14% gal. per minute. 
keeps 


Mechanical 


agitator sediment-bearing 





solutions well mixed during opera- 
tion. Mounted on _ cushion-tired 
wheels, unit is 21 in. wide and has 
adjustable handles. It features 
double-acting pump, welded galva- 
nized steel tank, 10 ft. of hose and 
1 hp. engine. Electric 
model also available. H. D. Hudson 
Mfg. Co. 
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powered 


Seam and Edge Binding 
Lin-Loc is a vinyl plastic seam 
and edge binding for linoleum and 
felt base rugs. It features a hollow 
center that conceals nail heads and 
keeps binding flat and wrinkle-free. 
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NON-WEARING SWING HANGERS 








2 in. STEEL CHANNEL 
ARC WELDED LADDER 

















WOOD SEATS WITH 








F7Vite THlaster > METAL BRACES 


SUPER DELUXE 


for FEATURES 


Playtime 
Table 


with or without canopy 
Constructed of finest 
wood. Has an adjust- 
able, vari - colored 
canopy of awning 
material. Finished in 
bright green and yel- 
low outdoor enamel. 
7436 with canopy 
7731 without canopy 
















FD 51-SRNT-2 


available in 3 slide lengths. 

All welded slide with bed of 
ARMCO ZINCGRIP steel. 
Steel tube ‘A’ frame con- 
struction-welded steel 

channel ladder. 


$-10— 
10 ft. slide length 
5-8 — 


















the gym set with the most value 


for the 





7 Se 


oe 


the 931-R2 


174, in. —14 GAUGE STEEL TUBING 


— 


WELDED SLEEVE CONSTRUCTION 





ALL WELDED © 


the FINEST SLIDES on the market 


$-136— yA 


2 in.—18 GAUGE STEEL 
TUBE UPRIGHTS 










ROCKET GLIDER 


SEE this complete playground set... 
it’s an outstanding value 





metal bottomed 
SANDBOX 

available in 3 sizes 

DX 36 - 36x 36 in. 

DX 48 - .36x 48 in. 

DX 60 - 36x 60 in. 


OVERALL DIMENSIONS 






Constructed of finest wood — bottom of ARMCO STEEL— 
CANOPY of awning material — bright yellow and green 
least money finish of outdoor enamel. 


SEE F77te Waster before you buy... there IS a difference! 


sold EXCLUSIVELY through jobbers @ write for FREE, COLORFUL catalog 


CONSOLIDATED METAL PRODUCTS COMPANY « CINCINNATI 2, OHIO 
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No. 542 
Height-20” Length—30” 
Width—12%" Pack to 


master carton—3 each 
—Weight 22 Ibs. 











AT THIS 
VALUE / 


Retail Price $498 


Approx. 


@ Baked on aluminum 
finished fire box. 

®@ Two red shelves on 
each side of fire box. 

@ Red wind break on 
back of fire box. 

®@ Strong, red folding 
legs. 

@ Copper finished grills, 

with handle for lifting 

to refill fire box. 


Now you can offer your customers a complete, new grill line, with plenty of 


snap and eye appeal. Perfect in design and efficiency — Just what any sports- 


man, picnicker or around-the-home user will want, and the new, handy “tote- 


carton” feature provides a compact, easy to handle unit. Stock FLETCHERS 


complete grill line NOW, and be ready for the comi 


No. 545 
Uses side-broiler 
type grill — Large 


grill, with 246 sq. in. 
of cooking space, 
equipped with 2 red 
enameled shelves. 


Gray porcelain 
enameled fire box 
Tall folding legs — 
You don't have to 
bend over to cook. 
2 red enameled 


shelves — cooking 
surface is 29"' high. 
Copperized wire 





No. 533 









ng season's sales. 


- aan New side-broiler typ lim- p 4 4 °° 
30 Width 12!/, ss tots Large Ff i agg d j 
Packed | to ship- A Mike Sa ct pe eS te. j_ legs. } 16 

ing carton. Weight I i!l, 246 sq. in. 2red enam- tength 18", W 12/y 
P 93 carton. eI19g eled shelves. Height 24'/", er carton. 17 Ibs “ 
15 Ibs. Lenath tg CF urto Ibs 

per carton, 
No. 544 





No. 117 


Upright grill, featuring fry- 
ng pan and 2 wire bro ling 


12'/,"". Packed | to Porcelain enameled fire box racks. 246 sq. in. cooking 

shipping carton, — Copperized gr sts surface. 12'° x 30" x 24°" — 

Weight 12 Ibs. to 3 positions. Red wind Complete with picnic 
break. Height 21 Length of: 4~—9'' divided plates, 
18'', Width 12/,"". 3 percar- 4 cups and I—8 cup coffee 
ton, 30 Ibs. pot. 


ENAMEL COMPANY: DUNBAR, W.VA. 


200 Pifth Ave., New York 10, N. Y. 


Merchandise Mart, Chicago 54, Illinels 




















WHAT’S NEW 





It keeps out dust, dirt and water 
and allows for natural expansion, 
Installation is quick and simple. 
Special countersink tool is included 
for driving nail heads below sur- 
face of binding. Also available is 
compact counter display cabinet 
which holds eight 60-ft. rolls, en- 
velopes containing nails and coun- 
tersink tool; also two-color display 
card. Binding comes in clear, gray, 
red, green, ivory, tan, black and 
blue, and retails for 10¢ per foot. 
Hildreth-Baker, Inc. 


For more data circle No. 30 on postcard, p. 137 


. 
Window Fans 

New line of window fans in 
seven sizes features complete units 
with two speed motor, switch, cord 








+. 


and plug, ready for operation. Size: 
12, 16, 20, 24 and 30 in. are avail- 
able with two speed exhaust and 
with two speed electrically rever- 
sible. All fans are directly con- 
nected. Sizes 12, 16 and 20 in. have 
adjustable side panels; sizes 24 and 
30 in. are available with fixed side 
panels. Fans fit all standard win- 
dows and can be installed with a 
screw driver. Detailed instructions 
are included in each package. Chel- 
sea Fan & Blower Co. 


For more data circle No. 31 on postcard, p, 137 


Gang Mower Attachment 


Gang mower attachment for 
Dandy Boy year ’round garden 
tractors cuts a 60-in. swath. Con- 
sists of two 20-in. ground-driven 
mowers mounting directly to trac 
tor. Operator can walk or ride or 
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BIG PROFIT, 
ALL SEASON, 
HIGH IMPULSE 
SELLER! 


INSTANTLY INSTALLED! EASILY ADJUSTED! ACCURATE! 





> tits any auto, boat or plane 
7 

PRECISION ENGINEERED | 

COMPASS 


the one MISSING INSTRUMENT on your cor! 
adds te your 
SECURITY AND MOTORING PLEASURE 















53 MILLION 


AUTO 
BOAT & PLANE 















you'll be lost without one! 


BUY ONE NOW! Tiaeae 


UNCONDITIONALLY GUARANTEED 







? 


‘ 

V6 i2 
hates be bbe 
“a < 
ay iw 


unconditionally 
guaranteed: 






TT a) 
The one important instrument miss- ‘q () S ' 






ing from every car, AIR-WAY can be 
instantly installed by anyone. Fits 
* any auto, boat or plane. Reinforced 
vacuum cup mounting for rigidity, 
ease of installation on windshields. MOTORISTS WANT 
Easily and quickly adjusted. Accur- 
ate operation from 40° below zero THESE AIR-WAY FEATURES 
to 140° above, and up to 35,000 ft. 
altitude. Available 6 to a colorful 














Universal mounting—no tools needed 


display card (2 cards to a carton), Easy-to-read Aviation Dial 
or individually boxed. aIr-way is the Compact size does not obscure vision 
lowest priced precision compass on Break-proof, Non-corrosive case 


the market. Suggested retail only 
$2.98. Sells wherever shown! Cash 
in now with AIR-WAY popularity and 
high, year ’round profit. 


if your jobber doesn’t stock, order direct! 


Polished Jewel Bearing 
Made like a fine watch, lasts for years 




















YOU SELL FOR — $35.76 per doz. ORDER A DOZEN—GET ONE FREE! 

COST — 21.60 per doz. ° 
; SHERRILL PRODUCTS COMPANY, MEXICO, IND., DEPT. 33 

REGULAR PROFIT 14.16 per doz. : Send me_ doz. AIR-WAY Compasses @ $21.60 per doz. shipped 

FREE COMPASS 2.98 EXTRA { prepaid. I enclose $ , (J check, [9 M.O., [ bill me, I have 

é : D&B rating. 

TOTAL PROFIT 17.14 per doz. | name_ = eo ane ie 
\ 

You get one compass at no extra cost with every : oy (please print) a = 

dozen you buy—giving you $2.98 extra clear \ 

profit! Act quickly, bonus offer for limited time : address ne ~~ -——— 

only. Terms: 2%, 10th prox. to firms with rat- 1 city = zone state ere 

ings, otherwise—cash with order until credit is ; 2 ; 

established. | peers eee ee 

Printed in U.S.A. ©SPCo } address 
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WHAT’S NEW 





speoira 





Carkide “lipped 
MASONRY 
DRILLS 





























: 








sulky behind tractor. New hitch as- 
sures perfect trailing on turns, leav- 
ing no uncut strips. Heavy-duty 
five-blade reels turn on ball bear- 




















180, 80 and 50 grit aluminum oxide 
sandpaper, and auxiliary handle for 
vertical sanding. Syncro Corp. 


For more data circle No. 33 on postcard, p. 137 


Air Conditioners 

















SPIRALS New line of room air conditioners 
Pm WORK LIKE come in 4%, % and 1 ton units. All 
= ELEVATORS! units are same size, with a slight 
i increase in weight for larger capac- 
z ity models. Finished in pewter gray, 
units are flush mounted, extending 
3 in. into room. Units are of all- 
steel construction with durable fin- 
ish which will not crack, peel, i 
scratch or stain. Other features are i 
ings. Drive wheels are 10-in. in a. mternally finned elie : 
Ginn: Phe ws cine meen eee tubed coils that assure maximum 
used with the front-mounted 24-in. 4 Mr. 1 
or 30-in. reel mowers with indepen- a ; 
gent clutch control. Midland Co. mo SS n This 
For more data circle No. 32 on postcard, p. 137 custo 
hour- 
some 
Heavy Duty Sander ae 
No. 900 heavy duty electric other 
* sander features a powerful new quiet 
a a% reciprocating electric motor which and, 
CARBIDE requires no cams, belts, gears, a 
TIPPED brushes or other parts to wear out. a 
| bel Motor is guaranteed against burn- flow 
> out and eliminates jumpy, twisty 
Easier, Faster torque. Sander has a vibration ab- i sh girls ’ : REI 
use of refrigerant; centrally located and 
Double Lead concealed controls; front air intake; able 
Fast Spiral | filtering of inside air and — gree 
e,° air; constant dehumidification at a 
Positive Action cooling settings; Tecumseh com- hy 
DEALERS—Send for Litera- pressor; standard equipped thermo- wit! 
ture and full information. stat; capacitor type fan motor, and cou 
flexible, four-way air distribution. ‘ie 
Ake Dearborn Stove Co / 
MASONRY DRILLS epee at 
IN KITS SUPER For more data circle No. 34 on postcard, p. 137 for 
SP 
CARBIDE En. 
TILE Electric Workshop 
sorbing handle floating in rubber. For the home workshop, this 4 r 
DRILL Unit uses 1% sheet of standard in. Electric Drill Board holds 23 
9x11 in. sanding paper and sands basic accessories for do-it-yourself 
i at 14,400 strokes per minute for fans. Measuring 16x24 in., board N 
Z NY 21650 HOOVER ROAD high removal. Detachable work has 4% in. deep shelf which en- 
W DETROIT 13, MICH. light illuminates work in dark ables it to stand upright by itself 
c 5210 San ra ad places. Complete with lambswool in addition to hanging on wall. 
TOOL COMPANY Los Angeles 3, Calf. * polishing pad, “How to Sand” book- Power unit is a Utility 4 in. drill. ¥ 
let, three sheets each of No. 320, Accessories include 1% in. masonry 
148 HARDWARE AGE, APRIL 1, 1954 HARE 
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REEL SPRINKLER... Makes Your Profits Grow! 


new traveling lawn-and-garden sprinkler 
AUTOMATICALLY WINDS UP THE HOSE! 


..eIT WILL TURN YOUR STORE INTO A 
“GREEN THUMB” HEADQUARTERS OVERNIGHT! 




















No more buridéef lawns .. . costly irri- 
gation syst)... constant attention, 
oe 
xo 
oF 
as 
Mr. Dealer— 8 
ade 


fabulous . .. you'll be your first 
Be it ends forever the nuisance of 
wonr- sprinkler moving and the bother- 
tef hose winding. Propelled by the water 






This sprinkler, 






















some chor 

it spri 8, REEL SPRINKLER will follow a 
straighgpath, go around trees, bushes, corners and 
other 4Bstacles or remain in a fixed position. It 
quietlg#and efficiently follows the hose, winds it up 
and, used with a shut-off valve, shuts itself off! 
This Yérgatile lawn-and-garden sprinkler will auto- 
maticalky water an area up to 70’ wide by 125’ long! 


sed on new or established lawns and in 
tetable gardens. Every home is a market! 


KLER is built of quality materials 
at nk ‘engineered for years of depend- 
able, effortless pal formance. It isenameled in red and 


It will be nationally adv to the consumer mar- 
ket this spring, summer a aul. We'll supply you 
with window banners, stuffers; aper mats and 


* a 
counter cards. TH) ws 


Test-selling plus recent news editorial 
a tremendous consumer interest and ‘derfiltad . 
for multiple sales — and profits _ order your Ftd 
SPRINKLERS now from your jobber or whole 
Enjoy a profitable selling season! 







REEL SPRINKLER Co. 


Toledo 7, Ohio 
Nothing to wind up, pick up, carry or shut off! 


"No her sprukloy CAN DO 


WHAT REEL SPRINKLER DOES”’ 


1, 1954 
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Watch your garden grow ... controlled 


rainfall for flowers and vegetables. 


> whel2 North Westwood Avenue, Toledo 7, Ohio 


Bahttemen: 

Please rush me your free 4-page catalog and prices on this 
great new lawn-and-garden sprinkler designed to give a 1954 
sales punch to my “green thumb” department! 


Your Name _ ssnictatnciiageieainaiiae 





Store Name ie —_ 





Address ae = ee 
City Bs SS eS ees 

















ITEM ADDED SALES — 


—CHECKOUT SPEED |, Al, A, A ay WN fal ~ 


YOURS with a 








McCASKEY ® For more information on these products and services 


drill bit, three wood augers, coun- 
tersink, seven twist drill bits, paint 
mixer, molded rubber backing pad, 
three sanding dises, lambswool 





™ CUSTOMER'S 
PRINTED 
RECEIPT 


This customer’s Cash Receipt 
shows him items purchased—you 
retain the same information on 
your day’s detail strip: 

® hardware, paint and sport 
goods Itemized, Item-Added, 
Explained! 








You register any number of items bonnet, can of electric wax, wheel 
in the same way — McCaskey arbor. 3 i dls ae : 
seeder, ttem-adding, hesdwere arbor, in. grinding wheel, 4 in. 
sales checkout. Self-Service- wire wheel brush and 52-page book- 
Checkout is coming fast in the let, “Handy Tips for Handy Men.” 
hardware business. | Black & Decker Mfg. Co. 


| For more data circle No. 35 on postcard, p. 137 


_ Nylon Chenille Waxer 


| 


Here is a 100 pct virgin nylon 
chenilie liquid wax applier, No. 800, 
that features a deep-piled, soft, 
non-absorbent pad that gives more 
shine with less wax. Called Fluffie, 
| its easy-washing, fast-drying 84x 

5, in. nylon pad will not lint, mat 

or shrink. Pads fit most standard 

waxer blocks and come set in sturdy 
| pre-shrunk duck. Full length lac- 





accurate rec- 

ords adapted to 

hardware store 

na 

e Make certain you know what 
McCaskey has for you in mod- 
ern cash registers, in charge 
account control, in sales books 
and printed forms for modern 
record permanence — check 
your interests, mail coupon. 


eee ee ee 














( CUSTOMER'S Modern Chor } 
1 Printed Receipt Account Control 1 
' (1) SRECKOUT, item. adding Soles Books ond ‘ 
' tosh register systems —_] Printed Forms i] 
' NAME : 
+ —_———- 1 
' ' 
' J 
; city ZONE STATE | 
- ! 





| quered hz » permits waxi ; 
McCASKEY REGISTER DIVISION | quere d h andle pé 1 -- waxing from 
Victor Adding Machine Co standing position. Packed 1 doz. 


ALLIANCE, OHIO f wateos complete waxers, including handles, 





150 


CASH REGISTER use free post card on page 137. 


to a carton; six red, three blue and 
three green. Complete unit retails 
for $1.49; refill nylon pads, 69¢. 
Easy Day Mfg. Co. 


For more data circle No. 36 on postcard, p. 137 


Dial Indicators 

Line of dial indicators features 
greater accuracy and _ sensitivity 
with new high efficiency-low fric- 
tion design to insure duplication of 
repetitive readings. Units also fea- 
ture easier, faster readings with 
new Easy Reading dials; longer 
life through improved gear train 
efficiency and fewer parts; and less 
maintenance with new simplified 





construction. Precision built, line 
includes 140 models in a wide range 
of types, sizes and graduations. In 
line are Regular and Nonshock 
types with balanced or continuous 
dials, jeweled or plain (inserted 
bronze) bearings. L. S. Starrett Co. 


For more data circle No. 37 on postcard, p. 137 


Thermostat 


Room-Temp thermostat for room 
heaters and conditioners can be 
used to control air blast heaters, 
unit heaters, radiant heat panels, 
furnaces or air conditioners. Han- 
dles currents as high as 30 amperes, 
125/250 volts, without a circuit re- 
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MR. HARDWARE MERCHANT: 


PUNCH-BOARD IS (40%) PROFITABLE 
Ph Bey YOU TOO CAN “DO-IT-YOURSELF” 


avo PUNCH-BOARD FIXTURES ror fF : Th d fh t i hi- 
race carenen tienes ousands of home owners, retailers, builders, archi 






















tects and decorators have already received samples of 
Punch-Board and Punch-Board fixtures. Many of them are 
now using this practical, easy-to-use material in homes, 


offices, factories and retail stores. 


Never before has the combination of assorted-sized 
pre-cut tempered Duo Lux Masonite and a wide variety 
(88) of silvertoned metal fixtures been available to the home- 
owner. And the attractive PUNCH-BOARD MERCHAN- 
DISER sells and stocks these fast moving items in a minimum 
area—28"'x17"' deep; pre-cut Punch-Board in front, fixtures 


on shelves in the rear. 





a e PUNCH-BOARD in the home is being used extensively 
Be - in kitchen cabinets, closets, garages, workshops, playrooms; 
commercially you'll find it in showrooms, factories, institu- 
tions (it has acoustical qualities) and for 
traveling exhibits; stores use it for window 
ores and interior displays (perhaps you're now 


using it). 


PUNCH-BOARD sheets and fixtures 
show a 40%, profit. For extra sales—you 
can sell large quantities to local merchants 
for display. 

Large Sheets—up to 48" x 96"—are 
also available, and we cut, paint and 


frame Punch-Board to order. 


PUNCH-BOARD and similar products 
are now being vigorously advertised in 
every possible media. Your customers know 


about it and are ready to buy. 


BE THE FIRST TO IDENTIFY YOUR STORE 
WITH THIS NEW PROFIT-MAKER! 


aaaee===MAll THIS COUPON TODAY! <-<<-<= 
mem 6}. P. DENTON, INC., Lincoln & Tufts Sts., Boston 11, Mass. 


Please rush samples and information about your 





PUNCH-BOARD merchandising plans to help us 
s boost our "Do-it-yourself" program. 
; Name 
‘ 

| P DENTON INC. : mi 
' 

t e Dep't. PB-! 5 Sires! 
LINCOLN & TUFTS STREETS, BOSTON 11, MASS. ‘ City_____ Zone ___Stote _ 
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McGill ‘CANT MISS”’ 


mouse & rattraps _ 


Today For 
Complete 
Information 


McGILL METAL PRODUCTS CO. 












MARENGO-ILLINOIS 








WROUGHT IRON LEGS | 


"Do It Yourself'' Tables, Beds, etc. 


*e 
| | 42” Steel 
* 
i? 
* 
Cj 
Aes 


Angle Tops 


* 
Extra 
Welded 
Braces 


+ 
Rubber 
Tips 


ke 
4 Styles 
* 

5 Sizes 
6” to 29” 
& 
List from 
#1 $5 — $10 #3 
Order from your jobber 
Representatives: Some territories still open 

For additional information 
write to: 


H & S ROD IRON 


DINETTE COMPANY 
Sales Representative: MARK MINKUS 
81-19 264th Street 
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Floral Park, i. |., N. Y.| 


T’S NEW 








lay or contactor. Can be mounted 
on appliance chassis with one or 
more rivets or and has 
easily accessible terminals for sim- 


screws 





plified wiring. Positive snap-action 
eliminates interference in radio 
and TV _ reception. Thermostat is 
available with a single pole, single 
throw or single pole, double throw. 
Westinghouse Electric Corp. 


For more data circle No. 38 on postcard, p. 137 


Oil Heaters 

Two new models have been added 
to master circulator line of oil heat- 
ers. Model 880 (illustrated) is a 
53,000-BTU output unit retailing 
for $79.95. Louvers in face panel 
give a four-way stream of radiant 
heat for quick warm-up. Model 
870C is a 50,000-BTU output unit 





retailing for $69.95. Both models 
have fuel air control which auto- 
matically adjusts draft for most 


efficient combustion; 5-gal. fuel] 
tanks; hinged front lighter doors 
which permit installation almost 
anywhere, and shadowed mahogany 
baked enamel finish. Power blowers 
and automatic controls are optional! 
Coleman Co. 


For more data circle No. 39 on postcard, p. 137 


Utility Pad 

Called Duz-it, this utility pad has 
cotton tufted surface fused to a 
backing of foam rubber for vibra- 
tion-absorbing softness. For dust 
ing and polishing, pad is 5x7 in 
and comes in red, green, yellow, 
white, sandalwood and dusty rose. 
?ad is washable and durable under 
average care. Individually packed 





in sealed polyethylene bag, attrac- 
tively imprinted, pad retails for 
29¢. Shipped 24 units in assorted 
colors in a carton which converts 
into a counter display. Crown Rub- 
ber Co. 


For more data circle No. 40 on postcard, p. 137 


Soldering Gun 


Standard model soldering gun 
for homeowner and hobbyist does 
all types of soldering from repair- 
ing electrical appliances to patch 
ing downspouts. Model 250A, it 
heats in five seconds and is easy to 
operate. Tip-fastening arrangement 
assures full, constant heat by elimi 
nating contact resistance and oxi- 
dation. Pistol-grip is centered un 
acer housing for better balance 
Twin spotlights permit accurat« 


HARDWARE AGE, APRIL 1, 1954 





apres 








soldering 
Low-cost. 
can be 

piaces. In 





ard tip : 
extra cu 
Weller E 


For more d 


House 
Added 


househo! 
deluxe t 
off for u 
ity cart 
shelves ; 
with 7% 
tubular 
and 4-) 
enamel 

step sto 
gray cr} 
are $12 
Zone 1 

8-S, re 
higher 

Corp. 


For more 


Hack 

As ; 
this N« 
regula 
at $2.9 
gin mé 
comple 


HARD 





f 


fue] 
doo} s 
almost 
logany 
lowers 
tional 


d, p. 137 


id has 
to a 
Vibra- 
dust- 
‘7 in. 
ellow, 
rose. 
under 
acked 


trac- 

for 
rted 
erts 
vub- 


». 137 











soldering even in dark corners. 
Low-cost. replaceable Wellerstrip 
can be eased through crowded 
places. Interchangeable with stand- 





ard tip are two accessory tips for 
extra cutting and smoothing jobs. 
Weller Electric Corp. 


For more data circle No. 41 on postcard, p. 137 


Household Furniture 

Added to 1954 line of Cosco metal 
household furniture are Models 8-W 
deluxe tray cart with top that lifts 
off for use as serving tray; 8-S util- 
ity cart with stainless steel top and 
shelves; and 4-M special step stool 
with 7% in. tubular steel legs and 
tubular back supports. Models 8-W 
and 4-M are available with black 
enamel legs. Duran upholstery. on 
step stool comes in coral, chartreuse, 
gray crystal and green. Retail prices 
are $12.95, $14.95 and $28.95 in 
Zone 1 for Models 4-M, 8-W and 
8-S, respectively; each model $1 
higher in Zone 2. Hamilton Mfg. 
Corp. 


For more data circle No. 42 on postcard, p. 137 


Hack Saw Frame 

As a Hardware Week special, 
this No. 48 hack saw frame, which 
regularly lists for $3.30, is offered 
at $2.99 with full retail profit mar- 
gin maintained. Frame is supplied 
complete with first-quality 10 in. 
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* Genuine 5” welded tubular steel legs 
with non-skid rubber tips. 


* Aluminized baked enamel finish. 
* Plastic covered clips on removable trays. 


* Available in two decorator colors— 
Mocha and Teal Green. 













FAIR TRADE RETAIL PRICE 


KING-SIZE TV TRAY 
Item #450 
Packed 4 to a carton. 
Shipping weight 
20 Ibs. 






or % Weer op 
‘S* Guardtiteed by > 
Good Housekeeping 


* 
*, * 
45 apycaristo 







Or NEI DYAN AC 


TV TRAY 
TABLE 


Now you have a whole new TV Tray market! Cus- 
tomers who already have the regular size Cal-Dak 
TV Tray Tables are your best prospects. They'll 
really appreciate the new, extra-roomy 2034” x 16” 
trays created from exclusive Cal-Dak dies, and the 
taller 25” high stand! 


KING-SIZE TV TRAY SET 91599 rx or rere 


Item #45. Packed 1 set to a carton (4 trays and handy storage rack) 
Shipping weight 23 lbs. 
Latest in the complete line of America’s most popular TV Trays 


CAL-DAK bw Two factories to serve you better bn 


Colton, California « La Porte, Indiana 
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HANSON 
Weighmaster 


Back Again . . . a Hanson bath scale! It’s all new—inside and out 
—a completely new design, yet built to retain all the accuracy 
and dependability that has characterized Hanson Scales for 





three generations! Scarcely more than two inches from floor 
to platform surface, the new Hanson bath scale is the finest 
scale of its kind...the low, wide base hugs the floor, has no 
tendency to tip or waver. The new magnifying lens with 
V-point indicator assures easy, accurate reading, and a tamper- 
proof zero-set offers fast, precise re-setting if necessary. 


MODEL 622—White and colors with chrome trim $7.95 
MODEL 633—Aill chromium $10.95 


Write for bulletin No. 450 or consult your jobber. 


IVT Ye) SCALE COMPANY 
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WHAT'S WE 


blade. Perfectly balanced, unit fea- 
tures fully guarded handle with 
unbreakable Tenite grips, and is 
adjustable for 8, 10 and 12 in. 
blades, which can be faced in any 
of four directions. Entire frame is 
polished and nickel plated. Millers 
Falls Co. 


For more data circle No. 43 on postcard, p. 137 








Cotton Rug Cleaner 


Efficient and safe cotton rug 
cleaner with applicator will remove 
all soil including spot-soiling. Non- 
alkaline, non-acid, cleaner is soap- 
less, fast drying and leaves no 
after-odors. Active lather suspends 
the soil for easy rinsing off by 


user. Cotton pile fluffs up and colors 
revive after cleaning. One gallon, 
costing $3.98, makes 5 gal. ready-to- 
use solution which cleans two 12x14 
ft. cotton rugs; % gal., costing 
$2.49, cleans 12x14 ft. rug. Both 
sizes come with long bristle appli- 
cator free. Glamorene, Inc. 


For more data circle No. 44 on postcard, p. 137 


Paint Roller Coaters 


Here are two new paint roller 
coaters. Gold Stripe roller is a pre- 
cision built lightweight applicator 
with plastic caps and bearings and 
an aluminum cylinder. Has no parts 
to rust or corrode. Plastic bearings 
provide smooth, silent action at 
maximum speed without spattering. 
Red Stripe roller has specially 
treated cardboard core, end cups of 
deep-drawn metal with rolled edges, 
and brass bearings. Both roller cov- 
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New G-E factory-packed 


assortment makes flashlight 
bulbs easier to sell 


Holds 60 bulbs, the 7 fastest selling types. 
Identifies them by number and base. 
Makes bulb selection easy with cell sizes 
plainly marked. 


Keeps stock neat. Display handles 95% 
of all flashlight bulb requests, ends big 
inventory problem. 


Bright orange and blue colors attract 
attention. Customers can’t miss if. 


Saves dealer time. Contains all informa- 
tion customer needs to make selection. 
Does everything but wrap up purchase. 


Takes much less than a square foot of 
counter space, measures 51/4"x5/2"x72". 


GENERAL GP ELECTRIC 





THE NEW GENERAL ELECTRIC factory -packed 
flashlight bulb display along with 60 bulbs (Assortment 
F-760) comes in this easy-to-stock outer carton. A re- 
tail price card is included to help make it even easier 
to boost your sales of flashlight bulbs. 


GENERAL @@) ELECTRIC 


HARDWARE AGE, APRIL 1, 1954 


*Federal Excise Tax (6.3%) not included. 


Lists at $9.10*, costs $5.46**, 


you make *3.64 








General Electric’s new Assortment F-760 brings new opportu- 
nities to make real profits from the sale of flashlight bulbs. It’s 
designed to give you good dollar return plus the maximum in 
turnover. Be sure you take full advantage of its sales potential. 
Ask your G-E lamp supplier for your Assortment F-760 today. 
**At 40% discount. 
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and makes 
find. Unit | 
@ For more information 
on these products and 
services use free post 
card on page 137. 
—_——— 
ers come in choice of wool, mohair 
or dynel. Retail price of complete i 


kit, including tray and cover, is 


and four 
sturdy, 0 
with cut 
tool secu 
rust-resi 





= "7 it meast 
EENY, MEENY, MINY... aa. 
Mfg. 

For more ¢ 
Here's Carrie Confusion making a “‘scientific’’ choice | $2.98 with Gold Stripe roller; $1.98 b 

of fasteners. It seems that she knows JUST what she wants but with Red Stripe. Pittsburgh Plate Base 
Harried Harry, our Hardware Hero, is having a | Glass Co. Leath 
For more data circle No. 45 on postcard, p. 137 has bee 


tough time figuring it out. So, he brings out a handful 
‘ je proved | 

Molding Cutter Knives 
Set of 26 molding cutter knives 
enables user to make thousands of 
standard and original molding pat- 
terns. Molds are designed to use 
106 of the most popular carriage, machine, lag and stove with Delta molding cutterheads on 


of assorted nuts, bolts and screws hoping to hit on a basebal 


fist full of satisfaction. 
This hit and miss system is now obsolete because the 


Bolt Bar answers Carrie’s questions. It displays 


bolt sizes. Color illustrations, bolt gauge, price tickets Delta and other makes of circular 
saws. Precision ground to exact 
dimensions from high alloy steel, 


Write today for complete in- > kee blades cut smoothly and rapidly; 
formation on this beautiful ET aa edges can be easily honed by whet- 
addition to your store. j SS a Za 


\ 

ae e | j =. Ee. ~ fo. & s a 

The LAMSON & SESSIONS @. a Ag | cExeesKAr 
1971 West 85th Street ( el / 


SS 6G 6 SS 6S et 6S eS 
Cleveland 2, Ohio 


—_ . | s ~~ - 
Plants at Cleveland and Kent, Ohio «: - os p. } made 
Birmingham + Chicago ‘ — "eo Lo 6 L lock s 


and carry-home bags help Carrie Confusion help herself. 


| ting on flat side until sharpness is 





SS SSS SE oS es es ee for | 
K \¢ i .. q eos rubbe 
ey é E Bb iS spike 
| oe eB ee ee inclu 
For m 
restored. Sets can also be used on 
radial saws and shapers. Complete Bor 
106 most populor sizes line now includes 53 cutter knives. H 
The modern way to sell bolts and nuts Delta Power Tool Div., Rockwell trate 
Mfg. Co. sill 








For more data circle No. 46 on postcard, p. 137 
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Garden Tool Holder 


Carlco tool holder for garden or 


household tools mounts to any wall 
and makes tools handy and easy to 
find. Unit is designed for five large 





and four small tools. It features a 
sturdy, one-piece metal construction 
with cut-out clips that hold each 
tool securely in place. Finished in 
rust-resistant garden green enamel, 
it measures 64%, x 33 in. Carlisle 
Mfg. Co., Ine. 


For more data circle No. 47 on postcard, p. 137 


Baseball Shoe 

Leather upper shoe, the DAL2, 
has been added to 1954 line of ap- 
proved equipment for Little League 
baseball teams. Uppers of shoe.are 





made of high grade leather with 
lock stitch construction throughout 
for long wear. Shoe has molded 
rubber sole and rubber baseball 
spikes. Available in sizes 1 to 10, 
inclusive. Draper-Maynard Co. 


For more data circle No. 48 on postcard, p. 137 


Boring Jig, Power Bits 


Here are a boring jig B110 (illus- 
trated) and power bits designed as 
installation aids for residential lock- 
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GRAINGER'S FAST 
SUPPLY SERVICE 








DALTON 
JIG 
SAW 








No. 
1Z584 








_WINDOW 
































PORTABLE ELECTRIC JIG SAW 


Rugged. versatile, reciprocal-action 
DALTON power saw. Cuts any 
shape or material. Rips or cross- 
cuts 2 x 4's. Pistol grip handle. 
Makes own starting hole on inside 
cuts. Powerful, precision-built Day- 
ton motor, 115 V, AC-DC, with 3- 
cond. cord and switch. 5 easily- 
changed blades. Aluminum hous- 
ing 942" high. Wt. 5 lbs. List $44.95. 


MOTOR LINE~LOW PRICES 


Hardware dealers use Grainger as 
their local source for Dayton work- 
shop tool and general use motors. 
No. 4K15]1 (illustrated) is the 1/2 HP 
capacitor motor that has every fea- 
ture tool buyers ask for and is low 
priced for easy sales. Other Dayton 
motors from 1/100 HP to 60 HP for 
tools, appliances, pumps, compres- 
sors, fans, etc., also available from 
your Grainger Warehouse. 


DAYTON 20’ 2-SPEED WINDOW FAN 


Your lowest priced, quality built 2-speed 
20” window fan. Provides cool, refreshing 
room comfort on hottest days and nights. 


Exhausts either 3000 or 1540 
CFM. Quiet 20°’ blade 
powered by 1500/1000 RPM, 
115V, 60C fan motor. 22” 
H x 30%” rolled edge steel 
panel extends to 39'2". 9” 
deep. Baked-on ivory finish. 
Chromed guard. 12 ft. cord 
with 2-speed switch. Und. Lab. 
App'‘d. Wt. 29 lbs. No. 4F245. 


+ 








WHOLESALE CATALOG FOR DEALERS 
Please Request on Your Business Letterhead 
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WAREHOUSES IN 49 MAJOR CITIES —SEE PHONE BOOK FOR LOCAL ADDRESSES 





SENSATIONAL 


LOW-COST 
ALL-STEEL 








Here’s a new winch for portable or stationary 
use in farm or general purpose work. Selling | 
features that appeal: made of steel stampings 
for uniformity and smooth operation . . . gear 
ratio of 3 to 1 . . . mechanical advantage of 
38 to 1 with empty drum, 9 to 1 with full drum 
. . easily taken apart for servicing . . . simple 
to dismount for moving . . . concealed internal 
gears guard against injury to hand or damage | 
to rope . . . spring-loaded ratchet lock insures 
safe operation and permits mounting in any | 
position. | 





UNIVERSAL WINCH STAND 


The Fulton 280 Winch Stand 
provides a simple, inexpensive 
way to mount winch on any 
boat trailer, or any applica 
tion requiring additional clear 
ance for handle to turn. Made 
of heavy gauge steel — die 
formed channel shape for ex 
tra strength. A rope cleat pro 
vides an extra safety feature 
Finished in durable green 


baked enamel 
$5.00 


Model 230-A — capacity, 1,000 Ib., § 
30 ft. % in. rope. List, ea. 9.70 


11.75 | 


Model 245-A — capacity, 1,500 Ib., 


ao 5O. 45 ft. % in. rope. List, ea. 


List, ea. 


FULTON TRAILER COUPLINGS | 


NEW 


Type L-2, 6,000 Lb. 





No. 0-7 TRAILER COUPLING 





LOAD CAPACITY 
This unique lever action coup- 
ling provides fast, positive op- 
eration and adequate take-up for 
wear. Automatic safety latch pre- 
vents accidental uncoupling in use. 
Made of pressed steel — 2 in., one- 
piece steel ball with heat-treated bolt. 


Weight, 61/2 Ib. List, ea. $9.35 





All Fulton trailer coup- 
lings feature strong, weld- 

construction, heat- 
treated bolts, easily-operated hand 
wheel, positive safety latch, and die- 
formed steel balls. 


No. A-6 8,000 Ib., capacity. List, ea. ...... 9.35 
No. B-6 6,000 Ib., capacity. List, ea. ........$7 
No. 0-7 (shown) 4,000 Ib., cap. List, ea. 43 
No. 0-6 For 2” pipe tongue. List, ea. ......$4. 





All prices slightly higher west of the Rockies. Send for FREE Catalog. 


THE FULTON COMPANY 


1912 $.82nd Street, Milwaukee 14, Wisconsin 
In Canada: J. C. Adams Company, Ltd., Toronto, Ontario 
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WHAT’S NEW 


sets. Boring jig is designed to sim- 
plify alignment of lock case and 
latch bolt holes for accurate boring. 
Guide holes are steel lined for long 


wear. Jig is quickly adjustable to 
any door thickness. Power bits B102 
and B104 fit any standard brace or 
power drill, cut clean hole, and are 
made of special tool steel, ground 
and tempered for long life. Western 
Lock Mfg. Co. 


For more data circle No. 49 on postcard, p. 137 


Revolving Parts Bin 

Called Spin-A-Bin, this revolving 
parts bin comes in two sizes of 
welded 


heavy steel construction; 





four-tier size has 20 divided sec- 
tions, three-tier model has 15 di- 
vided sections. Larger bin is 18% 
in. high and 121% in. in diameter, 
and retails for $10.95. Smaller bin 
is 14% in. high and 12% in. in 
diameter, and retails for $8.95. 


HARDWARE AGE, APRIL 1, 1954 








Display 
Window 
Floor, 0 
Countet 
Use! 








thous: 
factor 
ket th 
wheel 
are! 
men 

wheel 








For Easy...Steady...Year-Around VOLUME... 


Sell Protitable SMALL WHEELS/ 


Display Ideal For 
Window, 
Floor, or 
Counter 


. | A oo Assortment No, 100 
al Le <x “= WHEEL 
_.. DISPLAY 


—=~* Here's What 
)—— You Get: 


ALLIED Assortment No. 100 Contains: 


ice or . f 
d are 
‘ound 
stern A hae 

Cas, Weve 26 WHEEL S = two each of 13 

_— M4 popular sizes ALLIED small wheels (5” to 12” 
On the BIG rast Growing Dia.) with standard 1/2’ calle Gaines 
Do It Yourself Market ° 6 —Each, Bushings for reducing to 7/16’ axle bore. 


ving @® NOW- Just a small investment puts you into 6 —Each, Bushings for reducing to 3/8’’ axle bore. 


; of the profitable small wheel btsiness—with this 1—Complete Wheel Display in attractive colors, 
ion; NEW display that really sells °em fast! There are overall size: 27’ x 19%" 13” A rs 













to sim- 
ase and 
boring 
for long 






















ole to 
B102 
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thousands of uses for small wheels—in homes, ap apa in 
factories, schools, farms — a huge untapped mar- 
ket that’s yours for the taking by placing ALLIED AVAILABLE ONLY 
wheels on display in your store NOW! People THROUGH JOBBERS! 
are “rolling” minded — hobbyists and home crafts- 

men are henenian for them—and remember, EACH BOXED 
wheels are usually sold in pairs [or 4’s]—the turn- INDIVIDUALLY 


over and profits will really 


4f ==" ] surprise you! . 
J _ Display and SELL... 
(- = Quality Made, Popular Priced ALLIED Wheels! 
: f @ As wheels are sold, replacements can be obtained easily and quickly from 
i your jobber. ALLIED wheels are individually boxed, each clearly identified 
as to Size and type—enabling easy stocking and ordering—simplified hand- 
| ling and selling. 


Start Profits Rolling-Order From Your Jobber Now! 


Whole Assortment MuLiiUMe) 2M elas ae ee 
( Packed in Handy ALLIED WHEEL PRODUCTS, Inc. 




























E E Dept. A © 27 Broadway -¢ Toledo 4, Ohio 
Shipping Carton ! Please rush prices, discounts, and details at once to: 
One compact, handy carton | NAME 
brings you this complete As- 
sortment and the Display. | ADDRESS 
Conserves space and freight costs. ] 
CITY STATE 


Allied Wheel Products, Inc. sdimaeai 


27 BROADWAY * TOLEDO 4, OHIO a | 











eee eee eee 
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WHAT'S NEW 


Easy working ball bearing revoly- 
ing mechanism makes all divided 
sections quickly and easily acces- 


ELECTRIC 
HOUSEWARES 





sible. Bin saves floor space, labor 
and time, and can be used in stores 
and home workshops. Walker Bag 
Co. 


Fully For more data circle No. 50 on postcard, p. 137 
e 
Automatic | Fly Killer 
Electric Rid Flytrap uses a_ chemical 
| called Fly-toxin to lure and destroy 
Percolators | flies. Trap is made of light, durable 


STANDARD 
8-CUP 





THRIFT-O-MATIC 





plastic, with a standard metal riny 
which is attachable to any throw 





No Wonder They Sell So Fast! away jars of the mason or mayon- 

naise variety. Packed 1 doz. in a 

The line that puts your Department on a steady, | display box, and 6 doz. in larger 

growing, profitable basis! Beautifully designed to sell cartons, Flytrap retails for 49¢. 
in volume ... Priced so they DO Sell in volume! Be | Triangle Mfg. Co. 

the leader with these EMPIRE Leaders! For more data circle No. 51 on postcard, p. 137 


NEW “EMPIRE” Automatic Percolators—in distinc- 
tive design... with the FLAVOR SELECTOR! Makes Nylon Starter Cord ® Fo 
YOUR coffee as YOU like it! 


esl , For outboard motors and power in 

New = ee nod —— lawn mowers, this 100 pct nylon Si 
ee Tae eee starter cord is made of solid ‘ “ 
AND—The NEW Chromed Copper 8-Cup exquisitely | braided sash pier py a 5 
designed Automatic Percolator with ALL these Sales- | and is a full 3/16 in. in diameter oa 
Building Features: in 
® Fancy Non-Drip Teapot-Style Spout— °o 

® Flavor Selector ... Coffee as YOU like it! ... p 

® Signal Light! d 

No. 2012—Priced for VOLUME Only $21.95 S 
b 

WRITE TODAY—For Catalog & Prices ‘ 

i 


200 Fifth Avenue Merchandise Mart 
ave TWO RIVERS, WIS. 


New Chicago 
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For the 14” electric drill owner 


Let him see the 
ALL-NEW Snell 
8 piece, self-selling 


® Faster, cleaner boring 
in all wood, plywood, 
pressdwood, plaster, 
plastics, etc. 

® Bit sizes: 4" - % 
3" - %" - %e" - 1". 

® Perfect for — boring overhead — at an angle — 
in hard to reach spots — mortising — doweling. 

® Bits packed and protected in handy permanent 
plastic case, in eye-catching orange and blue 
display box, with instruction booklet. 


Sell Your Customers SPEED-BOR—the 8 piece 
bit set that makes any electric drill eight times 


as useful! 
SNELL DIVISION, 
PARKER 
MANUFACTURING CO. 


WORCESTER 1, MASS. © U.S.A. 


“u“ TAL 


/2 
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Tic 


Cor’ LATCH 


FOR WOOD OR ~~ 
METAL CABINETS 






“only 





Now... America’s 








largest-selling magnetic latch 
at this amazingly low price! 


49° 


Positive, lifetime power... . 
, I list! 


modern, trouble-free design 
... priced to produce steady, 
high-volume sales, satisfied customers. On every 
count, Leco-Latch is right for you, whether you’re 
selling or building! It’s the catch that never misses. 
CONTRACTORS— Write today for descriptive litera- 
ture and the name of your nearest distributor. 
DEALERS— Ask your distributor about the sensa- 
tional Leco-Latch INTRODUCTORY PACK with 
FREE counter merchandising display. 
DISTRIBUTORS — Write for Leco-Latch sample, lit- 
erature and discount information. 








HARDWARE DIVISION 


LABORATORY EQUIPMENT CORPORATION 
02 HILLTOP ROAD, ST. JOSEPH, MICHIGAN 











REVOL IONARY 
& 
8 _ 
506-4 w 
' 
5 * O 
The newest and only 
greatest development in . T 2 ¢ 
low-cost cupboard and cabinet . 
latches! Leco-Lon is formed of rug- list! 











ged Nylon, is virtually indestruct- 

ible. In laboratory tests, latch has been open and 
shut well over 100,000 times without wear or ad- 
justment. Leco-Lon Latches can be dyed perma- 
nently to any desired color in a few minutes. 





—P (% 993 

COLORFUL \ “2 . 

inline sh > 4) Write for 
display carton FREE 
Compelling red-and-white 
iota po atin LECO-LON 
dising carton. Shows 
latches in assortment sample and 
of color possibilities. 
A stimulating point-of- LITE RA TURE! 
sale promotion. 





HARDWARE DIVISION 
LABORATORY EQUIPMENT CORPORATION 
1O2HILLTOP ROAD, ST. JOSEPH, MICHIGAN 
Canadian Licensee: K.N. Crowder and Company, Lid.,104 Jarvis St., Toronto, Ont, 
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12 Proved Profit-Makers | 


for Every Dealer! 





comme! 


KESTER 
SOLDER 


KESTER ©: KESTER 


METAL MENDER f RADIO 
» SOLDER & SOLDER 


~i9 


‘ KESTER 
SOLDER 


obits ORE 
° KESTER ° e 
ACID-CORE SOLDER 


General Work; 
1 and 5 Ib. spools 


° @ KESTER © 
RADIO SOLDER 
Resin-Core for 

everything electrical 


© KEsTER PLasTic ° 
ROSIN-CORE SOLDER 
Radio-TV, etc. 

1 and 5 Ib. spools 


KESTER 
METAL MENDER 
Acid-Core; 
25c package 








KESTER 
SOLDER 













© KESTER 0° KESTER KESTER KESTER ° 
“RESIN-FIVE” SOLDERING PASTE SOLDERING PASTE SOLDERING FLUX 
SOLDER Handy 2 oz. tin 1 Ib. economy size (Liquid) 












More active flux; 
1 and 5 Ib. spools 


All-purpose; 
4 oz. bottles 































mz 
“SOLDERING 
SIMPLIFIED” 
Free: 16-page booklet 
for your customers. 
‘Tells ‘em 
how to do it.’’ 


@ KESTER , 
SOLDERING SALTS 
1 Ib. cans; 
**Just Add Water’’ 


© KESTER © 
BAR SOLDER 


Convenient shape; 


o —=hCgester = 9 

SOLID-WIRE SOLDER 
True alloys; 

1 and 5 Ib. spools 




















Your Customers know KESTER... 
Makes it Easier to Sell! 
Nationally advertised . .. nationally known 
..» Kester Solder enjoys real customer acceptance. 
EA Confidence in any product means greater sales; 
stock Kester and you'll really profit! 


Cash in on the Home Repair Market! 
More and more, the “man of the house” is turning to 
repair and hobbycraft work for economy and relaxation. 
He needs solder . .. and Kester’s “Soldering 
Simplified” booklet tells him how to use it. 
Get your free copies right away! 


KESTER SOLDER COMPANY KESTER 


4207 Wrightwood Avenue, Chicago 39 
Newark 5, New Jersey © Brantford, Canada 


Sell KESTER and you sell the BEST! 


SOLDER 
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WHAT'S NEW 


@ For more information 
on these products and 
services use free post 
card on page 137. 








It has a large, easy to grip handle 
and more than 700 Ib. tensile 
strength. Cord is highly resistant 
to abrasion and its elasticity helps 
absorb the initial shock when turn- 
ing over the engine. Comes in at- 
tractive package colorfully im- 
printed. Puritan Cordage Mills. 


For more data circle No. 52 on postcard, p. 137 


Butt Marker 


Designed to cut perfect mortises, 
new butt marker has three cutting 
edges, and is handy and easy to use. 





Available in three sizes for stand- 
ard butts: Nos. 373—3”", 37312— 
3%” and 374—4”. Individually 
packed in handy red plastic carry- 
ing case. Wood block permanently 
fastened in case protects cutting 
edges of tool. Retail price is $1.50 
each. Stanley Tools. 


For more data circle No. 53 on postcard, p. 137 


Jig Saw, Drill Special 
During Hardware Week, a do-it 
jig saw will be offered at a special 
price in combination with a ¥4-in. 
drill and drill stand. Jig saw is 
powered by the drill, and no extra 
motor is required. Saw cuts 2 in. 
wood to the center of a 28 in. circle. 
Blade turns 90° for cutting long 
stock; overarm removes for saber 
sawing and filing sticks. Drill is a 
Ball-Rite 44 with geared chuck and 
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= IZ atkle 


GS — BAITS, ETC. 


_ LINES — PLU 
REELS EIN YOUR LOCALITY 


RODS — 

















OR 
Dp handle OF ANY sT 
tensile G-10 
sey YOU can have a greater variety —a more GALVANIZED, 10-QT. 
be ail, comprehensive showing of spinning tackle ‘LIFETIME’ FLOATER... that sets 
i he ak —and still carry a smaller over-all stock Just check the quality..compare the better 
“aren by concentrating your buying to this single un Conan is teem the HIGHEST 
\ steel construction that adds strength and 
fills. source. unlimited durability. With trofling ring for 
sail 137 ? rear adaptability. Yes, Compare the 
a This means faster turnover. And you'll save there's Sesaones oseal — eee 
valuable time and cut your costs—all with- its quality! Packed 3 to a Carton. 
out any impairment of the quality and the of 
ortises, service you provide your customers. 
° a 
cutting TRYON is headquarters for nearly all na- QUALITY 
y to use. 











tionally known and advertised makes of 
Spinning Reels, Rods, Lines, Lures, etc. 


In Spinning Reels alone we carry approxi- 
mately 26 different makes. 


ENTIRE 
INDUSTRY! 


The best of both American and foreign 
manufacture. 

Make TRYON your source of supply for 
Tackle and all other fishing 
<a products. 
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for Big Spring Sales 

Big Summer Sales 
Year ’Round 
Gift Sales! 


PATIO 
GARDEN 
BELLS 


WITH THIS BELL YOU CAN make every 
outdoor meal a festive occasion; call 
guests to the outdoor grill, cali the 
children. It's a real “Come and Get It" 
Bell; a real ‘Chow Down" Bell; a Barbe- 
cue Bell that's a must for every outdoor 
party. 


This Big 6-inch solid brass bell is highly 
polished, lacquered and packaged in 
an attractive display box. Suggested 
retail price is $6.49. 


Bells are individually packaged, fully 
assembled with ‘Good Luck" horseshoe 
bracket attached. Send for additional 
information NOW! 









BEVIN BROS. MFG. CO. 
EAST HAMPTON, CONN. 
Sales Agent 
JOHN H. GRAHAM & CO. INC, 
105 Duane St., New York 8, N. Y. 











< _. 
Oe ap 


YOU'LL FIND IT 
PROFITABLE 


to send us your Fence and 
Metal Specialties orders 









To cash in on this easy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 
share? Write for catalogs today. 


HM ta 


lron Picket Fence 











Stewart Iron Railing 


OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 
Settees 
Window Guards 





Stewart Chain Link 
Wire Fence 


THE STEWART IRON WORKS CO., INC. 
2137 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 

P IRON 

Tew 


and 


WIRE 


4 | 3 oe a OF OE 
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BWHAT’S NEW 








Perm-Align gearing. It can also be 
used for drilling, polishing, sand- 
ing, buffing, etc. Complete package 





is valued at $56.15, but will retail 
for $49.88 during Hardware Week. 
Cummins-Chicago Corp. 


For more data circle No. 54 on postcard, p. 137 


Wheelbarrow Sprayers 
Five models of wheelbarrow 
sprayers feature large capacity 
spraying while maintaining overall 
width of 18 in. Pressure tank as- 


semblies and wheels vary with 
model. No. 200 and 205 have 12 gal. 
capacity spray solution tank of 


heavy Armco Zinc Grip galvanized 
steel and a steel, dasher type agi- 
tator. No. 210, 215 and 220 have 18 
gal. capacity spray solution tanks, 
longer hoses and extension rods 
than other two models. All models 





have tubular steel frame and brass 
pump assembly. R. E. Chapin Mfg. 
Works, Ine. 


For more data circle No. 55 on postcard, p. 137 


Polyethylene Container 
Unbreakable polyethylene 
tainer for home use in storing and 
freezing foods in refrigerators and 
freezers comes in pint and quart 
See-Safe box is rigid and 
with colorful lid that fits 


con- 


sizes. 
comes 


tightly over container, eliminating 
freezer burn. Keeps foods fresh and 
clean and retains moisture inside 
box. Can also be used for storing 
thread, needles, and other small 
items. Pint boxes are packed four 
in re-usable outer flexible polyethy- 
lene bag which retails for 98¢; two 


= 


‘ eoxes 





quart boxes are packed in same size 
bag which also retails for 98¢. Mehl 
Mfg. Co. 


For more data circle No. 56 on postcard, p. 137 


Portable Band Saw 

Model 524 Porta-Band saw is a 
completely portable electric metal- 
cutting band saw that weighs 16 lb. 
and measures 7! x 7% x 19% in. 
It can be operated free-hand in any 
position — overhead, vertically or 
close to floor. Has a stock-cutting ca- 
pacity up to 314x4\, in. Housing is 
rugged die-cast satin finished alumi- 
num. Blades are available in range 
of 6 to 32 teeth per in. for all types 
of cutting. Motor is Universal 115- 
volt AC controlled by trigger switch 
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NEWEST MEMBER 


OF A 


FAMOUS FAMILY... 


The newest member of the fastest selling lawn and 
garden equipment line in America. 


Stocking the new Jackson 2-in-1 Spreader-Cart is like 
selling salt-water taffy in Atlantic City! Everyone will 
buy because they know how good it will be. 


Your customers are pre-sold on Jackson quality, and— 
as if this customer acceptance were not enough—this 
brand new, 2-in-1 marvel has all the many useful, 
economical features that will sell it on its own merit. 
With a flick of the wrist, the 2-in-1 can be used as 


either a spreader or a cart! 


JAX DELUXE 





When it comes to wheelbar- 
rows, this Jackson beauty is an 
all-time home favorite! Sturdy, 
tubular steel sectional handles; 
square front tray supported by 
front braces...a Jackson 
FEATURE. Carefully engi- 
neered design for better 
balance, easier handling. 
Comes knocked-down", saves 
you space. 


LAWN ROLLERS 


Cy 


Available in a variety of types 
to fill customers’ every need. 
Drums are of heavy gauge 
steel, electrically welded, with 
rounded edges that will not 
cut the sod. Equipped with 
removable plugs for sand or 
water ballast. Adjustable 
scrapers are made of sturdy 
channel steel. 


*2-in-1 Spreader-Cart and Jax Deluxe are shipped one or three to a carton. 


Jaekson MANUFACTURING COMPANY 


HARRISBURG, PENNSYLVANIA 


Oldest and largest wheelbarrow maker in America 
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It's New for 7954 


Finger tip throttle 
_——————" Engine burns regular 


gasoline. 





Comfortable sea-foam 
rubber, durable seat. 








Bicycle type 
steering. Two front 
wheels for balance 


Power to cut on 
hillsides and slopes. 







i Four safety hinged 
cutting arms. Cuts full 
two foot swath 


Conveniently placed control 
Chain drive — 5 m.p.h. forward: levers. Cutting blade can be 
4 m.p.h. reverse. disengaged. 


FORWARD --- NEUTRAL --- REVERSE 


Cut close into tight spots, then back out under power. 

It’s the best looking, most rugged and fastest 
riding-mower on the market. 

The RANGERIDER lets you go after the big 
sales to park boards, cemeteries, country clubs, 
estates, industrial sites, etc. 

Compare the features and price of the 
RANGERIDER and you will see why it’s the 
best buy and a profit producer for your 
customers and you. 


For additional information and prices contact your local 
jobber or write direct. Distributor franchises available. 


NATIONALLY ADVERTISED 


= 


{elo} | MANUFACTURING CO., INC. 


127 East Eleventh St. 


Baxter Springs, Kansas 











WHAT’S NEW to tur 


@ For more information on these products and services 
SELLS use free post card on page 137. 











EXCITING located in convenient loop handle and has more than 150 sq. in. of LA 


NEW and equipped with built-in 10-ft. non-skid flat rubber to prevent slid- 
electric cord. Porter-Cable Machine ing on any type floor. For spastic 


PLANTABBS =| co. ot 


PACKAGE! For more data circle No. 57 on postcard, p. 137 


Invisible Moth-Proofer 


98 ero 
Means More Profit! Dynol push-button invisible moth- 
Get on the bandwagon. Stock proofer is effective on wool cloth- : 
Plantabbs! Show ’em! Now— ing, rugs, upholstery and blankets. 


with more regular LIFE ads to 


: Money-back guarantee promises 
back you up all year ’round 


‘ urchaser full year’s moth-pro : 
you'll sell more than ever before! = & ; . uel 
Wits for new dieplay cavten...er Used as directed, Dynol kills moths, 
contact your wholesaler! Quick! eggs and larvae, does not stain or 











FULTON’S discolor, and leaves no white depos- Sach 
its. Sprayed 2 ft. from the fabric colo 
PLANTABBS at the rate of 25 seconds a square selli 
card 
COMPLETE PLANT FOOD TABLETS conditions and other afflictions, 
ae Se eh wiit can be attached to toilet seat PLY 
fittings. Self Ease Units, Inc. 
For more data circle No. 59 on postcard, p. 137 LAV 
Left Handed Ironing Table In beautii 
F 7 featherwel 
This left handed model Rid-Jid cap for q 


Knee Room all-steel ironing table 
is designed for the more than 7,- 
500,000 left-handed women in the 
U. S. Table offers comfortable sit- 
down ironing and has all the many 
features of the original Knee Room 
table. It has s-shaped chrome legs 
that provide a large open area for 





E.7° 
ee 


yard, it moth-proofs for an entire 
year. Jumbo 12 oz. can retails for 
$1.95. Free counter display card 
cali and window banner with each 1 doz. 


by Experiment carton. Bostwick Laboratories, Inc. 
Stations and For more data circle No. 58 on postcard, p. 137 

















Extension 
Services 
Finest knapsack sprayer made. Pump lever 
develops high pressure with little effort. Zinc- Safety Bathroom Frame 








grip steel or copper 
tank is air condi- 
tioned and form fit- 
ting and prevents 
dampness touching 
the back. Adjustable 
brass nozzle for 20. 
30 ft. stream ofr 
short, fine spray. For 
all spraying, includ- 
ing weed and brush 
control 


For persons who need side bars 
to assist them in getting to and 
from the toilet, this Self Ease 
safety bathroom frame is sturdy, 
rigid, portable and provides stable 
hand-grips and arm rests at the 
toilet. Heavily chrome-plated on 1 : , 
D. B. SMITH & CO. in. tubular steel, it is adaptable to =r knees, yellow top, 10 height 
all sizes and types of toilets, and adjustments, and open mesh steel PLY 
adjusts in height to fit user. Unit top. J. R. Clark Co. 


F : For more data circle No. 60 on postcard, p. 137 
need not be anchored in tilework (Resume reading on page 13) 


- PLYN 


23 or tre 







426 Main $t., Utica 2, N.Y. 
“Originators of Sprayers” 
Canadian Rep. G. Lt. Cohoon 

1265 Stanley $t., Montreal 2, Canada 
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Plymouth shows you pant 
to turn PLASTIC into, Gold! 


* \ 


Plymouth’s New ost 
PLASTIC 


| Quality that tops them all! 
ai Prices that meet popular demand! 





” appeal that clinches sales! 







Each length is 
mounted on a 
colorful self- 
selling display 
card. 


PLYMOUTH 
LAWN SPRINKLER 


In beautiful, sparkling TRANSPARENT green. Flexible, 
featherweight, durable. Always lies flat. Special metal end 
cap for quick flushing. 


Suggested Retail 25 ft. $3.75 


WORTHMORE 
GREEN TOP 
LAWN SPRINKLER 


Green side up for sprinkling, red 
side up for soaking. Electronically 
sealed for longer wear. End clamp 
for easy flushing. 


Suggested Retail 25 ft. $2.98 


. . . and for the best in 
PLASTIC GARDEN HOSE 
ask your jobber for 


PLYMOUTH or WORTHMORE Featherweight in opaque 
. * or transparent Vinylite. 








PLYMOUTH RUBBER COMPANY, 


Originators of Plastic Garden Hose 
CANTON, MASS., U.S.A. 


INC. 
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Get your Parker 
line out early 


From the time the snow melts, early-bird dealers will be 
showing and selling Parker Lawn Sweepers. For the new 
*54 Parkers have sell-on-sight features to make any home- 
owner lawn-beauty hungry. And it’s a proved fact that this 
line is as good for Spring cleanup as it is for Summer lawn- 
grooming and Fall leaf-sweeping. But customers won't bite 
until the bait’s in the stream of traffic. So display those 
Parkers early! Open the season and catch your limit of 
sales and profits. 


WE'RE STOCKING THE COUNTRY 
WITH PRE-SOLD CUSTOMERS 


The most powerful Spring advertising 
campaign in lawn sweeper history— 
reaching more than 16,625,000 homes 
from coast to coast—will be telling 
your customers about Parker Beauty 
Treatments. Hard-hitting ads in BET- 
TER HoMeEs & GARDENS, AMERICAN 
HoME, NEWSWEEK, NATIONAL GEO- 
GRAPHIC, HOUSE BEAUTIFUL and 
FLOWER GROWER—plus participation 
in the big IRHA Hardware Week 
spread in the SATURDAY EVENING PosT 
—open your big Spring selling season. 





WORLD'S BEST BAIT . 
PARKER’S TWO DEMO DEALS 


Once the customers get their hands on 
a Parker—you'll reel in profits in a 
hurry! Two generous demonstrator 
plans make it easy for you to display 
and demonstrate Parker Lawn Sweep- 
ers—on a free or rental basis. So write 
for the facts now. Stock up on your 
best customer bait— Parker Sweepers. 


PARKER BARKERS MAKE MONEY! 


Participate in Parker’s demonstrator 
plan and become a member of the 
world’s most distinctive fraternity, the 
Parker Barkers. 








LAWN SWEEPERS 


Parker Sweeper Company, 24 Bechtle Ave., Springfield, Ohio 
167 











INCREASE Your Home Workshop SALES| 
with this POPULAR WOOD SCREW ASSORTMENT) 


Approximately 200 bright 
zinc plated wood screws in 
9 popular sizes come in this 
clear plastic, double duty 
tackle box. A separate bin 
for each size. 





Priced to retail 
under $1.50 


Ideal for use by home craftsmen, "do-it-yourself-ers" handy 
men and carpenters. This convenient assortment and attrac- 


tive container will sell itself. 





Packed 5 to a package ORDER FROM 
Weight 5'/2 Ibs. per package YOUR WHOLESALER 
20 packages to a Case—120 'bs. 





ATLANTIC SCREW WORKS, Inc. 
85 Charter Oak Ave. Hartford 1, Conn. 


RIP ¢ DINTITE : 


WRENCHES 






















FINEST QUALITY 


STEEL SHANK WITH THE EASY "FINGER-CONTROL” 

AND SLEEVE ‘ | 

neue seit GRIP AND RELEASE ACTION ; | 
. «“ FOR THOSE a 


rasttONS ove HARD-TO-GET-AT PLACES — 


— 


STEVENS WALDEN Inc 


* . . 4 
“a 3 7 ) 
GRIP-SPINTiTE e ' a 
ee < ‘ } 
eee . 


SIZES 
He” TO 14” 


BY THE MAKERS OF ONE HAND OPERATION— | 


—> PUSH SLEEVE TO GRIP NUT —_ 


+— PULL SLEEVE TO RELEASE 


THE ORIGINAL 


SPIMNTITE © GRIPS nuts or bolts of any material 


@ HOLDS firmly in any position 


ee ee @ TIGHTENS nut or bolt securely le 
AND SIZES @ RELEASES at the pull of the fingers i: 


wie tor MMR TAD Edt hy te 


catalogue 


462 SHREWSBURY STREET — WORCESTER, MASSACHUSETTS 


MAKERS OF WORLD-FAMOUS HAND TOOLS FOR OVER 50 YEARS 
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| TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 








(Continued from page 13) 








in plastic bubble. Yale & Towne 
Mfg. Co. 


For more data circle No. 61 on postcard, p. 137 


Garden Accessory Catalog 

New 1954 eight-page catalog con- 
tains color photographs and com- 
plete descriptions of every item in 
entire garden accessory line. Also 
has full story of company’s promo- 
tional plans for the year, plus an 
outline of dealer aid program. Spe- 
cially featured in the yellow, green 
and black catalog are two new 
Swingin’ Sprays and four additions 
to the hose accessory line. Melnor 
Metal Products Co., Inc. 


For more data circle No. 62 on postcard, p. 137 


Water System Display 


Here is a display stand for Rap- 
idayton water system that is easily 
assembled and is 31 in. long, 12 in. 
wide and 3 in. thick. Unit accom- 
modates any Rapidayton Champion 
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Nim EV Lm |For |roublo- Free Pine [wading 
’ 
NECK’S PLANE LINE? Soll te B5R 


G-1 BLOCK PLANE — 6” 














eit 7 
End and side screw 
; adjustments allow exact 
13) regulation from coarse 


to fine work. 


Precision workmanship goes into the construction of 
every Great Neck Plane. Made to the finest specifica- 
tions of tool technology, reliable precision settings are 
accomplished in seconds! The cutters are one solid piece 
of rust-free chrome alloy tool steel, fully tempered, 
ground and honed for consistent cuts. Assembly parts 
are made of the finest steels for excellent results. Avail- 
able in a full price range for discriminating craftsmen. 
Have you also inquired about our competitive line of 






























Towne fine Corsair Planes ? 
rd, p. 137 G-2 
BLOCK PLANE — 7” 
Popular type plane not 
talog requiring frequent adjust- 
ment. 
og con- 
d com- __— 
tem in G-3 AND G-4 
», Also SMOOTH PLANES — 
promo- 8” AND 9” , 
lus an ° 
n. Spe- Fully adjustable to meet This 65R 
pd, o See. Avail- 
zree able with smooth or “ul die 
> new corrugated bottoms. Threads 1 to 2 pipe 
litions ° e 
elnor _ | with 1 set of dies 
JACK PLANE — 4 Suitable for the roughest nd it won’t iam! 
d, p. 137 14” f_ work. Sturdily construc- oe 0 G d 
ted to do a man : 
ef ; sized job. oe Your customers won’t find a die stock to equal 
) t : : 
wa" aoa ' this popular 65R—anywhere! It saves time— 
Rap- one set of self-contained, high-speed dies ad- 
ym just to 1”, 1%”, 1%”, or 2” pipe or conduit 
ai G-6 FORE PLANE— 18” in 10 seconds! Mistake-proof self-centering 
om- 


workholder sets to size instantly! It saves 
trouble—lead screw won’t jam, it. kicks out 
automatically when standard length thread 


npion For finishing uneven 
surfaces and to dress 
edges for a flush 

fit before joining 


Sm — is cut. Clean perfect threads, fast! Stock the 
conrageted RIEeID 65R for fast turnover. Order now 
ttoms. 


for immediate delivery! 
WRITE FOR CATALOG OF TOOLS AND KITS FOR EVERYONE 


“Engineered Quality Tools Since 1919” 


"Neck 


SAW MANUFACTURERS, ez: ;PINC. > MINEOLA NEW YORK 


THE RIDGE TOOL COMPANY: ELYRIA, OHIO, U.S.A. 
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Here's the item that is loaded with sales appeal — one that every 

home and camp owner will want. 

Note these Lawn Razor sales appeals — razor sharp because of its 

razor blade edge, easy to keep sharp because it uses any double edge razor blades, 
easily cuts or trims close to the ground, folds for easy storage, fully equipped with 9 
double-edge razor blades, safety guard and guaranteed. 

To make your selling easy and to stimulate fast turnover, 6 individually packed 
Lawn Razors come in an attention-getting display carton that tells a complete sales 
story. Just display them and they sell themselves. Free descriptive folders and ad- 
vertising mats available for your use. 


Don't miss these profits. Order your supply of Lawn Razors from your jobber today. 
A FREE HATHAWAY SHIRT to Mr. Chureh, Chureh Hardware, Geneva, N. Y. Send us 


your shirt size. Also, free shirt to your jobber salesman who selis North Wayne Tools. 
Please send his name, company and address. 


\ North Wayne Tool Co. + + Oakland 1, Maine 











a A NEW TYPE GRASS CUTTER & TRIMMER ‘\ 
EVERY HOME OWNER A CUSTOMER 
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PERFORMANCE 
| PROVED . 


: ~ 4s AMG. o,f th 
ELECTRIC FENCE CONTROLLERS 


EARN TWIN PROFITS WITH ELECTRO-LINE. You profit — your customers profit! 
Electro-Line Performance Proved Electric Fence Chargers are greater values 
They sell better because they are better — heavier construction, more ragged 
mechanism, greater shocking power. There is an Electro-Line model for every 
fencing job 

See Your Hardware Jobber or Write 


a Oe a PRODUCTS CORPORATION 


Saukville, Wisconsin 











TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 137. 


Jet pump on 13 gal. tank or Gusher 
pump on 13 gal. tank, or one or two 
pumps without tanks. Crossmem- 
bers of display are natural finish 
oak; legs are black tubular metal 
with rubber cup floor protectors; 
front and back panels are tempered 
Masonite finished in green with 
black lettering; top platform is 
Masonite in two sections. For lim- 
ited time, display stand is offered 
for $6; water system is extra. Day- 
ton Pump & Mfg. Co. 


For more data circle No. 63 on postcard, p. 137 


Glazier Tool Display 


Wood display contains minimum 
stock of assorted putty knives and 
wall scrapers, wood scrapers and 





knives, crack 


linoleum 
knives, files and 1 doz. No. 01 glass 
cutters. Dealer pays only for mer- 
chandise; display case is included 
free. Fletcher-Terry Co. 


For more data circle No. 64 on postcard, p. 137 


blades, 


Stove Mat Warranty 


Pro-Tex stove and table mats now 
come with One Year Warranty. 
Printed warranty, against defects 
in materials and workmanship, is 
prominently labeled on front of 
mats. Ballonoff Metal Products Co. 
For more data circle No. 65 on postcard, p. 137 


(Resume reading on page 14) 
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“\MERICAN BRAND” HARDWARE WEEK SPECIALS 
DEALERS! NOW 1S THE TIME to order “American Brand’’ Cordage Products 
from your wholesaler for Hardware Week. Rope makes an eye-catching display 
yertatican (an temn celeimr celts and window. Write for name of nearest wholesaler 
cwns | NYLON STARTER ROPE —ROPE_IN CARTONS 
e or two 
ISSMmem- 
al finish en For outboards, lawnmowers, Six sizes up to %4" dia. 600 and 1200 
r metal mee oe generators and similar hand- foot coils--premarked every 5 feet 
tectors: started power units. Pure for easy measuring. 
-mpered Nylon—yjust about the tough- 
mn with est starter rope made. 
lorm ie Unaffected by mois- 
lar leah ture, oils and grease. 
offered 
‘a. Day- 
rd, p. 137 
inimum Suggested 
yes and Retail Price : 
Sealine a 
rs and 8 \ 
bop QUAL " 
IRHA i; 
C me as Hardware Week cross 100. 
soperating April 16 thru 24 
100 ft. connected coils. i 24 balls, approximately 
15 Ibs. of rope in each TZLULY (G4. Y% lb. each. Seven pop- 
box. Sizes up to ¥2" dia. "Ameri . ular twine sizes. One 
Brand” size to a box. 
crack 
| glass 
r mer- 
cluded 
d, p. 137 
S now . - 
wt | Manufacturing ¢ 
as merican MmManuracturin Ompany, Brooklyn 22, N.Y. 
ip, is Rope (Manila, Sisal, Jute, Nylon, Polyethylene, Dacron, Saran, Glass), Twine, Oakum, Packing, Baler Twine, Carpet and Electrical Yarns 
“i a Western Mill: St. Louis Cordage Mills, St. Louis 4, Mo. 
8 0. 
Sales Offices: Boston * Chicago « Houston « Los Angeles * New Orleans + Philadelphia « Pittsburgh * San Francisco 
|, p. 137 8 I L 
14) 
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The new Dutch Boy” Color Gallery 


helps Hoosier paint dealer | se! 
largest projects in the 
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sell “one of the 


United States 


Painting Contractor on the 
3500-gallon Meadowbrook 
project is Mr. J. E. Thompson, Indianapolis. 
Tickled pink with new “Dutch Boy” Flat Wall 
Enamel — Satin Finish, too — he writes, “Hiding 
power ... sealing qualities . . . are much greater 
than any wall paint which I've used in the past.” 





For phenomenal paint business, put in the new 
“Dutch Boy” Color Gallery. 


Like Mr. Bob Banks, Advance Paint Products, Inc., 
Indianapolis, Indiana! 


With its help, he’s getting a “large retail business.” 


With its help, he “has been successful in selling the 
decorators.” 


With its help, he has already landed many “out- 
standing jobs”— including the Meadowbrook Apart- 
ments (647 units), “one of the largest projects in 
the United States.” 


With its help, You can make big money, too. 


Whether or not you now have a color system, take 
a look at the new “Dutch Boy” Color Gallery in your 
store. Just write or phone our nearest office for a 
demonstration. 


NATIONAL LEAD COMPANY: New York 6; Atlanta; 
Buffalo 3; Chicago 8; Cincinnati 3; Cleveland 13; Dallas 3; 
Philadelphia 25; Pittsburgh 12; St. Louis 1; San Francisco 10; 
Boston 6 (National Lead Co. of Mass.). *Reg. U. S. Pat. Off. 
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Why you sell more paint with 
the “Dutch Boy” Color Gallery: 


Simple system — easy for your customers to under- 
stand and use. 


The colors you need to meet today’s demands, either 
traditional or modern...glamorous pastels, in-between 
shades, deep tones. But not so many colors that cus- 
tomers are confused, sales slowed down. 


Shopper stopper display case — exquisitely beauti- 
ful “showpiece” that draws people to it and makes 
them buy. 


Brings in new customers — once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 


“Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 


Pocket edition — a special “tool” for selling big- 
volume prospects, such as real estate developments, 
factories, hotels, schools, etc. 


Big name brand that’s nationally advertised .. . that 
people know and have confidence in. 


Outstanding paint value—every Color Gallery paint 
has the top quality all “Dutch Boy” products are 
famous for. The interior finishes are modern alkyd 
resin enamels. . . with all ‘this means in easy applica- 
tion, uniformity of finish, long service. 


Priced right — customers pay no premium for Color 
Gallery paints. They’re popularly priced, to appeal to 
the widest market. 


Why you make extra profit 
on every gallon sold: 


No Complicated Mixing—you save time. The Color 
Gallery is a simple “one-shot” system. You use only 
one blender for each gallon or quart of paint. 


Small Investment — you don’t tie up a lot of money 
in inventory. All you stock is a few bases, plus the 
necessary color blenders. 


Little Shelf Space Required — your entire stock of 
color blenders fits into an area the size of an average 
door. 


Exceptional Turnover — as you carry only a few base 
paints, you get much faster turnover with the Color 
Gallery than with regular paints. 
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American Toy Fair Held in New York City; 
Expect $450 Million Toy Production in 1954 


Toy production in this 
country for 1954 will total 
$450 million, it was forecast 
at the 51st annual American 
Toy Fair in New York City, 
March 8 to 18. More than 
1,300 manufacturers, a 10 
pet gain over 1953, showed 
their new and improved lines 
at permanent and temporary 
showrooms. 

More than 13,000 buyers, 
other executives and owners 
of wholesale and retail hard- 
ware companies, and depart- 
ment and syndicate store rep- 
resentatives, visited exhibits. 


The show included perma- 
nent displays at 200 Fifth 
Ave., 1107 Broadway and 


other locations in that area. 
Temporary exhibits occupied 
nine floors at both the Hotel 
McAlpin and the New 
Yorker. 

The fair was sponsored by 
the Toy Manufacturers of 
the U.S.A.., Inc., 200 Fifth 
Ave., New York City. 

Buying was conservative, 
with prices generally at about 
the same levels as in 1953. 
A greater number of buyers, 
from hardware and other 
outlets, operating 12-month 
toy departments, were re- 
ported in attendance than in 
previous years. Buyers came 
from hardware and other 
States and from many for- 
eign countries. 

Horatio D. Clark, secre- 
tary of the Toy Manufac- 
turers of the U.S.A., esti- 
mated that sales by Amer- 
ican toy manufacturers would 
exceed $450 million (about 
$900 million at the consumer 
level) for the entire year. 
Materials supplies are not 
causing any problems at the 
present time. 

New toys, games, books, 
kits and wheel goods, re- 
flect the increasing interest 
of adults in do-it-yourself 
projects. Dolls and related 
lines, model kits, scale 
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models, painting sets, rail- 
road kits and accessories, 
were shown in a variety of 
new and improved forms. 

Suburban living, modern- 
day shopping centers and re- 
tail store operations were the 
basic idea behind some of 
the new toys shown at the 
Fair. 





Whitlock Corp. Host To 
Westchester Retailers 
The Whitlock Corp., Mt. 


Vernon, N. Y., wholesaler, 
on Monday evening, March 
1, was host at the conference 
room in the company head- 
quarters to the regular 
monthly meeting of the 
Westchester County Mer- 
chants’ Association. Ap- 


proximately 30 hardware 
dealers were present at the 
meeting. 

Following a welcome by 
W. G. Earnest, sales man- 
ager for the Whitlock firm, 
Harry Palmer, Palmer Bros., 
River Edge, N. J., and presi- 
dent of the Bergen County 


(N. J.) Hardware Mer- 
chants’ Association, offered 
the dealers several basic 


points for increasing busi- 
ness in the face of competi- 
tion. 

He was followed by R. S. 
Wild, merchandising editor, 
HARDWARE AGE, who. dis- 
cussed trade diversion and 
present-day hardware mer- 
chandising trends such as 
self-service. 

Following an informal 
talk from H. R. Stein, presi- 
dent, Whitlock Corp., the 
meeting was adjourned for 
refreshments. 





Skolfield, Gardiner Hardware Co. (Maine), 
Heads Board of American Retail Federation 


John T. Skolfield, hard- 
ware retailer and past presi- 
dent of the National Retail 
Hardware Association, has, 
been elected chairman of the 
board of trustees of the 
American Retail Federation. 
President of the Gardiner 
Hardware Co., Gardiner, Me., 
and former secretary of the 
Federation, Mr. Skolfield suc- 





JOHN T. SKOLFIELD 


ceeds John G. Byler as presi- 
dent of the ARF. 

Mr. Skolfield, who will be 
influential in formulating 
policy for the association 
which represents more than 
600,000 retail stores, is the 
first hardware dealer to be 
selected for the job in recent 
years. The ARF includes on 
its membership roster more 
than 60 state and national 
retail groups. 

Rowland Jones, Jr., execu- 
tive head of the Federation, 
was re-elected to the post of 
president which he has held 
since 1948. 

The choice of Mr. Skolfield 
by the ARF nominating com- 
mittee and his subsequent 
formal election at the group’s 
annual meeting represented 
the start of a determined 
Federation bid to win the 
affiliation of hundreds of 
smaller retailers who so far 
have been playing a_lone- 
wolf role. 


Dakota Distributors 
Elects Coghlan Head 


Charles Coghlan, Joseph 
Canham and Vernon D. 
Forbes were elected to the 





CHARLES COGHLAN 


board of directors of the 
Dakota Distributors, Inc., 109 
S. 3rd St., Wahpeton, N. D., 
wholesaler, at a recent meet- 
ing of the company’s stock- 
holders. Mr. Coghlan was 
also elected president and 
general manager of the firm. 

Mr. Canham was _ also 
elected merchandise and of- 
fice manager, and Mr. Forbes 


was retained as_ general 
counsel. 
Dakota Distributors spe- 


cializes in short lines in the 
hardware and _ housewares 
field and also handles sport- 
ing goods. The company, 
which was incorporated in 
March, 1953, has two sales- 
men in the field covering 
western central Minnesota, 
northern South Dakota and 
North Dakota. 


Blumberg & Co. Holds 
Two-Day Open House 


Wm. L. Blumberg & Co., 
Ine., hardware wholesaler, 
1133 Manhattan Ave., Brook- 
lyn, N. Y., held open house 
Sunday, March 21 and 23. 
Hardware dealers, families 
and store employees inspected 
the company’s new location 
and facilities and met offi- 
cers of the organization. 
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Dealers, Salesmen At 
Tryon Co. Luncheon 


More than 135 dealers and 
their salesmen attended a 
get-together evening and 
Dutch luncheon, Feb. 10, 
sponsored by Edw K. Tryon 
vo., Philadelphia, hardware 
wholesaler, at the Hotel 
Berkshire, Reading, Pa. 

Executives and salesmen 
of the Tryon company, rep- 
resentatives of several man- 
ufacturers, and Leslie W. 
Jenness, Pennsylvania & At- 
lantic Seaboard Hardware 
Association, spoke on spring 
merchandise and IRHA Na- 
tional Hardware Week. 
Power tools, lawn and gar- 
den goods, picnic and barbe- 
cue lines, were demonstrated 


Hardware Briefs: 





Byesville, Ohio — Otho B. 
Scott, manager of the Guern- 
sey Hardware since 1938, has 
purchased the Linkhorn 
Hardware on Main Ave. 
from James Linkhorn, who 
is retiring after operating 
the store for the past seven 
years. 

The new owner will con- 
tinue to operate the store un- 
der the name of Linkhorn 
Hardware. 

Charlotte, Mich.—Wallace 
Hanson and Duane Baldwin, 
of Howell, have purchased 
Huston’s Hardware from 
Earl A. Huston. The store 
is now known as Hanson’s 
Hardware. 

Mr. Hanson had been with 
Baldwin’s Hardware in How- 
ell for the past 18 years be- 
fore he and Mr. Baldwin en- 
tered business together re- 
cently. The partners in the 
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new store are planning ex- 
tensive modernization 
changes, a wider range of 
hardware stock, and the ad- 
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and explained by salesmen 
and representatives of sev- 
eral manufacturers. 


Johns Named to New 
Post at Wyeth Co. 
William R. Johns has been 
made assistant secretary of 
the Wyeth Co., St. Joseph, 
Mo., wholesaler, at a recent 


meeting of the company’s 
board of directors. 
In his new position, Mr. 


Johns’ duties will include be- 
ing assistant to M. R. Whit- 
man, vice-president and gen- 
eral manager of the firm. 

Mr. Johns started with 
Wyeth: Dec. 1, 1938, and has 
progressed from order clerk 
to his present position, 


Scott Purchases Linkhorn Hardware in Ohio; 
Hanson, Baldwin Bay Huston’s in Michigan 


dition of a housewares and 


gift department. 





Duval, Mont.—W allace 
Hardware & Furniture, Inc., 
recently opened for business 
in its new and _ remodeled 

(Continued on page 186) 


Amarillo Hardware Co., Texas Wholesaler, 
To Celebrate 50th Anniversary on April 6 


The Amarillo Hardware 
Co., Amarillo, Tex., whole- 
sale hardware firm, marks 


its 50th anniversary, April 6. 

This company, which 
gan as a retail hardware 
store in 1904, has grown dur- 
ing the past half century to 
the point where it now claims 
to have the third largest 
wholesale hardware plant in 
Texas. 

Besides its main ware- 
house it operates a branch 
warehouse in Lubbock, built 


be- 


in 1946. 
Its 26 salesmen cover the 
Panhandle and the south 


plains area of Texas, eastern 
New Mexico, western Okla- 
homa, southern Kansas and 
southern Colorado. 

The guiding spirit of the 
company through most of its 
life was the late E. W. Hard- 


in, who purchased a _ con- 
trolling interest two years 
after the business was 


started. Mr. Hardin remained 
as president until his death 
in 1952. 

The company has operated 
under the policy of reward- 
ing the efforts of its em- 
ployees, and company officials 





E. W. PIPKIN 
are chosen from the ranks of 
its own staff. 

Officers of the firm are: 
E. W. Pipkin, elected presi- 


dent on the death of Mr. 
Hardin; G. C. “Jerry” Rat- 
cliff, vice-president; R. C. 


Neely, vice-president; J. F. 
Tolleson, vice-president; M. 
H. Jones, vice-president, and 
Bruce Cathey,  secretary- 
treasurer. Mrs. E. W. Hard- 
in is chairman of the board. 

Capitalization is in excess 
of $3,000,000. 

A building program started 


(Continued on page 182) 





Above are the headquarters and main warehouse of the Amarillo Hardware Co., 


Amarillo, Tex., wholesaler. 


1954 





The firm will celebrate its 50th anniversary on April 6. 
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Pennsylvania Wholesale and Supply Group 
Holds Spring Meeting; Sales Rise in 1953 


An average increase of 
5.32 pet in 1953 sales as com- 
pared with those in 1952 was 
reported by members of the 
Pennsylvania Wholesale 
Hardware & Supply Asso- 
ciation, at its annual spring 
meeting March 4 and 5 at the 
Hotel Astor in New York 
City. A sales decline of 3.5 
pet was reported for the first 
two months of 1954, com- 
pared with the same period 
in 1953. 

Inventory reports showed 
an increase of 0.15 pct as of 
Dec. 31, 1953, compared with 
the same date in 1952. 

Two associate members, 
Harry C. Glover of Griffin 
Mfg. Co., Erie, Pa., and M. 
T. Townley, retired New 
York representative of the 
Gilbert & Bennett Mfg. Co., 
Georgetown, Conn., were pre- 
sented with gifts for their 
more than 50 years of activ- 
ity in the hardware business. 

Admiral Ellis M. Zacha- 
rias (USN, ret.), addressed 
the Thursday evening ban- 
quet attended by more than 
140 members and guests. He 
gave some observations on 
the conflicts in both the East 
and West as they affect onr 
national security. Walter 


1 <a 


z 


«a - 


assistant vice-presi- 
dent of Manufacturers’ Trust 
Co. of New York, spoke on 
business conditions and pros- 
pects for 1954. 

Elmer E. Steinbrunn, Potts- 
ville Supply Co., was _ re- 
elected president. Other offi- 
cers re-elected are: Warren 
J. Geisinger, M. S. Young & 
Co., Allentown, first vice- 
president; David Paulus, Ful- 
ton, Mehring & Hauser Co., 
York, second vice-president, 
and James G. Krause, Geo. 
Krause Hardware Co., Leba- 
non, secretary-treasurer. 

The association will hold 
its annual shad dinner at the 
Lebanon (Pa.) Country Club, 
Friday, April 30. The annual 
fall meeting of the active 
members will be held at 
Greenbrier Hotel, White Sul- 
phur Springs, W. Va., the 
week of Nov. 1. 


toss, 


Wheeler Retires From 
Edwards & Walker Co. 


Cecil L. Wheeler, sales 
manager for Edwards & 
Walker Co., Portland, Me., 


wholesaler, resigned his post 
after 35 years with the firm. 


News of the Trade 











CECIL L. 


WHEELER 


Mr. Wheeler joined Ed- 
wards & Walker as an order 
clerk in 1919. Ten years 
later he became a field man 
serving dealers in the com- 
pany’s territory. In 1945, 
he became sales manager of 
the company. 

Mr. Wheeler is president 
of the Sales Executives of 
Maine and a former officer of 
the Maine Skeet Shooting 
Association. 

After announcing his re- 
tirement from Edwards & 
Walker, Mr. Wheeler an- 
nounced that he will concen- 
trate his efforts on the pro- 
motion of a new vacation en- 
terprise, the operation of a 
Maine camp. 





NRHA Forms Division To 
Probe Unfair Practices 
The National Retail Hard- 


ware Association, Indian- 
apolis, Ind., has formed a 
trade diversion department 


to investigate unfair prac- 


tices. The department is to 
be under the direction of a 
man who will be recruited 


from the FBI. 

The department head will 
receive dealer complaints; 
conduct discussions or cor- 
respondence with suppliers 
involved; ascertain what 
Federal or state laws have 
been violated; advise of any 
legal action that can be 
taken; help place informa- 
tion and evidence necessary 
for the investigation of and 
action against violators be- 
fore the proper Federal or 
state enforcement agencies. 

Model laws and ordinances 
will be prepared. The de- 
partment will work with 
state or regional association 
secretaries in petitioning for 
desirable state legislation for 
the correction of distribution 
ordinances, and work with 
other trade groups and or- 
ganizations to promote clean 
competition, truth in adver- 
tising, and the effectiveness 
of Fair Trade. 





Members and guests are shown at the annual banquet of the Pennsylvania Wholesale Hardware & Supply Association, 





held March 4. Honored guests and officers of the Association are seated at the long table, left in photo. More than 
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140 members and guests attended the Thursday evening banquet. 
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News of the Trade wal 





k Sons Co., Detroit, Mich., Faubel Addresses Group 
G. S. McQuade Resigns as Manager of Two wholesaler. Mr. Eddy suc- @¢ Hardware Boosters 


ceeds W. C. Bacon who re- 

Marshall-Wells Branches; Hatfield Named signed from the company re- That all types of distribu- 
cently. tion are in for great changes 
George S. McQuade has ve- of the company. He had been Mr. Eddy, who has been in the next 10 years was the 
signed as of April 1, as man- Duluth manager of the or- associated with Buhl Sons in 
ager of the Duluth and St. ganization from 1949 until jt, Housewares Dept. for 





Paul branches of the Mar- his 1ecent resignation. many years. will be assisted 
ie eg sone sala in his new position by Dal- 
Minn., wnolesaler, according anirvur . y eT 
. ; S . ton Blackwell, Jr., who was 
to J. H. Moore, president of Buhl Sons Co. Appoints recently appointed assistant 
the company. Eddy Housewares Head  jyer. 
L. M. Hatfield, vice-presi- Robert W. Eddy has been 


—_ of oe Fanon a appointed manager of the Youngstown Kitchens 
been appointed manager o AEA 4 

the Duluth and St. Paul Mousewams Dept. of Behl Peametes Varese Hien 
branches, which duties he 
will resume in addition to 
his previous responsibilities. 

Mr. McQuade, who plans 
to take an extended vaca- 
tion, has not announced his 
plans for the future. 

He had been associated 
with Marshall-Wells for 41 
years, serving from 1932 un- 
til 1942 as sales manager of 
the company’s Duluth branch. 
From 1942 to 1948 he was 
manager of the Billings, 


The promotion of three 
men on the Youngstown Kit- 
chens’ sales staff has been 
announced by M. L. Ondo, 
sales manager for the Mul- 
lins Mfg. Co., Warren, Ohio. 

R. J. Julian, former re- 
gional manager, has _ been 
named assistant manager of contention of Arthur L, 
Youngstown Kitchens’ dealer Faubel, secretary-treasurer, 
sales. American Hardware Manvu- 

R. B. Alexander has been facturers’ Association, as he 
appointed regional manager spoke before the Hardware 
in Richmond, Va., and Q. B. Boosters. The great shift to 
Mont., branch, and was LeMonte, of the dealer sales suburban and semi-suburban 
transferred to Seattle in the division, has been made mid- residence is creating new 
fall of 1948 to head that unit ROBERT W. EDDY west zone builder manager. (Continued on page 180) 
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recur 9422 SKILLET 


ONLY *2.77 


ie.” LIMITED TIME ONLY... FULL MARK-UP PROTECTION 


Introduce your customers to Ekco’s new cookware line with 





ARTHUR L. FAUBEL 





SEE OPPOSITE PAGE 
FOR FURTHER DETAILS 










this sensational offer! Consumers save $1.73 on this 7” 
Skillet! They'll discover the convenience of Flint-Ware’s 
vanadium stainless steel for easy cleaning . . . amazing 
Radiant Heat Core for faster cooking! Display the complete 
line. Feature No. 7667-B Skillet while this special offer lasts! 
Cut price offer at retail ends May 30, 1954. 
= ® 
FREE WINDOW BANNER ‘EKCO) * 

... the greatest name in housewares 


FREE NEWSPAPER MATS 


Ekco Products Co., 1949 N. Cicero Avenue, Chicago 39, Illinois*Also available from Ekco Products Co. (Canada) Ltd., Toronto 
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EKCO ANNOUNCES A GREAT NEW LINE FOR GREATER HOUSEWARES PROFITS! 


Triple-Layer! Vanadium Stainless Steel! 


FLINT-WARE 
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¢ EVER GUARANTEED 














You’ll Make New Profits 
with this Great New Line! 


Flint-Ware belongs in every housewares department in 
the country because it carries two names—Ekco and 
Flint—famous for building bigger unit sales and greater 
profits. It will pay you to stock the entire line! 


Flint-Ware is better looking, longer lasting than ordinary 
cookware. Its eye-catching brightness, unique design, 
and sturdy construction attract and stop shoppers... 
and Flint-Ware eliminates the number one curse of to- 
day’s top quality cookware—difficulty of cleaning! It 
will pay you to display and sell the entire line! 


BIGGEST ADVERTISING CAMPAIGN EVER USED 
BY EKCO BEGINS APRIL 26 TO SELL FLINT-WARE 
IN LIFE—BETTER HOMES & GARDENS—LADIES’ 
HOME JOURNAL—FAMILY CIRCLE—SUNSET — 
EBONY—THIS WEEK—FIRST 3 MARKETS— 
WOMAN’S HOME COMPANION—AMERICAN 
HOME—TODAY’S WOMAN! 


... Hee great name tn housewares | 


Ekco Products Co., 1949 N. Cicero Avenue, Chicago 39, Illinois*Also available from Ekco Products Co. (Canada) Ltd., Toronto 
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News of the Trade ——_____—_- 


Southern Convention Program 
Features Industry Speakers 


The joint convention of the 
Southern Wholesale Hard- 
ware Association and the 
American Hardware Manu- 
facturers Association, April 
11-15, returning to New Or- 
leans for the first time since 
1942 will be comprised large- 


ly of hardware industry 
speakers. 
The first business session 


of the convention, will be a 
special session of the South- 
ern Association on Monday, 
April 12. That night there 
will be the opening joint con- 
vention session. 

The Southern Association 
will also meet separately on 
Tuesday morning, adjourning 
at 11 a.m. for a joint session 
with the manufacturers. 

This same arrangement 
will be followed on Wednes- 
day morning with the whole- 
salers holding their final busi- 
ness session and annual meet- 
ing on Thursday morning, 
April 15. 

The first session of the 
Southern Association will 
have an exnanded program, 
including lines other than 
sporting goods. This session 
will be keyed to the merchan- 
dising of specialty lines with 
the following speakers. 


J. J. .Callahan, manager, 
Sales Promotion Division, 
Remington Arms Co., will 
offer a merchandising pro- 
gram on firearms and ammu- 
nition. Kenneth P. Fallon, 
vice-president and _ general 


sales manager, A. C. Gilbert 
Co., will discuss the merchan- 
dising of toys, and W. C. 
Johnson, vice-president in 
charge of sales, Admiral 
Corp. will speak on “Chang- 
ing Patterns in TV and Ap- 
pliance Merchandising.” 

At Tuesday, Wednesday, 
and Thursday morning ses- 
sions, the wholesalers will 
discuss various subjects per- 
tinent to hardware distribu- 
tion. There will be two, three- 
man panel discussions. The 
panel on Inventory Control 
will consist of Robert H. 
Baker, president, Fones Bros. 
Hardware Co.; Joe W. Pitts, 
president, Brown, Roberts 
Hardware & Supply Co.; and 
Mark Lyons, Jr., president, 
McGowin-Lyons Hardware & 
Supply Co. 


180 


The panel on Selling and 
Sales Promotion will be 
handled by R. D. Warren, 
vice-president, Stratton-War- 
ren Hardware Co.; O. H. 
Mann, vice-president, Higgin- 
botham-Pearlstone Hardware 
Co., and J. C. Erwin, execu- 


tive vice-president, Allison- 
Erwin Co. 

Other discussions will in- 
clude the following: “Eco- 


nomical Invoicing for Smaller 
Companies,” by John W. 
Sheffield, Jr., president, Shef- 
field Hardware Co.; “Let’s 
Concentrate,” by T. J. Kenny, 
president S. B. Hubbard Co.; 
“Operating on A ‘13-Month’ 
Year,” by W. H. Terstegge, 
president, Stratton & Ter- 
stegge Co.; “Handling of Re- 
turned Goods,” by Russel] H. 
Ogilvie, Jr., president, Ogil- 
vie Hardware Co.; “Our 
Burdensome Freight Bill,’”’ by 
T. W. Bell, vice-president, 
Bush-Caldwell Co., and “Op- 
erating on A Low-Cost Bud- 
get,” by A. L. Humphries, 
president, Carolina Whole- 
sale Co. 


A special feature will be a 
lantern-slide presentation of 
the modern new warehouse 
of Orgill Brothers & Co. 

Members of the Old Guard 
will hold their annual meet- 
ing and their annual dinner 
during the convention. 





Army Ranges Open To 
Civilian Gun Clubs 


An Army bulletin has been 
issued to civilian shooting 
clubs pointing out that mili- 
tary rifle range facilities 
are available to them fo1 
target practice. 


flanges on any military 
establishment, Army, Navy 
or Marine, for many years 


have been available to civil- 
ians whenever such use does 
not interfere with training. 
This activity was curtailed 
during the war years. 

The Army bulletin states 
that rifle clubs, affiliated 
with the National Rifle Asso- 
ciation, Washington, D. C., 
may apply for use of ranges 
for Sunday shooting. The 
civilian groups must supply 
their own personnel to pull 
and mark targets but the 
M1 rifles and ammunition 
will be provided free. 


Missouri Dealers Elect Dunlop President 





Missouri 


Officers of the 


Retail 


Hardware Association 


elected at its recent convention are, seated left to right: 
T. J. Fuchs, Pine Lawn Hardware Co., Pine Lawn, vice- 
president; E. L. Dunlop, Dunlop Hardware Co., Bowling 
Green, president; B. J. Dierkes, Southwest Hardware Co., 
St. Louis, treasurer. Standing, left to right, are directors, 


Francis Knollmeyer, 


Scruggs, 


Guhleman, Knollmeyer, 


Inc., Linn; Adolph Simon, Florissant Hardware Co., Jen- 
nings, and F. L. G. Weiss, Union Hardware & Mercantile 
Co., St. Louis. Other directors are Ralph Butts, Farm 
Supply Co., Lebanon; Ray Aschen, County Hardware Co., 
Kirkwood, and Hardin Franks, Hardin Franks Hardware 


Co., 


secretary. 


Alton. Harry F. Scherer, St. Louis, is executive 


Gerson Buys Control 

Of Penn Hardware Coc. 
The controlling stock in- 

terest of the Penn Hardware 

Co., Reading, Pa., has been 





FRED GERSON 


purchased by Fred Gerson, 
president of the Akron Hard- 
ware Mfg. Corp., Woodside, 
N. Y. Mr. Gerson has been 
elected president of Penn 
Hardware. 

The new president of Penn 
stated that he is immediately 
launching an extensive pro- 
gram of production modern- 
ization at Penn. He also 
mentioned that he intends to 
revitalize the merchandising 
set-up of the company. 


Faubel Addresses Group 
Of Hardware Boosters 


(Continued from page 178) 


marketing setups, he told 40 
members and guests at the 
meeting held Feb. 26 at Mil- 
ler’s Restaurant, New York 
City. 

Citing the private owner- 
ship of 42 million homes, he 
emphasized the growing mar- 
ket for do-it-yourself mate- 
rials and equipment. He 
voiced the opinion that any 
decline in 1954 could be ab- 
sorbed by business. We have 
60 million people employed in 
this country, in and out-of- 
season period, and business 
was good in 1953 with a gross 
national product of $367 bil- 
lion. 

Salesmen were urged to go 
out and sell as they had never 
sold before. The federal gov- 
ernment, he maintained, could 
help business with a mini- 
mum of interference, an im- 
proved taxing system and 
without pump priming. Labor 
leaders can help by telling 
men to stay on their jobs. 
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Take your 
share of the 


*30,000,000 
in DUTCH BULB 
sales! 





















It’s easy to get your share of Dutch Bulb profits 






iia RIE ORs ol ton. ia, Poe ate BONN: when you tie in with our biggest cam- 
“capella aaa ayes paign of national advertising and publicity. 


Dutch Bulbs have become big business all over the U.S.A.! Last year, dealers pocketed profits on record- 
breaking bulb sales — tulips, daffodils, hyacinths. How about you? Did you get your share? If you 
didn't, display and merchandise Dutch Buibs this fall. Cash in on a national campaign of Dutch Bulb 


advertising and publicity — in important newspapers and magazines, over leading radio and TV stations! 


cash prizes to retailers for best 
DUTCH BULB display! 


The Associated Bulb Growers of Holland will award a prize of $250 for the best display, plus 10 
additional prizes of $50 each for the next best displays of Dutch Bulbs by dealers this fall! 


Send in for full contest details, and ask for your COMPLETE Merchandising Kit for Dutch Bulb sales, 
containing 4-color display material, counter cards, decals, booklets, retail newspaper advertising ideas 


and mat sheets, and other valuable sales aids. 


Associated Bulb Growers of Holland, Inc., 


Please send me 
hecedeiet hilt Miintin on this Room 1305A, 29 Broadway, New York 6, N. Y. 
ul! rowers 
a : Bet deatey a a iets aualeiet SE Se eS 
_ also, when it is printed, 
) | the complete Retailer Pi csesecaleronaetdereiess EEE ALS Sen ee nee 
Merchandise Kit. 


COMPANY . wc cccccscccccccscece Ss he 055050 se eeseuesennaws 
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PROFIT WITH THE 


post ome 


OF ROLLER SKATES 
EVER OFFERED 








— 





Steel rolling edge 
Qe 
Hord rubber casing 
——_ 


Full protection 
dust caps 
<—_——_- 


Free-wheeling cone 
—. 


16 ball bearings 
_— -—-— 


Neu) move 84 
GUARANTEED FOR 600 MILES 


Never has a roller skate been accorded such enthusiastic 
reception as the new Model 84. And little wonder — 
cushion-comfort wheels are 50% quieter, and the sturdy, 
3-piece chassis is welded into the strongest, longest-wearing 
unit you've ever seen. In fact, there’s 600 miles guaranteed 
service built into each pair of the new 84’s. Better look at 
Globe’s complete line of quality roller skates today. It’s the 
broadest line on the market with features no other roller 
skates can match. So, get your share of these easy sales, 
easy profits. Get set now! 








(ine 
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Marshall-Wells Champion Salesman 


movers : tom 





Fred Tinseth, manager of the Billings, Mont., branch of 


the Marshall-Wells Co., Duluth, Minn., wholesaler, is 
shown as he hands Roger Peterson, right, a $1,000 check 
for winning the company’s Presidential Sales Contest 
Mr. Peterson, working out of the Billings branch, won 
the year-long contest which was based on performance 
points awarded on a sales-to-quota basis. All of the com 
pany’s 120 salesmen participated in the contest, which 
included a sales incentive program involving merchan 
dise prizes. 


Ohlendorf Celebrates form the Lockwood Hard- 
ware Mfg. Co., now located 


70 Years in Hardware nig’ 
: _.. in Fitchburg, Mass. 

A. C. Ohlendorf, who will The Chicago branch then 
celebrate his 85th birthday hecame a manufacturers’ 
in June of this year 1s ob- agency with which Mr. Ohlen- 
serving the 70th anniversary dorf was associated. In 1941 

he started a manufacturers’ 


1937 Mr. Ohlendorf began 
1934 Mr. Ohlendorf began 


the manufacture of plastic 
chisel handles. 

Mr. Ohlendorf, who is a 
member of the HARDWARE 
AGE Fifty-Year Club, writes 
us that he began reading this 
publication many years ago 
when it was the IRON AGE- 
HARDWARE and he is. sstill 
reading HARDWARE AGE. 





Amarillo Hardware Co. 
Celebrates Anniversary 
(Continued from page 175) 





A. C. OHLENDORF 








High in quality 
Low in Price 





For the ‘‘in-between"’ 


selling range 


Sleek and colorful 
with ‘‘skate appeal"’ 





No. 197 


a 


Special for 
juveniles 





No. 97 


Clamp model for 
small fry 





No. 75 


Sturdy and safe 
for beginners 


MILWAUKEE 1, 


WISCONSIN 


Eastern Display Office: The New York Toy Center 
Sollmann & Whitcomb, 200 5th Ave., New York 10, N. Y. 
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of his entering the hardware 
business. Mr. Ohlendorf is 
presently engaged in the 
manufacture of plastic chisel 
handles under the trade 
name of Marveloid at 2737 
Sunnyside Ave., Chicago 25. 

Mr. Ohlendorf started his 
hardware career as bill clerk 
for the Nashua Lock Co., 
Nashua, N. H., in 1884 when 


| the firm opened a warehouse 


stock in Chicago. A few 
years later the company was 
merged with the Whipple 
Mfg. Co. of Cleveland to 


in 1938 has provided 175,000 
sq. ft. of floor space for offices, 
warehouse and display rooms. 

Headquarters are a three- 
story and basement building 
at 600 Grant St., Amarillo, 
built in 1938. Additional 
warehouse facilities were ac- 
quired and constructed in 
three subsequent expansion 
moves. 

Well planned display rooms 
adjoin the main office. A 
panel truck travelling dis- 
play of outdoor’ sporting 
equipment is also operated. 
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McClure, Murphy Named 
Carborundum Zone Head 

Robert J. McClure and 
Leonard C. Murphy have 
been named to head the St. 
Louis sales zone and central 





ROBERT J. McCLURE 


sales zone, respectively, of 
the Merchandising sales di- 
vision of the Carborundum 
Co., Niagara Falls, N. Y. 
Both zones have been newly 
formed by the company in an 
expansion of its field sales 
organization. 

Mr. McClure has been ac- 
tive in the company’s At- 


New England Hardware Dealers Elect Downing 





News of the Trade 





lanta district as a merchan- 
dising salesman since 1948. 
He joined Carborundum early 
in 1948 as a sales trainee. 
In his new position, Mr. Mc- 
Clure will headquarter in 


Carborundum’s district offices | 


at St. Louis, Mo. 

Mr. Murphy has been with 
the company since 1946. Fol- 
lowing a brief period as a 
sales trainee, he was assigned 
to the Chicago sales district 
as a merchandising sales- 
man, and since 1949 has been 
active in the Minneapolis, 
Minn., sales area. 





LEONARD C. MURPHY 


Allen W. Downing, second from right, of the Littleton 
Hardware Co., Littleton, N. H., newly elected president 
of the New England Hardware Dealers Association, re- 
ceives the congratulations of his predecessor, Henry E. 
Fournier, H. E. Fournier Hardware, Livermore Falls, Me. 
Other officers and employees shown after the election at 
the 6Ist annual convention and show, at Boston, Feb. 22- 
24, are from left to right, Frank Appleton, Appleton 
Hardware Co., Dennisport, Me., newly elected clerk; Wil- 





lard B. Arnold, W. B. 


Arnold Co., Waterville, Me., new 


vice-president, and A. C. MacHardy, executive secretary. 
Newly elected directors, not shown, are: Cecil Goodheart, 


Brandon, Vt.; Austin Ley, Attleboro, Mass., and W. Mal- 
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CASH IN—on THIS NEW 


LOW COST WATER SYSTEM 





NO CONTROL VALVE—"SYNCRO -FLOW” 


JET PUMPS 


SERIES RP § 
t 


























@ Requires no 
control valve. 
Uses “Syncro-Flow” 


A brand new 
complete package 
for both shallow 
and deep wells 


design. 
@ Self-priming. 


@ Delivers up to 
It's a genuine Jacuzzi—but priced for your 500 gals. per hour. 
budget-minded customers. Simplifies in- 
@ Completely 


ventory. Comes with conversion kit for 
automatic, 


use on deep well; and it’s available three 


. . 7 rlose. > 9 o 
ways: (1) with close-coupled 12 gal. 0: Gebested bet 


Charger prevents 
tank from water- 
logging. 


pressure tank, (2) as an ‘““Aquamat’’—a 
10 gal. tank with pump-motor unit nested 
underneath, and (3) with a separate tank 








in a variety of sizes. Nothing in the low 
price range like it. 





To help you sell | 


Complete merchandising kit available 
with newspaper mats, sales literature. 
Write for full details. 
@ 
BROS. INC. 






RICHMOND, CALIFORNIA 





Also: 
St. Louis 23, Missouri - Binghamton, New York 
Portiand 14, Oregon Monterrey, Mexico 














ofits? 


direct-with-the-factory 
dealing — no middle men 
— gives you the highest 
profit margin, quickest 
turnover in the industry! 


News of the Trade ——___— 












Send for 
latest complete 
catalogue 

and price list, 
see for yourself 


HARRINGTON & RICHARDSON, INC. 


320 Park Ave. 
Worcester, 2, 
Massachusetts 


These popular magazines will 
bring the Nelson Sprinkler 
Story to millions of potential 
sprinkler customers this year. 


Hardware Lodge Gives Playground to Israel 





Past presidents of the Hardware Lodge of B'nai B'rith, 
composed of wholesale and retail executives in the hard 
ware industry in the metropolitan New York area, are 
shown above at the official presentation of a playground 
to the children of Givat Hayim, Israel, at a public meeting 
of the Lodge at the Park Sheraton Hotel, Feb. 8. Hard 
ware Lodge, whose welfare projects include helping the 
physically handicapped children in the New York area, 
presented playground equipment, valued at $5,000, at 
ceremonies presided over by Lodge president Herman E 
Bruckner, Keil Lock Co., and attended by members rep 
resenting all five boroughs of New York City, Long 
Island communities, northern New Jersey, Westchester 
County, and Fairfield County, Conn. Presentation of the 
playground equipment was made by William I. Siegel, 
president of B'nai B’rith’s Metropolitan Council. In the 
photo, left to right, are: past president Max Sanders, 
Independent Lock Co.; past president Alfred Messenger, 
attorney; Aryeh Manor, chief of the Israel Supply Mission 
in the U. S., past president Fred Fried, C. D. Greenbaum 
Co., Inc.; Mrs. Leona S. Bruckner, author of a recent 
book dealing with the rehabilitation of physically handi 
capped children (see HARDWARE AGE, Jan. 7 issue, 
page 267); William I. Siegel; Mr. Bruckner, current 
president; past president Benjamin W. Silvers, D. Silver 
Hardware Co., and past president Bernard Zion, Majestic 
Lock Co. 





Cash in on Nelson’s adver- 
tising program and dealer 
sales aids to make 1954 your 
most profitable lawn care 
season, 





| WHIRLING SQUARE 
Dial controlled to adjust 10° to 50 
on wheels 


POPPY 


A low-cost, popular whirling 


sprinkles a square while sprinkler that’s built for long 


Write for the new 
Nelson Catalog 
and the Nelson 
1954 Dealer Sales 
Aids Booklet. 





L. R. NELSON MFG. CO. INC., PEORIA, ILL. 
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;} ern zone 


Slaby Heads Omaha 
Zone Office for Coleman 


The Coleman Co., Wichita, 
Kan., has established a west- 
office in Omaha, 


| Neb., with Charles O. Slaby 


as zone manager. 





CHARLES 0O. SLABY 


The new western office is 
the fourth zone office set up 
this year by the company. 
Others are located in Dallas, 
Tex., Philadelphia, Pa., and 
Chicago, Ill, The Omaha 
zone comprises Nebraska, 
Colorado, Idaho, Iowa, Kan- 
sas, Minnesota, Missouri, 
Montana, Nevada, Oklahoma, 
Oregon, South Dakota, Utah 
and Washington. 

Mr. Slaby was associated 
with the Florence Stove Co., 
Gardner, Mass., before join- 
ing Coleman. Prior to that 
he was affiliated with Nesco, 
Inc., Milwaukee, Wis., and 
Montgomery-Ward. 

Associated with Mr. Slaby 
in the Omaha zone will be 
Paul W. DeGood, Harry H. 
Pike, Robert E. Lyda and 
Lewis White, as regional 
saleq managers. 
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EASY TO PROFIT 


INSTALL 
“= 


Some choice territories 
still available 


INVENTORY 


SELLING 


VERTICAL 
JET 


For 2”, 3”, and 
) 4” wells or larg- 
er, with motors 
ranging from ‘| 
to 1 hp. Only 
one moving part 
means low-cost 
maintenance. 






SUBMERSIBLE 


Entire working unit is submersed in 


well at water line . . protected 
from freezing, surface seepage, and 
tampering. 





DEEP WELL 


First Choice 

for A WINDMILLS 
Customer Let the wind do your 
Satisfaction pumping without cost 


Designed for 


for power. Ideal for 








- range or feeder lot. 
pumping depths Wheels 6 ft to 20 fe 
5 20 ae to 730 CONVERTIBLE = diameter. Capacities 
eet. our sizes 105 to 3300 h. 
are available with JeT : a nf we 
motors ranging Same pump unit, 
from % hp to SHALLOW WELi tank, and tank 
3 hp. Smooth For suction lift of fittings to pump 


from shallow or 
deep wells. Fac- 
tory packaged parts 


22 feet or less. 
Motors rated %, 
Y%, and 4 hp for 
capacities of 250, 
350, and 500 gph. 


running and 
quiet. Capacities 
of 118 gallons 
per hour to 4950 
gallons per hour. 


“WATER WHERE YOU WANT IT! 





make the conver- 
sion simple. 





AERMOTOR COMPANY 


2500 W. Roosevelt Road, Dept. 8004 
Chicago 8, Ill. 


Today's Best Buy 
In Pliers is the 


“Diamond K36" 


The Diamond K36 is a volume seller in the 
low price field. It is a quality tool through- 
out, of slip joint style with wire cutter and 
knurled handles. Bolt and nut are turned 
from a solid bar of steel. Dealer cost is 
$4.92 per dozen. 


Co-operative Advertising Available to Aermotor Dealers 





















Packed 
12 per box 





Drop forged, carefully hardened. Every Diamond K36 has milled jaws and is nickel- 
plated with a satin finish. Five, six and eight-inch pliers can be furnished in cartons 
of one dozen. 










Ask Your Hardware Wholesaler 


DIAMOND CALK HORSESHOE CO. 


4622 GRAND AVE. DULUTH, MINN. 





Established 1908 
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BACTI-VATED* 


MICHIGAN PEAT 


NATURE’S ORGANIC SOIL BUILDER 
* 
DOES A BETTER JOB! 





100 Ib. BURLAP 
bogs with plostic liners. 


50 Ib. 
WHITE bogs 


25 Ib. 
WHITE bags 


Peck—clear 
plastic bags 


VY, peck clear 
plastic bags 


BETTER PEAT 
BETTER BAGS ¢ BETTER PROFITS 
BETTER ADVERTISING SELL IT — USE IT 
Also a full line of Potting Soils—Free Samples 


Nationally advertised in Better Homes & Gardens, House 
& Garden, House Beautiful, Flower Grower, Horticul- 
ture, Sunset, Maryland Gardener, Organic Gardening 


MICHIGAN PEAT, Inc., 267 Fifth Avenue, New York 16 


Peat Bogs, Capac, Michigan 





et Propelled 


ANIGH-ERR 


ROTARY MOWER 


offers PATENTED POWERED 
CASTER DRIVE plus POWER STEERING 


The instant the handle is turned, the mower NOT 


the operator—executes the turn! 

Check These Extra Advantages 

Handy lever adjusts cutting heigtht with a 
finger for 13°'-4 cut; no 
no bolts 


' 
of the 
ping motor, no wrenches, 
Easy to start, powered by famous Clinton 
2 or 4 cycle, 2 or 24 hp) and Lauson 
2 hp) engines 
wheels allow more uniform cut 
20 blade uprights grass for 
cutting; distributes cuttings evenly 
Quality construction for longer wear 
Self-Propelling Unit Optional 
Models Available in 16, 18 & 20 











20” Self 






Inch Saw Attachments Propelled 
FOR INCREASED SALES py Price 
Write for Details and pviene $12950 


18” model 
$79.50 





SWISHER MOWER & 


MACHINE CO., Inc. 
P.O. Box 158 
Warrensburg, 
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HARDWARE BRIEFS 








(Continued from page 175) 


store building at 521-523 
Central Ave. The new loca- 
tion provides additional floor 
space and new fixtures, light- 
ing and other improvements. 
Colby, Kan.—F rank Vacin 
has sold Vacin Hardware, 
Inc., to Oakie Hopper, man- 
ager of the Hardman Lum- 
ber Co. The new owner will 
operate the store, located at 
4th and Franklin Sts., as 
Hopper Hardware, Inc. 
Chattanooga, Tenn.—Look- 
out Mountain Hardware, 
Inc., has been formed fol- 
lowing the purchase of the 
Lookout Appliance Shop, 800 
Scenic Highway. Sam F. 
Robinson is president and 
treasurer of the firm; B. C. 
Robinson, vice-president and 
manager, and Mrs. Ruth C. 
Robinson, secretary. 
Whitewater, Wis. — Doug 
Sturtevant, who has been as- 


sociated with Winchester 
Hardware, Inc., since 1948, 
has sold his interest in the 


firm to the corporation and 
has purchased the Fort 
Hardware Store. 

Rochester, Ind.—Mr. and 
Mrs. Robert P. Moore have 
purchased the Grove Hard- 
ware, 128 E. 8th St., from 
Oliver Grove. The Moores 
own the Forest Farms Prod- 
ucts Co. 


Salem, Ore.—Valley Farm 
Hardware, 3935 Silverton 
Rd., recently held a grand 
opening. Don Coons is the 
proprietor of the store, which 
features self-service. 

Andrews, Tex. — Gene 
O’Dell has opened the An- 
drews Hardware at 122 W. 
Broadway. 





Ahoskie, N. C.—The Ahos- 


kie Hardware Co. recently 
held its formal opening at 
the corner of Main and 


Maple St. J. G. Murphy is 


the owner. 


Troy, Mo. — The Troy 
Hardware & Appliance Store 
has been sold by Kenneth 


LaRue to Robert D. Single- 
ton of Independence. 

Alpena, Ss. BB. Ern an 
Grace of Huron has opened 
a store in the same building 
in which the former Lewal- 
len Hardware Store was lo- 
cated. 

Argyle, Minn. — Orrin 
Skunes has become a partner 
in the Smeby Our Own 
Hardware Store with Marvin 
Smeby. 

Riverside, Calif—Chris 
Christensen has opened the 
Christensen Hardware at 
6056 Magnolia Ave. in Mag- 
nolia Center. Mr. Christen- 
sen for eight years had been 
a partner in Wells Hardware 
in Arlington. 

Arapahoe, Neb.—Leo Me- 
guire, Holbrook hardware 
merchant, conducted a “quit- 
ting business” sale in which 
he disposed of his entire 
stock, fixtures and building. 





Edmond, Okla. — Frank 
and Leona Kennedy have 
purchased the Paas Hard- 
ware Co. from Harold and 
Nina Paas. The firm will 
operate under the name of 
Kennedy Hardware Co. 





Dorchester, Mass.—Abner’s 
Hardware, formerly known 
as Abner’s Kitchenware, re- 
cently moved to new and 
larger quarters at 1137 Blue 
Hill Ave. Lou Paven, own- 
er, held a special grand open- 
ing sale and presented sou- 
venirs to visitors. 

Fry, Ariz.—Pierre F. Getz- 
willer of Benson has opened 
a hardware and appliance 
store recently. Mrs. Getz- 
willer is manager of the 
store, which is a branch of 
the Benson Home & Ranch 
Supply Store. 

East St. Louis, Ill.—The 
Saeger-Wachtel Hardware 
Co., 3301 State St., recently 
held a three-day grand open- 
ing. The store formerly was 
operated at 125 Collinsville 


Ave. 
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News of the Trade 





HARDWARE BRIEFS 





Boise, Idaho — C. Wallis 
Stier recently closed his busi- 
ness, the Franklin Hardware 
Store at 5010 Franklin Rd. 


operated on the same site 
and in the same building. 
The store has been operated 
by four generations of Lip- 
pincotts. 

Burlington, N. J. — This 
city’s oldest family business, 
Lippincott’s Hardware Store, 








Adel, Ga.—Brabham & 
Cotton has opened its new, 
16 E. Broad St., recently modern hardware and furni- 
celebrated its 100th anniver- ture store in a new brick 
sary. Over the entire cen- building. The store is owned 
tury the business has been by Ralph Cotton. 


David A. Levy (center) was recently hailed as ‘““The First 


Great Salesman of 1954" as the result of a two-week 
contest sponsored by the Pioneer Rubber Co., Willard, 
Ohio, among wholesaler salesmen for 2,000 companies 
through which it distributes household gloves. Mr. Levy, 
who represents the Poirier & Lindeman Co., New York, 
in six middle western states has his portrait, name and 
company (upper right in photo) featured in a Times 
Square billboard which was unveiled at 46th St. in the 
presence of public officials and celebrities. James J. 
O'Brien (left), impersonator of Father Knickerbocker ex- 
tended the City’s greetings on behalf of New York's 
Mayor Wagner, as Robert K. Christenberry, president of 
the Broadway Association, Inc., looked on. Mr. Levy 
spent a week-long vacation in New York with his wife on 
an all-expense paid holiday with rooms at the Waldorf- 
Astoria, as part of the contest prize. 








Here's 
LAWN 
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8%" diameter 


Noncorroding 
PLASTIC HEAD 


your best 
SPRINKLER 
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A SALES 
LEADER at 


$169 











It's made of 


£5) STYRON 475 


5 Times Tougher 
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CONICAL 
JETS ‘ 
Produce 
Soft as Rain 
Spray — Covers 
Up to 30 Feet 


RUST-PROOF 
DENT-PROOF 


STRONG 
will withstand 
above average 
water pressure 


PERMANENT 
COLOR 


DURABLE 
For years of 
service 





DISPLAY. 


LABELED 
For Point-of-Sale 
Merchandising 





a aR 


an a 
* Guaranteed by 
Good Housekeeping 
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SOLID BRASS ) 


Hose Connection | 


molded as an integral bx 





part of the spray head ew ag 


More lawn sprinkler prospects will stop, 
admire and buy this foolproof, long- 
lasting plastic sprinkler. Its soft as rain 
spray is ideal for new seedings. Round- 
ed corners of bottom also permit drag- 
ging without digging in. Users will 
agree there's nothing like it for all 
around service and valve. It’s the sprin- 
kler to complete your garden accessories 
line. Contact your supplier at once for 
prices and delivery. Also ask about 
the new Lustro-Ware Mail Box and the 
101 other nationally advertised top 
volume Lustro-Ware plastic housewares. 


COLUMBUS PLASTIC PRODUCTS, INC. 
Columbus, Ohio 





PLASTIC HOUSEWARES 


eit! O84 tive on 







Americas Forumobl Xnk 


wt 
25 aovranste 1H 
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Above is a view of the sporting goods and housewares exhibit area during the recent 
four-day Hardware Merchandise Mart held by the Nashville, Tenn., Div. of the Moore- 
Handley Hardware Co., Birmingham, Ala., wholesaler. Fishing equipment can be seen 
at right and dinnerware is at left, hanging from lights are plastics for the beach. 


Moore-Handley’s Nashville Branch Exhibit 
Indicates Successful Selling Year in 1954 


As a result of its success- 
ful four-day Hardware Mer- 
chandise Mart, the Moore- 
Handley Hardware Co., Bir- 
mingham, Ala., wholesaler, 
anticipates an all-time record 
business year for its organ- 
ization in 1954. 

There were 20,000 items 
on display during the exhibit, 


Skil Appoints Melius 
Field Sales Manager 
Robert P. Melius has been 
appointed field sales man- 
ager of the Skil Corp., Chi- 
cago, Ill., it was announced 
by. Paul Watts, Skil vice- 





ROBERT P. MELIUS 
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which was attended by 285 
dealers. A substantial 
amount of orders were placed 
during the four days, accord- 
ing to Woodrow P. Wilson, 
Nashville Div. Manager. Spe- 
cial buys of merchandise 
were offered the dealers in 
attendance. 

The exhibit area covered 
president in charge of sales. 

Mr. Melius in his new po- 
sition has charge of Skil 
branch operations and per- 
sonnel in 32 cities and will 
direct field sales policies. He 
joined Skil on Feb. 1, 1953, 
as merchandise manager. 
Previously, he had been vice- 
president in charge of sales 
for the Delta Power Tool 
Div., Rockwell Mfg. Co. 





Hally Heads Sales for 
Campbell Chain Co. 


Albert A. Hally has been 
named general sales mana- 
ger of the Campbell Chain 
Co., York, Pa. 

Mr. Hally was formerly 
sales manager of the Den- 
nison Mfg. Co., Cleveland, 
Ohio. In 1945, he joined Per- 
mace] Tape Corp., a subsid- 
iary of Johnson & Johnson, 


10,000 sq. ft. of floor space. 

Door prizes were awarded 
on all four days and included 
three television sets along 
with numerous other gifts. 
Light luncheons and refresh- 
ments were served and sou- 
venirs were presented to 
everyone. 

Every dealer who attended 
the exhibit was assigned a 
salesman-escort host, who re- 
mained with him during his 
entire visit. 


manager of 
sumer products. 


as saies con- 

In his new position at 
Campbell Chain, Mr. Hally 
will supervise sales of com- 
mercial chain and tire chains 
and will make his headquar- 
ters at the firm’s York plant. 





ALBERT A. HALLY 


Osborn, McGlynn Named 
By the Stanley Works 
Norman W. Osborn and 
Edward T. McGlynn have 
been appointed sales repre- 
sentatives for the Stanley 





NORMAN W. OSBORN 
Works, New Britain, 
Mr. Osborn will cover the 
Utah and Idaho territory 
and will work under C. S. 
Smith, district manager of 
the San Francisco office. Mr. 
Osborn came to Stanley in 
1953 from ZCMI Wholesale 
Distributors, Salt Lake City, 
Utah, wholesaler. 
Mr. McGlynn will 
Long Island and metropol- 
itan New York, working out 


Conn. 


cover 





EDWARD T. McGLYNN 


of the New York office. After 
joining Stanley in 1953 and 
following his factory train- 
ing, Mr. McGlynn spent sev- 
eral months working aboard 
the Rollorama in Pennsy!- 
vania. Prior to his associa- 
tion with Stanley, he was a 
sales representative for the 
Corbin Cabinet Lock Div. of 
the American Hardware 
Corp. 


Weiland, Inc., Moves 


Charles Weiland, Inc., re- 
cently moved its business to 
a new location at 54 Thoma 
St., New York City. 
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NOW! NEW LOW PRICE on 
FLEXO-SPACE Self-Service Island 


ANNOUNCING 
our new low prices 
on FLEXO-SPACE 
Self - Service Is- 
lands. Here is your 
opportunity to fol- 
low the trend of 
thousands of ag- 
gressive merchants 
like yourself and 
modernize your 
store with Self- 
Service fixtures. 
Do it with FLEXO- 
SPACE at a saving 
of 50% over com- 
petitive Islands. 
FLEXO-SPACE gives you Self-Service, Mass Display and 
300% more Selling Space than one flat-type counter. Yes, 
in only 12¥%2 Sq. Ft. of floor area you get 50 Sq. Ft. of 
selling space. Raise or lower the middle shelves every 2” 
within 15 adjustments. FLEXO-SPACE is a complete 
Island! Your customers shop on 4 sides from 5 large 
Self-Service shelves. The time-saving and money-making 
advantages of FLEXO-SPACE have been “Tested and 
Proved” by thousands of retail merchants. New amaz- 
ingly low prices on FLEXO-SPACE at almost 50% less 
than you expect to pay. Without obligation write for FREE 
catalog on FLEXO-SPACE and other Self-Service fixtures. 
Do it now — Today! 





Mtrs. write for special extra low prices. 


ADD SALES COMPANY 


825 York Street Manitowoc, Wisconsin 














Retails at 


$] O”> 























To $19.95 
Key 
Packaged Awning 


Brings BIG Profits 
AIRO-VENT isin AVVAINGS 


Sell Ouer-the- Counter FAST 


@ 5 sizes. All individually packaged. 









Expandable. 
@ Customers can install easily. AND DISTRIBUTORS 
© Low cost. Some territories still open! 
© Ventilated. oe —- pack - 
® No glare—allows 80% normal light Write for information on 
passage. this new untapped market 






TODAY 








Peerless Products Co. 
5415 St.John Dept. A Kansas City 23, Mo. 
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MEET THE 
RUGGED 
NEW 





SERIES U JET PUMP 


Now: 
Complete unit 

| for both shallow 

| and deep wells. 


| 





UNIVERSAL UN/MAT 


Just what you asked for—a depend- 


able two-way, low-priced performer 


e up to 500 gallons per hour 

e self-priming 

@ requires no control valve 

| 

| @ completely automatic 
Guarantees city pressure and maximum 
pumping capacity at varying water 
levels in well. And it’s budget priced... 


comes ready to use on shallow wells... 


| and with kit for easy deep well installa- 


tion. Select (1) pump unit nestled under 


pressure tank, or (2) separate tank. 


Increase your profits with 


UNIVERSAL Pumps 





Universal Mfg. Co. 
1440 SAN PABLO AVENUE, BERKELEY, CALIFORNIA 
2114 S. 41st STREET, LOUISVILLE 11, KENTUCKY 







Tae 
Pitman mewes my 
ume? WRITE FOR FREE FOLDER | 


Colorful Bulletin No. U-34 describes this sensational t 


newcomer in low-priced field a 
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SOME DEALER SHOULD HAVE SOLD 'EM 


SEALER 900 








KEEPS BOATS ABSOLUTELY WATER TIGHT! h 


There’s nothing like Sealer 900 to stop ; 
leaks! Flows easily into cracks and seams a 
up to %” wide. Being rubber, expands 
and contracts. Used successfully on 
thousands of boats coast to coast. 
Fast-selling plastic bottle retails for $1.35. 
ee national ads pre-sell for you! 


9 WISE Phen us 
For full details see your jobber or 


<9 ie 


; fy MARINE PRODUCTS INC. 


41 High Street Oshkosh, Wisconsin 





ag Seale” 900 


Available 


in cans 






















HELLER 
FIXTURES 

MOVE 
MERCHANDISE 
_ FASTER 


Ask for 
Catalog No. AH 


W. C. HELLER & CO. 
MONTPELIER, OHIO 
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News of the Trade 





NEWS OF 


MANUFACTURERS’ AGENTS 





H. L. Rolfes, Jr., To 
Represent Slaymaker 

H. Louis Rolfes, Jr., Cin- 
cinnati, Ohio, has become as- 
sociated with his father as 
a representative for the Slay- 





H. LOUIS ROLFES, JR. 


Maker Lock Co., Lancaster, 


Pa., it was announced by 
Fred A. Williams, general 
sales manager for Slay- 
maker. 


The area covered by the 
Rolfes team includes Ohio, 
Michigan, Indiana, western 
Pennsylvania, Kentucky and 
West Virginia. The senior 
Rolfes has been a Slaymaker 
representative since 1947. 

H. Louis Rolfes, Jr. is a 
graduate of Xavier Univer- 
sity and a World War II 
veteran with service in the 
Army Air Corps. 





Bridgeport Brass Names 
Three Representatives 


Appointment of three new 
sales representatives for Aer- 
a-sol products has been an- 
nounced by the Bridgeport 
Brass Co., Bridgeport, Conn. 

Walter Nye & Co., Ince., 
Chicago, Ill.; Howard E. 
Jones & Co., Baltimore, Md., 
and Arkans, Kohl & Reach, 
Philadelphia, Pa., will handle 
the Aer-a-sol line. 





Hamilton Metal Products 

Names Medill Sales Co. 
The Medill Sales Co., Den- 

ver, Colo., has been named 


to represent the Hamilton 
Metal Products Co., Hamil- 


ton, Ohio, in the 
Mountain area. 

The Medill company, which 
also maintains a branch office 
in Salt Lake City, Utah, in- 
cludes in its territory the 
states of Colorado, Wyoming, 
Montana, Idaho, Utah, New 
Mexico, Arizona and the 
western part of Texas. 


Rocky 





Fisher & Associates 
Named on West Coast 


Al Fisher & Associates, 
4680 San Fernando Rd., 
Glendale, Calif., has been 
named to represent Simonsen 
Industries, Inc., Chicago, IIl., 
in the 11 western states. 

Prior to entering business 
for himself as a manufac- 
turers’ representative, Mr. 
Fisher was associated with 
the Western Line Co. With 





A. L. FISHER 


him in his present business 
are L. L. Chesire, John R. 
Jesson, R. W. Jesson, Jr., 
and W. C. Lookabaugh. 





Luger Co. Appointed By 
Enterprise Mfg. of Pa. 


The Kenneth E. Luger Co., 
Minneapolis, Minn., has been 
named to represent the En- 
terprise Mfg. Co. of Pa, 
Philadelphia, Pa. 

The Luger firm will cover 
Minnesota, North Dakota, 
South Dakota, western Wis- 
consin to the western boun- 
daries of Ashland, Sawyer, 
Rusk, Chippewa, Eau Claire, 
Trempealeau and La Crosse 
Counties, 
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o_ News of the Trade 


Winners of Decatur-Hopkins Contest 





Mr. and Mrs. Glenn Morse, Woodcraft Hardware, Rut- 
land, Vt., smile their approval after having been named 
winners in a recent contest sponsored by Decatur-Hop- 
kins Co., Boston, Mass., wholesaler. 
Ideas to Promote Hardware Week. The prize: A week's 
trip to Florida for Mr. and Mrs. Morse. 


Hanson Resigns Post 
With Mill Supply Assn. 


R. Kennedy Hanson, gen- 
eral manager of the Ameri- 
can Supply & Machinery 
Manufacturers’ Association, 
Inc., 814 Clark Bldg., Pitts- 
burgh, Pa., has submitted his 
resignation, on the advice of 
his physician to protect his 
health. The resignation be- 
comes effective May 31. 

In accepting the resigna- 
tion, the executive committee 
and advisory board expressed 
their regret and esteem for 
“Bud” Hanson, as he is fa- 





R. KENNEDY HANSON 





The contest: Best 





miliarly known, in a special 
resolution. | 
Mr. Hanson has served the | 
Association for 24 years, and 
has seen it grow from 126 
members to its present mem- | 
bership of 368. He will con- 
tinue his present trade asso- 
ciation management office 
and staff, but with reduced 
responsibilities. 





Lawson Heads New York 
District for Bissell 


Harry A. Lawson, New 
York area sales representa- 
tive for the last 18 years for 
Bissell Carpet Sweeper Co., 
Grand Rapids, Mich., has 
been named New York dis- 
trict manager. 

Mr. Lawson has been with 
the company for 35 years and 
has traveled extensively 
throughout the United States 
and Canada. 





Elect Farrington 


F. Birney Farrington has 
been elected president of 
Xcelite, Inc., Orchard Park, 
N. Y., at the firm’s annual | 
stockholders meeting. John | 
O. Olsen was elected vice- | 
president. 
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SIMPLIFY 
ORDERING, STOCKING 
AND HANDLING ! 








INCREASE 










YOUR PROFITS ! 






REDUCE 
INVENTORY ! 






Build New Sales — 
New Profits —With GENERAL MOTORS 


DELCO WATER SYSTEMS 


With Delco Electric Water Systems you will have 
one complete, yet compact, line that can answer 
every call you'll get for a water system. A perfect 
example of the simplicity and flexibility of the line 
is the Deleo Convertible Jet Pump which can be in- 
stalled on either shallow or deep wells. This flexi- 
bility adds a strong sales feature to offer your cus- 
tomer because even after installation the pump can 
be converted should the water level change. These 
and many other features insure lasting satisfaction 
from every Delco Water System you install. Most 
important to you, dealing with Delco will put a com- 
petitively priced line, built by General Motors, in 
your store —and put extra dollars in your pocket. 
Delco Tank Mounted 
Convertible Jet 
Available with 14 or '2 hp 
Delco Rigidframe Motor. 
180 to 990 gal 


lons per hour at 20 Ibs. 


delivers 
pressure from depths of 
5 to 20 feet. Pump has 


only one moving part. 





Franchises Available Now ! 
For the most valuable franchise in the industry 
Deleo Appliance Division, General Motors Corp. 


HA, Rochester 1, N. Y. 


write 


Dept. 


For a good deal — 


DEAL WITH DELCO 


Manufacturers of famous Delco-Heat oil and 
gas fired burners, Conditionairs and boilers. 


al 
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View of some of the items exhibited by the Hall Wholesale Co., Inc., Dallas, Tex., 


during its recent month-long |0th anniversary celebration and three-day Open House, 


held in the firm's new building, 310 N. Austin. 


Hall Wholesale Hardware of Dallas, Tex., 
Celebrates 10th Anniversary During March 


The Hall Wholesale 
Inc., Dallas, Tex., wholesaler, 
celebrated its 10th anniver- 
sary during the entire month 
of March, highlighted by a 
three-day Open House cele- 
bration, March 14, 15 and 16, 
in the firm’s new building at 
310 N. Austin. 

The anniversary event was 
well attended and many per- 
sons present came from as 
far as 500 miles from Dallas. 
Every item in the company’s 
general catalog was exhibited 
on the sample floor. In addi- 
tion to the Hall salesmen, 
there were 42 factory men 
present. 


Co., 


As a grand prize, awarded 
on the last night of the Open 
House, a 1954 Bel-Air Chev- 
rolet was presented. Other 
prizes were awarded at the 
end of each of the three Open 
House days. 

T. W. Hall is president of 
the firm bearing his name. 
He began his career with 
Butler Bros., Dallas, in 1916 
and stayed with the firm un- 
til 1936 when he resigned as 
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buyer of housewares and 
sporting goods. He joined 
Huey & Philp in the same 
capacity. 

On March 1, 1944, Mr. 
Hall entered business for 
himself with $7,000 capital. 


In the 10 years of the com- ’ 


pany’s history its business 
has steadily grown and at 
present it does an annual 
volume of approximately 
$2,300,000. 

Speaking of the early days 
of the business, Mr. Hall 
says, “We didn’t need any 
employees, as we of course 
had no business, and I could, 
and did do all my ordering 
of merchandise, receiving 
freight, shipping merchan- 
dise on what few orders we 
had.” Not quite three months 
after the company opened it 


hired its first employee, 
Harry Feuebacher, who is 
now the firm’s claims ad- 
juster. 


Other officers of the com- 
pany include: F. Delfeld, 
first vice-president and buyer 
of hardware; C. H. Ander- 


News of the Trade 








Sporting Goods Show To 
Be Held in New York 


A three-day Eastern Mar- 
ket Week, for the conven- 
ience of industry members in 
the eastern United States, 
will be held by the National 
Sporting Goods Association 
from Oct. 10 to 12 at the 


Hotel New Yorker in New 
York City. 
The event is being staged 


by the NSGA in cooperation 
with manufacturers and 
manufacturers’ representa- 
tives in the eastern area. It 
will be primarily a regional 
market week similar to the 


Western Market Week held 
annually in California. 
Exhibit fees will range 


from $75 to $165 per room. 
Exhibits will be confined to 
the fifth and sixth floors of 
the hotel, and fees will cover 
occupancy of exhibit rooms 
for four days, including three 
days for exhibit purposes, 
and Saturday, Oct. 9, as set- 
up day. 

The event will be operated 
as a complete show, with di- 
rectories, badges, exhibit 
guards, etc. Exhibit hours 
will be from 9 a.m. to 9 p.m. 
cn Sunday and Monday, Oct. 
10 and 11, and from 9 a.m. to 


son, second vice-president 3 pm. on Tuseday, Oct. 12. 
and buyer of housewares, Floor plans and complete 
and Mr. Hall’s wife, Mrs. jnformation on the Eastern 
T. W. Hall, secretary-trea- Market Week will be mailed 
surer. to members shortly. 


Landers, Frary & Clark Honors Employees 


** 


Bret C. Neece, left, president of Landers, Frary & Clark, 
New Britain, Conn., is shown presenting a gold watch to 
Peter Fusari, who is in his 59th year with the company. 
The ceremony took place during the presentation of gold 
watches to employees who have served the company for 
25 years or more. Mr. Neece himself has served more 
than 25 years. The occasion was attended by more than 
800 active and retired employees of the company, repre- 
senting 21 pct of its employees, who were recognized for 
their outstanding years of service. 
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# 1/2 THE COST of other magnetic latches due to new, 
extremely efficient design and compact size (only 3/8" high 
x 2-1/8" long). 

e No after-installation headaches—doors remain firmly closed 
even when warped or sagging 

* Doors open easily, shut quietly due to EXCLUSIVE spring 
action. 

* Lasts indefinitely—no working parts to get out of order. 












# Unconditionally guaranteed. 






* Works equally well on wood or metal doors. Highly recom- 
mended for every type of home and industrial cabinet, 
including kitchen, medicine, tool, music and house trailer 
cabinets, closet doors and ship and boat lockers. 













Write for complete details and distributional 
information. Order your Sales-Helping Display TODAY. 


HEPPNER 


SALES COMPANY * ROUND LAKE, ILLINOIS 















Specialists in magnetic devices 
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ENTHUSIASTIC RESPONSE 


from 
BRUNING 
JOBBERS... PAINT 


BRU-LUX 


toxic, odorless enamel* 


proves non- 
combined with the BRU- 
LUX deluxe display fix- 
ture—a powerful SELL- 
ING TEAM! It’s fast be- 
coming the outstanding 


paint success of the year! 





Write for details today. 


y the American Medical Association 





Some choice exclusive territories still open. Write for particulars to: 


BRUNING BROTHERS, INC. 


Baltimore 5, Md. 


4209 E. Chase Street 





GREAT 
NEW 
PAINT 
ACCESSORY 





WHIZZER CAN and BRUSH HOLDER 
A Third Hand For Painters! 


Smooth, durable, bright red RETAILS FOR 
plastic pistol grip, spring steel $ 00 
band holds all quart paint cans }~ 
firmly. Brush clip eliminates 
drips, messy brush handles, siesta 
smeared hands. «le, 
This attractive, impulse item CALL Your 
comes packed 12 boxes in a JOBBER 
hard-selling counter display Get your order in 
that will work to make you yo = — 
more profit in your paint nak anil ls 
department. order direct. 


WHIZZER PRODUCTS COMPANY 
350 S. Sanford St., Pontiac, Mich. 
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News of the Trade —__ 


National Consumer Advertising Campaign 
To Open Dealer Hardware Week Promotion 


Heading up the 1954 pro- 
motion of irha Hardware 
Week, April 16-24, will be a 
special advertising section 
in the April 17 issue of the 
Saturday Evening Post. This 
will consist of a two-page, 
color ad of the NRHA fol- 
lowed by 50 pages of manu- 
facturer-sponsored advertis- 
ing. 

Other promotional features 
of the campaign include dis- 
tribution of 400-piece pro- 
motion kits to member re- 
tailers; special manufacturer 


offerings; local newspaper, 
radio, and television adver- 
tising. 


Included in the dealer kit 
will be 80 pennants printed 
in yellow, red and blue, show- 
ing different manufacturer 
products; give-away book- 
lets; newspaper mats for the 
dealer’s own specials; as- 
sorted display materials for 
store interiors and windows; 
posters, banners, price cards, 
ad layouts, radio scripts, 
news releases, contest blanks. 

Wholesalers have received 
a 112-page catalog of Hard- 
ware Week feature items of- 
fered by more than 100 man- 
ufacturers. 

The Association is also of- 
fering prize awards for out- 
standing cooperation at the 
wholesale and retail level. 

The hardware dealers 
whose promotion effort is 
judged most effective will 


win a new Chevrolet panel 
truck. The wholesale sales- 
man most helpful to dealers 
in promoting Hardware Week 
will receive an all-expense 
trip for himself and his wife 
to the NRHA Congress, July 
12-15, in San Francisco. Run- 
ners-up in both contests will 
receive cash awards. 

There is also a contest to 
choose the “Wholesaler of 
1954.” The winner will re- 
ceive a plaque and 10 run- 
ners-up will be given recog- 
nition certificates. 


Quaker Rubber Names 
Van Buren to Post 


W. H. Van Buren has been 
appointed assistant general 
sales manager, Eastern Di- 
vision Branches, Quaker 
Rubber Corp., Div. of H. K. 
Porter Co., Inc., Philadel- 
phia, Pa. 

Mr. Van Buren has been 
associated with the rubber 
industry for the past 25 
years, having joined Quaker 
in 1945. 

He became manager of 
belting sales and assisted in 
setting up Quaker’s v-belt 
program and increasing con- 
veyor belt sales. 

Mr. Van Buren will co- 
ordinate the sales program 
in eight eastern branches: 





Atlanta, Boston, Dallas, 
Houston, Kearney, N. J., 
New Orleans, Philadelphia 


and Pittsburgh. 





Illinois Association Elects Wachtel Jones 





Newly elected vice-president, left, and president, right, of 
the Illinois Retail Hardware Association, are: R. I. Jones, 
Jones Hardware, Plainfield, and Henry Wachtel, Saeger- 
Wachtel Hardware, East St. Louis. Directors are J. D. 


Gehl, Mattoon; Eugene 


Cox, 


A. R. Stroot, 


Marion; 


Quincy; J. R. Wylde, Sycamore. Advisory committee 
members are: Joe O'Neill, Lake Forest; Stanley D. Prevo, 


Watseka, and W. S. Sweetnam. William F. Ewert, 
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Merchandise Mart Plaza, is managing director. 
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News of the Trade 








Davis Heads Board of Remington; Advance 
Coleman, Godfrey, Roney, Evans and Foster 


Charles K. Davis, who re- Gail 


tired Jan. 31 as president 
and general manager of the 
Remington Arms Co., Inc., 
Bridgeport, Conn., has been 
elected chairman of the board 
of directors at a recent meet- 
ing of the group. 

Mr. Davis 
Hartley Dodge who has been 
elected honorary chairman of 
the board. 

At the same board of di- 
rectors meeting, William A. 
Rockefeller was elected a 
member of the board, suc- 
ceeding the late Judge Albert 
H. Holland. 

Maxwell R. Warden as- 
sumes the presidency and 
general managership of the 
company. Succeeding Mr. 
Warden as_ vice-president 
and assistant general man- 
ager is R. H. Coleman who 
has been director of sales 
since January, 1949; and a 
vice-president of the com- 
pany since 1951. 

Dewey Godfrey, assistant 
director of sales since 1949, 
was elected a vice-president 
and director of sales. Mr. 
Godfrey will be succeeded as 
assistant director of sales by 





R. H. COLEMAN 


DEWEY GODFREY 
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Evans, who has been 
manager of Remington com- 
mercial sales since 1951. 

Curtis W. Roney, manager 
of firearms sales since 1948, 
has been named to succeed 
J. D. Mitchell as manager of 
the company’s Chicago dis- 
trict. Mr. Mitchell has been 
named manager of the com- 
mercial sales division. 

William H. Foster, Jr., 
manager of ammunition, trap 
and target sales, has been 
appointed manager of fire- 
arms, ammunition, trap and 
target sales. 

( Continued on page 196) 





CURTIS W. RONEY 





GAIL EVANS 


WILLIAM H. FOSTER, JR. 























































WANT LARGER SHARE OF DO-IT-YOURSELF TRADE? 


Rent SANDERS 


HOLT EDGERS 


POLISHERS 


Here’s equipment that quickly pays for itself, 
while increasing store traffic and sales of paint, 
shellac, varnish, wax, sandpaper, steel wool, etc. 










New HOLT Rental Sander. 
Stronger vacuum, improved pick- 
up reduce dust. Short coupled, 
well balanced; easy to handle and 
transport. Does truly professional 
job. Has same durability, same 
quickly demountable drum cush- 
ion (patented) as HOLT profes- 
sional sander. 


New HOLT JW12 Pol- 
isher waxes, polishes, 
scrubs, steel wools. Easy 
for women to use. Motor 
grease-sealed for life. 
Stowaway handle requires 
less display space. 





HOLT Edger never has 
been surpassed for sand- 
ing floor edges, corners, 
closets, boats, etc. 





Safe, simple to use, built for rental abuse. See 
how this HOLT profit-making trio builds do-it- 
yourself business — fill in coupon NOW. 


MANUFACTURING 
COMPANY 


Better floor machines for more than 25 years 
ROOM M4, 669 - 20th ST. © OAKLAND 12, CALIF. 
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HOLT MFG. CO. 
Room M4, 669- 20th St., Oakland 12, Calif. 






Please send me folders describing HOLT rental machines. 








POSITION 





NAME 













FIRM 









ADDRESS 














Clark Heads Division 
Of Union Steel Products 
Charles F. Clark, formerly 
in charge of the company’s 
hardware and materials han- 





CHARLES F. CLARK 


dling departments, has been 
appointed sales manager of 
the Consumer Products Div. 
of Union Steel Products Co., 
Albion, Mich. 

Mr. Clark, a veteran in 
the sales and promotion of 
hardware and_ housewares 
products, has relinquished 
his duties as sales manager 
of the materials handling de- 
partment in order to devote 
his entire time to sales ac- 


—_ —— 


OBITU 


G. Mark Riley 


Glen Mark Riley, 70, spe- 
cial sales representative for 
Irwin Auger Bit Co., Wil- 
mington, Ohio, who died re- 
cently, had been associated 
with Irwin for 40 years. 

Born in 1884, Mr. Riley be- 
gan his career with a whole- 





GLEN MARK RILEY 
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News of the Trade 


tivities of the firm’s cxpand- 
ing line of hardware and 
consumer products. 





Central States Club To 
Hold Dinner Party 


The Central States Hard- 
ware Club will hold its an- 
nual spring dinner party on 
Thursday, May 6, in the 
Grand Ballroom of the La- 
Salle Hotel, Chicago, III. 


The speaker of the eve- 
ning will be W. M. Gove, 
sales development manager 


of the Minnesota Mining & 
Mfg. Co. Mr. Gove’s speech 
will be entitled “What’s 
Old.” 

Movies of the 1953 world 
series baseball games willbe 
shown during the evening. 


Yale & Towne Appoints 
Cyr Regional Manager 


Walter J. Cyr has been ap- 
pointed East North central 
regional sales manager for 
the Yale Lock & Hardware 
Div. of the Yale & Towne 
Mfg. Co., Stamford, Conn., 
it was announced by James 
D. Young, general sales man- 


ager. 
Prior to his recent ap- 
pointment, Mr. Cyr’ was 


ARIES 


sale firm in Baltimore as a 
stock clerk. In 1904 he en- 
tered the employ of Wm. H. 
Cole & Sons, hardware whole- 


salers of Baltimore, with 
whom his father had long 
been associated. 

Then, in 1908, Mr. Riley 


entered his father’s manufac- 
turers’ agency of T. W. Riley 
& Son. On the death of his 
father in 1914, Mr. Riley 
took over the business. In 
1919 he formed a partnership 
with Hugh C. Foster. This 
was dissolved in 1928, with 
Mr. Riley devoting his entire 
time to the Irwin account, 
which had been an account of 
his father’s since 1908. 

Mr. Riley traveled most of 
the United States in his sales 
activities and was well known 
in all hardware circles. 

He is survived by a daugh- 
ter, Mrs. Joseph Dockman, a 
son, Wm. Pitts Riley, and a 
brother, Henry M. Riley. 





product manager of the Yale 
door closer line. In his new 
position, he will direct all 
sales of contract and staple 
builders’ hardware products 
throughout an area consist- 
ing of upper New York State, 





WALTER J. CYR 


western Pennsylvania, Mich- 
igan, Ohio, West Virginia 
and Kentucky. He will make 
his headquarters in Cleve- 
land, Ohio. 

Mr. Cyr joined Yale & 
Towne in 1926 and after 
eight years with the Norton 
Door Closer Div., he moved 
to the company’s lock and 
hardware division. He _ be- 
came manager of bank lock 
sales in 1938. 


Frederick W. Porter 

Frederick W. Porter, man- 
ager of the San Francisco 
office of Landers, Frary & 
Clark, New Britain, Conn., 
died March 16 after an ill- 
ness which lasted several 
months. 

Mr. Porter joined Landers, 
Frary & Clark in 1926 as 
a salesman in the Seattle, 
Wash., area. He later trans- 
ferred to the San Francisco 
office where he had _ been 
manager for the past sev- 
eral years. 





Henry W. Stahl 


Henry W. Stahl, 65, presi- 
dent of the Heavy Hardware 
& Equipment Corp., New 
York City, and New Rochelle, 
N. Y., died March 6 of a 
heart attack aboard the 
Mauretania. He was return- 
ing to this country from 
Nassau, the Bahamas, when 
he became ill. 

Survivors include his wid- 
ow, a daughter and a son, 
Bruce, who is the vice- 
president of the Linde Air 
Products Co. 


Davis Heads Remington 
Board; Others Advance 
(Continued from page 195) 


Mr. Coleman joined the 
Du Pont Co. in 1929 and in 
1937 he was transferred to 
the Remington organization. 
In 1944 he was named assis- 
tant director of sales. Mr. 
Godfrey joined the Peters 
Cartridge Co. in 1923 as a 
sales representative and in 
1935, after the Peters firm 
became a division of Reming- 
ton, he was named assistant 
district manager at Dallas, 
Tex. He was named man- 
ager of that district in 1940. 
Five years later he was made 
western regional sales man- 
ager. 

Mr. Evans joined Reming- 
ton in 1935 as advertising 
assistant. He progressed 
through various advertising 
and promotion positions from 
which he was named man- 
ager of the commercial sales 
division. 

Mr. Roney has been en- 
gaged in sales work with 
the Remington organization 
since 1935. Mr. Foster be- 
associated with the 


came 
company in 1936 and has 
served in various sales ca- 


pacities since that time. 


Edward William Johnston 


Edward William Johnston, 
executive vice-president and 
general manager of the Pied- 
mont Hardware Co., Dan- 
ville, Va., wholesaler, died of 
a heart attack at his home 
on March 7. 

Prior to his association 
with Piedmont Hardware in 
April, 1947, Mr. Johnston 
was connected with the 
Graves- Humphreys  Hard- 
ware Co., Roanoke, Va., 
wholesaler, for more than 30 
years. 





EDWARD W. JOHNSTON 
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pore A report in pictures of 

. Mr. people and events 

peg in the hardware trade 

and in 

s firm 

ming- 

sistant 

Jallas, 

man- Lewis Barnard, Jr., president of Lufkin Rule Co., 
1940. Saginaw, Mich., is shown opening the firm's recent 

spate national sales meeting which was attended by sales- 
mate men from all over the country together with per- 
seas sonnel from the Lufkin Rule Co. of Canada, Ltd. 
: ~ Also in photo, from left to right, are: E. H. 
ming- \- o Meibeyer, vice-president; R. G. Thompson, chair 


‘tising A . man of the board; W. F. Rockwell, sales manager 
: of East central division, and C. Zelnick, director 


essed 
of research and development. 


sing 
; from 
man- 
sales 


Herb Lendved, left, appliance merchandise man- 
ager, Pritzlaff Hardware Co., Milwaukee, Wis., 
points to optimistic sign in the Cory Corp., Chi- 
cago, Ill., booth at the recent National Housewares 


— : : Show at Chicago's Navy Pier. With Mr. Lendved, 


with ; from left to right, are: John Wallace, Cory eastern 
zation divisional sales manager; Harry Roehm, Cory do 


r be- gs mestic sales manager; James Williamson, Cory 

the : central divisional sales manager; El Sager, Cory 
1 has western divisional sales manager, and Len Froel 
Ss ca- ing, Pritzlaff appliance buyer. 


This is how the RPM Mfg. Co., co 
Lamar, Mo., field-tests production 
+ models and new designs of lawn 
ston mowers. Each mower is located so 
it would cut a full swath and not 
over-lap into swath of mower ahead 
of it. Tractor and outrigger, built 
by RPM engineers, will accommo- 
date nine mowers at one time. 


nston, 
and 
Pied- 
Dan- 
ed of 
home 
Shown below are officers and sales- 
ation men of the A. Y. McDonald Mfg 
: Co., Dubuque, lowa, who attended 
the company’s recent three-day an- 
nual sales meeting for factory repre- 
sentatives. 
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The Business Outlook—Markets and Price News 


Discount Houses Cut Off 
(Continued from page 14) 


Schwegmann decision on fair 
trade which prevented manufac- 
turers for a long time from taking 
any legal action against fixed price 
violators, (2) the department store 
price war which helped introduce 
New Yorkers to cut prices and (3) 
the great amount of time and 
money necessary to enforce fair 
trade. 


Drop Appliance Lines 


Retail accounts of Bigelow & 
Dowse Co., Boston, were notified 
on March 18 that this wholesale 
hardware firm was discontinuing 
all but one of its major appliance 
lines. 

It was explained that the Boston 
firm had been “in and out” of ma- 
jor appliances during recent years, 
and has finally decided to concen- 
trate on other hardware store mer- 
chandise. 

Among the lines discontinued 
were television, refrigerators, 


laundry appliances and kitchen 
cabinets. The only major line be- 
ing continued is one brand of fur- 
naces and water heaters. 


r 
Fair Trade Ruled Out 


By Florida High Court 


Fair Trade has again been pro- 
nounced unconstitutional in Florida, 
by a ruling made by the state’s Su- 
preme Court. 

The verdict, handed down on 
March 22, said the non-signer 
clause binding all dealers to ob- 
serve a minimum price contracted 
by a single retailer, is unconstitu- 
tional. 


\ i 


$10 Billion Diversion 


How much trade is being di- 
verted from established retail 
stores? 

$10 billion is the estimate of 
William Burston, manager of the 
Merchandise division of the Na- 
tional] Retail Dry Goods Associa- 
tion. 











Westinghouse Bolsters Fair Trade Policy, 
Refusing to Sell Club Plan Operators 


Westinghouse fair-traded appli- 
ances will no longer be sold to or- 
ganizations using so-called “club 
plans,” involving challenged pricing 
practices, the Westinghouse Elec- 
tric Corp. announced on March 15. 

Robert M. Oliver, manager of 
portable appliances for the com- 
pany, announced that the action was 
taken “so that there will be no 
doubt as to the determination of 
Westinghouse to enforce its fair 
trade prices.” 

He referred to a recent opinion 
denying a preliminary injunction 
to Westinghouse in a fair trade case 
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because of the existence of “club 
plans” in which Westinghouse fair 
traded merchandise had been dis- 
tributed. 


“Although this decision is only 
preliminary and the case has not 
yet been tried, Westinghouse has 
decided to take all steps necessary 
to stop such club plan sales rather 
than await a final determination by 
the court,” Mr. Oliver said. “We 
firmly believe in the wisdom and 
justice of the fair trade laws which 
are in effect in the various states 
and intend to pursue vigorously our 
fair trade program.” 





Hardware Business 
Off 1.8% in January 


While estimated sales of hard- 
ware stores were lower in Janu- 
ary than they were at any time 
since March 1950, they were only 
1.8 pect lower than they were in 
the like months of the two previ- 
ous years. 

An upward revision of Decem- 
ber’s estimated sales put the 
total for 1953 2.9 pct ahead of 
1952 sales. 

The unadjusted sales esti- 
mates of the U. S. Dept. of Com- 
merce follow: 


(millions of dollars) 
1954 1953 1952 


SOMEBTY ..occee 163 166 166 
Penewary ...<. ee 167 170 
ere ac 200 190 
Eee shail 219 229 
eee — 234 244 
ee pace 232 233 
SB Ae beats 236 214 
OS eee wake 228 216 
September .... ... 231 224 
October ...... re 256 233 
November .... ... 237 219 
December ..... Sain 297 290 

2,703 2,628 














Price Cutters Hit 
(Continued from page 14) 


nesses have developed, the over-al! 
picture is still inherently strong. 

The approach of Spring brought 
with it slightly better sales, ac- 
cording to Dun & Bradstreet. 
Consumer spending, it reported, 
showed a slight upward trend in 
mid-March, but total volume is be- 
low a year ago. 

Chief source of the better buy- 
ing was in clothing for Spring and 
in foods. However, there was also 
a strong demand for hardware, 
decorating material, small appli- 
ances and garden tools. 

The favorable trend of events in 
the battle against bootleg selling, 
brought forth many favorable com- 
ments from dealers in the areas 
affected. 

Leaders of various dealer groups 
felt that these developments could 
mark the beginning of a wide 
spread attack on price cutting, al- 
though they conceded that the dis- 
count houses are still far from be- 
ing out of business. 
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best sellers . . . everywhere 


QQ COFFEE WARMERS 
“THE ORIGINAL” ~~) 


CANDLE GLO 
Tops in popularity. Colorful 
ceramic base with harmoniz- 
ing Fiesta decanter in 4 and 
8 cup sizes. Packed six 
sets to the carton, assorted 














colors. 
oT SeET"’ 
CANDLE GLO 
Coffee in fourteen languages 
embossed on a colorful 
8 cup ceramic jug. Modern 
black wrought iron base and 
ruby red candle holder. 
Packed 6 sets to the 
carton, assorted 
colors. 





add appeal 


Designed and Produced 
to every meal 






by 
Aloa Master Craftsmen 






Write for information on these profit items 


CORP. Dept. J Eau Claire, Wisc. 











NEW! 


SELLS ON SIGHT AND FEEL! 


TUFTED COTTON 
ON 
FOAM RUBBER 


SUGGESTED 


















rake 
yzit | jeu as 


Duz-it dusts, pads, 
dry polishes, does a million other 
chores. It’s cotton tuft fused to 

foam rubber . . . washable . . . 

durable...non-slip. Size 5” x7”, 
six assorted sharp colors. 

See your Jobber or write direct. 


a = COMPANY 


Ss OHIO 
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Fishing For Turnover? 


_—7| Catch This 
2 Household Glove 
DEAL 


Deal -- 1168 by PIONEER 


Introducing 3 
Popularity-Tested Colors ca 
Vibrant New Horizon Blue 
Warm New Dove Gray 
Already Popular Satin Ebony 
All with absorbent yellow 
Soff-Down Lining 


Introductory Twin-Pack 
@ ... Saves Customers ¢7¢ 


1 pair popular block 98¢ 
1 pair new blue or gray 98¢ 
Total Retail Value $1.96 
Twin-Pack Price 1.49 


Introductory Display 
You Gross 6.20 & 
Three color counter display 
comes loaded with 12 banded 
Twin-Packs. 
Customers Pay $17.88 per Deal 
Your Cost 11.68 per Deal 
You $6.20 


per Deal 


womans J Pareny. 
> 


@ 33 Million Ads 
Sell Your Customers 





* Save 47¢... Geta 
pair for the kitchen, — a pair 
for all around the house. 
* Protect skin before hand damage 
occurs * Easy on and off absorbent 
Lining * Tread-like finger fin- 
ish holds wet things safer than 
bare hands * Curved snug-to-tips 
fingers for comfort... 
dexterity. 


” 45 apvcansid Vee 


Order Deal No. 1168 From Your Supplier Today! 


The PIONEER Rubber Company 


104 TIFFIN ROAD ° WILLARD, OHIO 








GIBSON GRIPPER CLIPS 


Keep things in place! 


a G les 


OLD Ever gih™ 





Se Le LT LT ct See seen 


New Display Carton holds 3 dozen clips 
with screws. Packed all large, all small 
or assorted (2 dozen large and | dozen 
small). 

Bright nickel finish 

No jutting points 

Need no adjusting 

Double spring for greater holding power 
Large size grips 34" to 1'/4" diameter 
Small size grips '/." to %" diameter 
Retails for 10¢ in East 


See your jobber or write 


GIBSON GOOD TOOLS, INC. 


80 PEARL STREET 
SIDNEY, NEW YORK 














$55 gets you $91 
at no risk! 


McNulty's handsome Economy Signs 
are backed by the same 
guaranteed-sale policy 

as our Estate Signs! 





Stakes, motifs, and 2" letters are cast from 
heavy government-standard aluminum and 
dipped in flat black enamel. 18" wood 
ponels reflectorized both sides for double- 
facing. Designed for customer assembly. 
No other signs approach them for appeal, 
price and value. 


Economy Sign Kit B, making up complete 
signs with a retail value of $91, costs you 
only $55 FOB our plant. If, after 12 months, 
you are not happy with the way they have 
moved you will receive a full refund on all 
unsold materials from your kit. The fact 
we can make this offer year-after-year 
shows that McNulty signs are very salable 
items, with their 40% Discount earning 
handsome profits for Dealers everywhere. 
Attractive Display Board (shown above) 
included at no extra cost. Order your 
Economy Sign Kit B today, with check or 
money order if not rated by D & B. 


McwW vt TY 
Ly esign Studios in. 


1946 MILFORD, CONN. 
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_ Business Takes Confidence From Strength 
Of Consumer Trade; Savings Big Factor 


Belief that consumer buying 

will hold up is the basic reason 

| for businessmen’s confidence to- 

| day, says the National City Bank 

| of New York in its monthly busi- 
ness news letter. 

The bank notes that seasonally 


other than automotive dealers, in 

January were about the same rate 

as in the like month last year. 
Department store sales in the 


adjusted sales of all retail stores, 
| 





| salers 


first seven weeks of this year, the 
bank notes, were within 1 pct of 


the like period last year and 
slightly ahead of the like 1952 
period. 


These figures, say the bank, give 
evidence that consumers will re- 
spond to attractive offers. Since 
prices have been relatively stable 
for some time, people see little 


January Sales Fell 
While Inventories Rose 

Sales by manufacturers, whole- 
and retailers in January 
slumped almost 5 pct below Decem- 
ber, the Commerce Dept. reports in 


| a final tabulation. 





The dollar volume of sales was 
$43.3 billion for the month, com- 
pared with $45.5 billion in Janu- 
ary, 1953, and $49.6 billion in De- 
cember. 

Meanwhile, the department re- 
ports, total business inventories 
inched up to a value of $80.1 billion 
at the end of January. This was 
one-fourth of 1 pet over December’s 
$79.9 billion, and was 4.5 pet above 
Jan. 31, 1953, when they totaled 
$76.6 billion. 

After adjustment for usual sea- 
sonal variations, the report con- 
tinues, the book value of all inven- 
tories declined $300 million from 
the end of December. The depart- 
ment adds that a small part of the 
“decline” reflected lower replace- 
ment costs. 

Retailers’ actual inventories at 
the end of January totaled $21.4 
billion, the report shows. It adds 
that after seasonal allowances, non- 
durable goods stocks were almost 
$150 million below the end of De- 


reason to postpone purchases and 
wait for price declines, the bank 
reasons. 

“Although unemployment is 
higher and overtime pay lower, 
the consumer who cannot afford 
to buy is not, at this time, a major 
problem,” the bank contends. 

The job of business, as the bank 
sees it, is to attract consumers 
who have money with which to 
buy. The 7.7 pct of disposable in- 
come saved in the fourth quarter 
of 1953 constitutes both a cushion 
for customers and a challenge to 
sellers, the bank adds. 

It is plain that consumer pur- 
chasing power does not follow the 
industrial production index down 
at anything like the same rate or 
to the same extent, the bank con- 
cludes. 


cember, while durable goods stocks 
were slightly higher. 

The following tables are partic- 
larly significant in that they indi- 
cate the relationship of inventories 
to sales and, particularly, a change 
in market patterns. Note that dur- 
able goods sales rose in January 
over December while inventories 
were trimmed. The opposite is true, 
on an adjusted basis, for non- 
durables. 


Business Failure 
Rate Rose Sharply 


Business failures rose slightly in 
the week of March 11, from 223 
the week before to 229, reports Dun 
& Bradstreet, Inc. But, says the 
agency, they reached 926 for the 
month of February, the largest toll 
for any postwar month. 

The February total was 34 pct 
ahead of the 691 figure of the cor- 
responding 1953 month and com- 
pared with 867 in January, 1954. 


Sears’ Prices Lowered 


Sears, Roebuck & Co.’s 1954 mid- 
spring sales catalog lists more than 
900 reductions ranging up to 69 pet. 
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Construction Awards 
20% Higher in February 


Construction contract awards 
tabulated in 37 states east of the 
Rockies by F. W. Dodge Corp. 


topped $1.2 billion in February. 
This total was the highest on rec- 
ord for February and 20 pct above 
last year’s February figure. 

The total for the first two 
months of this year, placed above 
$2.2 billion, was 13 pct above the 
1953 January-February total. It 
was 9 pct above the January- 
February total of 1951, the previ- 
ous record high for these two 
months. 

Awards during the February 
month were also 6 pct greater 
than in January, 1954, “contrary 
to the usual tendency of totals to 
drop off slightly in February,” 
says a F. W. Dodge spokesman. 

Volume of contracts awarded 
during February break down into 
these categories: Residential, 
$508.7 million, up 22 pct over 
1953; non-residential, $468.7 mil- 
lion, up 25 pet, and heavy engi- 
neering, $243.8 million, up 7 pct 
above 1953. 


Home Mortgage Credit 
Agency Is Proposed 


Creation by private business of 
a national voluntary mortgage 
credit committee is advocated by 


Carrol M. Shanks, president of 
Prudential Insurance Co. of 
America. 


The national committee, he says, 
would be headed by the Housing 
and Home Finance Administrator 
and would have regional subcom- 
mittees in each Federal Reserve 
district to assure adequate national 
credit facilities. The plan is of- 
fered as a substitute for the Admin- 
istration’s housing bill which, if en- 
acted, would reorganize the Federal 
National Mortgage Association. 


RCA Color TV 


Radio Corp. of America an- 
nounced that it would begin com- 
mercial production of color TV 
receivers late in March. The re- 
ceiver will have a viewing screen 
of about 12% inches and will re- 
tail for $1,000. 
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ence” in this cart! 


The GENERAL 
HOME BARROW 


The Lender in the HOME BARROW 
field ...a flashing beauty—bright 
dark green or black tray with orange 
handles. Wide Square- nosed, pressed 
seamless tray. “‘Self-storing” (barrow 
stands by itself). Rubber handle 
gripe. cushion rubber tired DICO ball- 
General Home 


arate i “Eaten. yet sturdy and 
built for cevic. he GENERAL 
HOME sannow 
CONVENIENT = * 
STORAGE ote 


Individually packed in an attrac- 
tive carton. See your wholesaler 
or write today for literature. 








GIVE A BOOST TO YOUR 
Spring Garden Sales 


The GENERAL LAWN TENDER 
Combination Garden Cart & Spreader 


Here's a new “‘two in one” lawn, gar- 
den and fertilizer cart that you can 
sell with confidence The “Lawn 
Tender” is a quality built, all steel, 
sturdy 3 bushel cart. Easily con- 
verted into a scientifically designed, 
adjustable spreader or seeder . 

by simply removing agitator guard 
plate Equipped with easy rolling 
solid, heavy-duty, rubber-tired DICO 
wheels You can “see the differ- 


eT ne Re N 














as advertised in.. 
| and guaranteed by 


| GOOD HOUSEKEEPING 





oS  Gasracined 





- Will not bind, 
stick or warp 


. beautiful, natural 
finish 


3. water and rust-proof, 





requires no paint r 
| FAWSCO Manufacturing Division 
4. complete with working Cuyahoga Falls, Ohio 
signal flag | Send me prices on all-aluminum mail ores. Packed 6 
to shipping carton; shipping weight — 
5. corrugated bottom... | Pring 
lock catch ; Name 
| Address 
| City 


foues print name and address plainly. 


MAIL THIS COUPON TODAY 


<a OR g REFUND OF 


Good Housekeeping 
Neeras — wee 






by > 
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Over the Crest? 








President's Top Economic Advisor Reports 
Business Sales Now Exceed Production 


Dr. Arthur F. Burns, chairman 
of the President’s Council of Eco- 
nomic Advisers, says that business 
sales now are outrunning produc- 
tion. 


Dr. Burns says that businessmen 
no longer are spending substantial 
sums on additions to their inven- 
tories. With the reduction in inven- 
tory build-up and continued high 
sales, Dr. Burns says, “a founda- 
tion is being laid for a new eco- 
nomic advance.” 

The C. E. A. chairman reports 
that current surveys indicate that 
businessmen, who are watching the 
outlook closely for their individual 
firms, generally expect to sell as 
much or more in the next few 
months as they did in the like 
months of 1953. 

In view of these favorable signs, 
he adds, “it seems reasonable to ex- 
pect our economy will weather its 
present difficulties successfully and 
that the economic advance of our 
nation will soon be resumed.” 

Noting that some economists be- 
lieve what is currently happening is 
much more serious than inventory 
adjustment, Dr. Burns admitted 
that “the art of business forecast- 
ing is highly imperfect and I cannot 
assert that these analysts are 
wrong.” He emphasized, however, 
that he sees “little definite evidence 
to support their pessimistic forbod- 
ings.” 

Dr. Burns points to these addi- 
tional signs to support his optimis- 
tic forecast: 

Sfock prices are considerably 
higher now than they were last 
July. 

Commodity prices, on the aver- 
age, have remained “virtually un- 
changed” since last July. 

The privately held money supply 
is larger. 

Business failures have declined 
in the past two or three months. 

The volume of purchasing by 
consumers and by the government 
is close to recent peak levels—so, 
too, are the expenditures by busi- 
ness firms for new plant, machinery 
and equipment. 

The C. E. A. chief warned, how- 
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ever, that “it is well to recognize 
there are bound to be pauses in the 
growth of our economy as business- 
men find it necessary, from time to 
time, to bring their tools or inven- 
tories into adjustment with their 
sales.” 

He adds that it also should be 
recognized that “an inventory ad- 
justment” can spread to other busi- 
ness fields. For that reason, he as- 
serts, the government is closely 
watching business activity. 





Spot Check Shows 
Better Labor Picture 


The employment picture is get- 
ting brighter in 11 key industrial 
states, according to a prelimi- 
nary check for the last week in 
February by government agen- 
cies. 

The check indicates that new 
claims for unemployment com- 
pensation totaled 171,400 in the 
week, a decline of 26,100 claims 
from the week ended Feb. 20. 











Number of Unemployed 
Soared in February 


Unemployment in the month to 
mid-February shot up by either 
584,000 or 1,026,000, reports the 
Census Bureau. 

The reason for the divergence 
in figures is that the bureau 
junked as unreliable a survey that 
showed the 1,026,000 increase. The 
584,000 figure resulted after a se- 
ries of meetings in Washington 
that agreed the latter figure was 
correct. 

The two census surveys, source 
of a small Washington turmoil, 
covered the week ended Feb. 13. 

Both the new and old series are 
based on surveys of 25,000 house- 
holds. But in the case of the new, 
these households are located in 230 
areas, while in the case of the old, 
they’re located in 68 areas. 

The February jobless figure, 
nonetheless, is the highest since 
1950. 


February Sales Rose 
After Adjustment 


Sales of the nation’s retail 
stores in February totaled a little 
over $11.9 billion—a drop of 3 
pet from January and year-ago 
levels, reports the Commerce Dept. 

The February unadjusted sales 
figure is based on the depart- 
ment’s monthly advance report on 
retail trade. The department con- 
ducts a survey of about 1,400 re- 
tail firms which, in total, operate 
about 35,000 stores in the United 
States. 

The department also lists a sea- 
sonally adjusted sales figure for 
February. This takes into account 
seasonal factors and differences 
in trading days so comparisons 
can be made with the previous 
month. 

February sales, adjusted for 
seasonal factors and trading day 
differences, were about 1 pct above 
January, the department notes. 

Sales by durable goods retail 
stores, on the adjusted basis, were 
about 5 pet over January levels. 
This reflected, in large part, in- 
creased sales of automobiles. 


Bad Weather Hurt 
Department Stores 


Department store sales in the 
United States for the week ended 
March 6 dropped 11 pct under the 
like week a year ago, reports the 
Federal Reserve Board. 

F. R. B. officials attributed the 
drop to bad weather in some parts 
of the country. 

A “tiny part” of reduced sales 
was due to the fact that Easter 
falls on April 18 this year while 
it was two weeks earlier last year. 


Business Loans Down 


Business loans, an indicator of 
businessmen’s investment in inven- 
tory financing and capital goods 
expansion, declined $39 million at 
reporting banks in leading cities 
during the week ended March 3, 
reports the Federal Reserve Board. 

This reduced commercial, indus- 
trial loans at member banks to 
$22.4 billion, which is $515 million 
less than a year before. 
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One Package 
Sells Many More! 














a 
Cuts lawn wor k in half! Solves many annoying 
lawn problems. Eliminates grass trimming and edging 
around trees, flower beds and shrubs; along hedges, fences 
and driveways. Easy to install; just drive down to soil level. 
Comes in easy-to-handle two-foot sections, four inches 
deep. Key together in any length. Corrugated and galvan- 
ized. Packaged 40 feet in colorful self-selling carton. Five 
packages to master shipping carton. NATIONALLY 
ADVERTISED. If your jobber does not stock it, write 


for name of nearest distributor. 


KEELOR STEEL, INC. 


Minneapolis 14, Minn. = 


925 No. Ninth St. S.E. ° 


won't grow 
where roots 










@® Harmless 
®@ Effective 


Kees snap-on weaners 
work easily and effective- 
ly; yet are completely safe 
to use. Rounded clips pre- 
vent injury to animal’s 
nose. Can be worn with 
prongs pointed toward 
mouth or away from 
mouth—or bent down if not 
needed. Made entirely from 
stamped ZINC-COATED 
steel — nothing to break. 
Will not rust. 

No tools needed . . . just 
snap on. Rounded nose 
clips snap in place in an 
oc and cannot slip 
off. 













BEATRICE 
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WEANERS 


for 


Calves—Yearlings 


Open 


Since 1874 
ORDER FROM YOUR JOBBER 
Write P.O. Box 504 for Free Catalog 


F. D. KEES MFG. CO. 


NEBRASKA 





Cash In On the Big Demand for 


NEW IMPROVED 


FREEZELESS 
HYDRANTS 


IOWA HYDRANTS 
THE FAVORITE FOR MORE THAN 35 YEARS 
Outside Water Regardless of Temperature 
—Upright Pipe Automatically Drains After 
Each Closing. 
* LESS HANDLE MOVEMENT—with 
quick acting toggle lock lever. 










BRASS 
, NOZZLE 






* ADJUSTABLE—Link provides easy, 28% FROM 
positive adjustment of lock-in ten- gg 
sion after long use. DEPTH 

*% ROD GUIDE—Eliminates side pull i 
on operating rod—reduces wear on NOZZLE 


packing, packing nut and stem. 

* VARIABLE FLOW — Improvements 
in valve arrangement will permit 
small to full flow without leaking 
out the drain hole. 

%*% BETTER PARTS SERVICE—Although 
important improvements have been 
made, the same parts will service 
IOWA hydrants made for the past 
35 years or more—this makes it 
easy for jobbers and dealers to 
stock parts for prompt service. 


CONTACT YOUR WHOLESALER OR WRITE 


WOODFORD HYDRANT CO. 
DES MOINES 17, IOWA 

















BURKS \) PUMPS 
and water systems 





Write for Catalog Folder 
DECATUR PUMP CO. 


52 Elk St., Decatur 70, lil. 


BURKS 


PUMPS 









SUPERIOR HEAVY DUTY 
ALL-STEEL LEG and 
WORK BENCH ASSEMBLY 








@ Makes work benches 6 ft. 
and as much as 3 ft. wide. 


® Complete with all hardware. 


e All holes drilled for mounting top 
and shelf. 


® Made of high quality 14 gauge 


steel. $995 


LIST 


Write for full details about this and other 
Superior products 


SUPERIOR 


PRESSED STEEL COMPANY 
Lansdowne St., Cambridge 39, Mass. 


long 














ARMSTRONG BROS. 





We G, 


Better PRE LOOLs 


PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters throughout . .. built to give 
years of good service. 


“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1- 
piece drop forged steel heat treated body 
and a replaceable hardened steel nut to 
take up the wear and thrust to handle screw. 
Used either as l-wheel (with 2 rollers) or 
3-wheel (fer close quarters). 


“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy tool 
steel properly heat treated, They 
eut rapidly and easily, hold their 
keen edge. 


TRONG BROS. TOOL CO. 


“The Teel Helder People” 
6214 W. ARMSTRONG AVENUE - CHICAGO 30, ILL. 
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11% of Disposable Income Being Paid 
By Consumers on Instalment Debts 


Despite a decline in consumer 


credit volume, consumers are lay- 


| ing out 11 pet of their income after 


taxes in instalment debt—nearly 
one-sixth more than in the 1941 
peak instalment debt year, says 
the Federal Reserve Bank of Chi- 
cago. 

Forecasting a drop of $500 mil- 
lion in instalment credit for Feb- 
ruary, the Chicago bank says that 
expectations of further consumer 
debt shrinkage largely depends 
upon sales of autos and other dur- 
able goods. 

Meanwhile, consumers are de- 
scribed by the bank as reluctant to 
assume more debt in the face of 
their already substantial monthly 
payments. Other factors affecting 
willingness to borrow 
and lenders’ willingness to advance 


Chain, Mail Order Sales 
Hit by Bad Weather 


Chain and mail order houses 
reported sales in February were 
below those of February, 1953. 
There were signs, they contend, 
that the rate of decline may have 
slowed. 

Store officials blamed the de- 
cline on a late Easter and the 
weather—dust storms and _ bliz- 
zards all winter throughout the 
mid-West. , 

The mail order houses reported 
large losses for February. Sales 
of Montgomery Ward were 14.9 
pet under those of February, 1953, 
and sales for the first two months 
of this year were 15.4 pct under 
those in the same 1953 period. 

Sears, Roebuck & Co.’s sales in 
February dropped 10.6 pct under 
the like 1953 month and sales in 
the first two months of 1954 were 
11.7 pet under the comparable 1953 
period. 

Spiegel, Inc., reported a 13.7 pct 
sales drop for February under a 
year ago and first two months 
sales were 16.4 pct under the same 
months in 1953. 

In the variety store field, W. T. 
Grant showed a 7.8 pct gain in 


money, the bank says, are uncer- 
tainties on job prospects and the 
disappearance of overtime work. 

The slowing down in the growth 
of instalment debt in recent months, 
the bank notes, reflects both a de- 
cline in the use of credit and ex- 
pansion in the volume of monthly 
repayments—which last year were 
9 pet higher than in 1952 and in 
the final quarter of 1953 at a sea- 
sonally adjusted annual rate of 
$27.3 billion, $2.3 billlion more than 
in 1952. 

The bank’s review says: “Al- 
though the trend in repayment vol- 
ume has been steadily upward dur- 
ing the past one and one-half years, 
the increase appears relatively mod- 
est when compared with the rapid 
growth in instalment debt which 
has taken place.” 


sales for February; H. L. Green, 
a 2.2 pet gain; S. H. Kress, a 0.5 
pet gain; S. S. Kresge, a 1.9 pct 
gain and F. W. Woolworth, a 0.02 
pet gain. 


Yale & Towne Completes 


85 Years on High Note 


Yale & Towne Mfg. Co. com- 
pleted its 85th year with a record 
volume of sales, Gilbert W. Chap- 
man, president, reported to stock- 
holders. 

Reporting on 1953 operations, 
Mr. Chapman told that the most 
notable non-recurring expenses re- 
sulted from “the transfer of a 
significant portion of the facili- 
ties and operations, formerly car- 
ried on at the large, old, multiple 
building plant at Stamford, Conn., 
to three new hardware plants de- 
signed for high volume, low unit 
cost production.” 

The operation of the new hard- 
ware plants at Gallatin and Lenoir 
City, Tenn., and the newly en- 
larged hardware plant at Salem, 
Va., are expected to be accomplished 
by the summer of 1954, when the 
modernization of the remainder of 
the Stamford plant should also be 
well advanced. 
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Construction High, 
Will Buoy Economy 

Commissioner Ewan Clague, of 
the Bureau of Labor Statistics, the 
government’s top statistician, says 
the construction outlook for 1954 
is better than expected. 

If the construction rate of the 
first two months should continue, 
he says, total value of all types 
of construction put in place dur- 
ing 1954 might even top the rec- 
ord total of $34.7 billion set last 
year. 

Nevertheless, Mr. Clague says, 
his bureau’s official estimate of 
construction value for the current 
year remains at $34 billion, 2 pct 
under 1953. It is not safe, he ex- 
plains, to base a prediction for 
the full vear on figures for only 
two months. 

Home building “promises to be 
one of the most important factors 
in sustaining employment and con- 
sumer incomes during the coming 
vear,” he notes. The value of this 
construction has averaged some- 
thing over $10 billion annually for 
the last five vears. 


Appliance Makers Call 
Excise Tax Unfair 


Home appliance industry repre- 
sentatives have told the Senate 
Finance Committee that the 10 pct 
excise tax on their products is dis- 
criminatory, punitive and self-de- 
feating. The current excise tax 
bill, which has been passed by the 
House, does not contain any relief 
for appliance makers. 

The group said the appliance 
dealers are “fighting for their eco- 
nomic lives now” and that sales of 
ironers have dropped 42 pct and 
those of dryers by 40 pct since the 
excise was imposed 29 months ago. 


G. M. President Confident 


Harlow H. Curtice, president of 
General Motors, reaffirms his faith 
in continuing prosperity by stating 
the “nation does not face a de- 
pression.” 

Mr. Curtice says too much em- 
phasis is being placed on unemploy- 
ment and “little attention is being 
given to the level of employment.” 
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SELL MORE SNIPS 


WITH THIS NEW 
BLUE BIRD DISPLAY 


This self-contained unit includ 
balanced assortment of 15 fast-moving 
Blue Bird snips, all displayed to their best 
advantage against a striking red back- 
ground. Made of strong ‘4 plywood, 
display is punched for hanging, and 
equipped with legs for counter use. Price 
may be inserted under each tool, which 
is completely identified with stock number, 
size, and description. 


YOURS —AT NO EXTRA COST! 


order through your wholesaler 





Wy BLUE Biro 


TOOL s 


"SNIPS 





a well- 





Blue Bird drop-forged snips are fully guaranteed and are backed by more than 50 
years experience in the specialized manufacture of tinners snips. Each snip is accu- 
rately adjusted and blades are heat-treated, hollow ground and hand polished. 


THE FINEST... AT A FAR LOWER PRICE 


EB 
gi IRp 


) Q Bergman TOOL MFG. CO. INC. 4a 
| To0ts | 1573-1575 NIAGARA ST BUFFALO 13, N. Y or write. 


Established 1899—Manufacturing Fine Quality Tools For Over 50 Years 




















. manufactured in a variety of styles as shown— 


with shank sizes from %” x 2” to 1” x 18”. Drop 

Forged Steel Bolts offer the full strength of bar 

steel, with weldless eyes that cannot open. Available , 

in Self-Colored finish, or Hot Dip Galvanized, even 
including the threads! 








The W-C line of Heavy and 
Shelf Hardware also includes 
items ranging from Blocks & 
Pulleys to Drop Forged Steel 
Shackles. For complete informa- 
tion on the “Dependable Line” 
write today for your free copy 
of our new 1954 Catalog “N.” 








imousTaiaAL Ane 
HEAVY HaAROWwaARE 


ao —-- 


WILCOX, CRITTENDEN & CO., INC. 


“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 
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LOCK-EASE * 
Graphited LOCK FLUID 


For year-round lock main- 
tenance and best protection 
against sticking — rust — 















freezing. 4-oz. “Drop or 
‘Stream’ can, 39c. Order from 
your jobber. 

American Crease Stick Co. Ag 
Muskegon, Michigan Ss 


0 PRODUCTS 
aus Stainless DOOR-EASE_ Stick 














Lubricant in two sizes, 15¢ and 
39¢; AMERICAN Dripless Oil in 
4-oz. oiler, 29c. 














~——— 






eee No. C-1458 

Fr 7.1458 Chrome plated. 

(ene With square 
— nuts. For 





. later model 








ited 4, bY 
PLATE 
FASTENERS 





No. 012558 
Rust-proof. 
With wing 
nuts. For 
older 
model 
cars 










At your 
favorite jobber 
or write direct 


Sharon Rit: and Sctbu! Lo. 


BOSTON 10, MASS. 











Promotions 


Manufacturers’ New Merchandising Plans 


Can Opener Week, May 3-8, Will Be Backed 
By Manufacturers’ Ads in Consumer Magazines 


“National Can Opener Week” 
posters will appear in thousands of 
hardware and department stores, 
during the observance, May 3-8. 

The Jones & Laughlin Steel Corp. 
will spearhead this new national 
promotion with a full-color adver- 
tisement in Time. Additional na- 
tional advertising will be run by 
leading can opener manufacturers 
who are participating in the promo- 
tion. It will be included in Saturday 
Evening Post and other national 
magazines. 








The Jones & Laughlin Ad 


“This is the first time that deal- 
ers will have the benefit of a 
national organized inter-industry 
drive to promote sales of higher- 
priced and better-profit can open- 
ers,” stated Harold H. Jaeger, mar- 
keting director of the Can Manu- 
facturers Institute. 

All promotions will feature wall 
model can openers and highlight 
those which have been tested for 
durability, ease of operation, effi- 
ciency and safety and awarded the 
Seal of Approval by CMI for meet- 
ing its standards of excellence. 

The following manufacturers are 
cooperating with CMI in the pro- 


motion: Best Can Opener Mfg. Co., 
New York; Cahil Mfg. Co., New 
York; Dazey Corp., St. Louis; Ed- 
lund Co., Burlington, Vt.; Ekco 
Products Co., Chicago; Rival Mfg. 


Co., Kansas City, Mo.; Swing-A- 
Way Mfg. Co., St. Louis; Turner & 
Seymour, Torrington, Conn., and 


Vaughan Mfg. Co., Chicago. 

CMI is making available special 
merchandising and _ point-of-sale 
promotion materials, including the 
poster, three colorful pennants, a 
counter card, newspaper mat, and 
a radio commercial that may be ob- 
tained from the participating man- 
ufacturers and 600 hardware whole- 
salers. 


Water Systems Contest 
Offers Bermuda Trips 

A new water system merchandis- 
ing program, featuring a “Steeple- 
chase” contest with $25,000 in 
prizes, will be conducted by F. E. 
Myers and Bro. Co., Ashland, O. 

The program will get under way 
on May 1, which coincides with the 
opening of National Water Systems 
Month. The program will include 
consumer magazine advertising, di- 
rect mail, point of purchase dis- 
plays, dealer promotion items and 
the contest. 

The contest will be open to all 
Myers dealers, distributors and its 
own sales force. It offers as first 
prize four vacation trips for two to 
Bermuda or similar vacation spots. 
These trips will be won by a Myers 
dealer, distributor salesman and a 
Myers district manager and sales- 
man. 

The dealer winner will be selected 
on the basis of percent of increase 
in water system unit sales, his pro- 
motional activities and use of pro- 
motion materials. 

All entrants will be eligible for 
merchandise prizes to be awarded 
on a merit point system, based on 
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UNIO 


UTILITY 


The Cabinet 
of 101 
Daily Uses 


IMMEDIATE 
DELIVERY! 


Sectional! 
Super-Size 
11%" long-10” wide 
10” high 
tres fe gy . 
A “Sizzling” Sales and Profit Producer! 
Every home, office, shop and factory is a logical 
prospect for one or more of these cabinets. Sectional 
design insures repeat sales. Has removable drawer 
dividers for convenient storage of screws, nuts, 
bolts, etc. Safety drawer stop prevents spilling. 
Handsome Steel Gray Ripple finish harmonizes with 
other equipment. A quick turnover, steady-profit item! 


Consult Your Jobber Today — or Write for Information! 





UNION STEEL CHEST CORP., LE ROY, N.Y. 
















Kari-Mor 


HOOKS ON CAR DOORS! 


Carry Lumber, Ladders, Pipe, other Supplies 
Up to 20’ Long! Saves time—Money. 

Can easily be hooked on side of any car, at- 
taching between edge of door and window 
glass. Windows slide freely up and down! No 
holes to drill—hook-type carriers come ready 
for immediate use. 

Made of hard, durable aluminum alloy chan- 
nels. Stronger than pipes or tubes. Web straps 
hold load secure. Suction cups protect car. 


NOTE THESE IMPORTANT EXCLUSIVE FEATURES 


@ Cross arms with suction cups 

@ Moves up or down to fit over body curves and bulges 

@ Flexible steel extension arms can be raised or lowered 
for best load position 

ste Distributors—Dealers: Write for liberal discounts 


A few choice territories open for established representatives. 


CHICAGO PRECISION MACHINE CO. 


831 S. Wabash Ave. Chicago 5, Ill. Dept. C-1 





PRICED LOW 
FOR THE VOLUME 
MARKET 




















Your Customers 
Will... 













The Saturday Evening 


POST 





















Magic-Tip 
SCREWHOLDING 
SCREWDRIVER 


Also Advertised in: 
* Popular Mechanics 





* PF (Photofact) Index * Popular Science 
* The Home Craftsman * Mechanix Illustrated 


\ 7 ww * Electrical Equipment 
att HEADS ‘ 








HUNTER TOOLS are ring- 
ing up new dealer profits every- 
where they appear . . . because 











FREE — customers ask about these inter- 

cee ape estingly different tools... and 

plays, TURN-A- _ the ORIGINAL NEW IDEA in 

ce ane I every HUNTER TOOL does the 
_ tool cards. selling for you. 


* New Equipment Digest 











Magnetic 4 










— 
— 


HE ORIGINAL 
’ ROLLER TYPE 





Proven by 15 years’ use by Leading Draftsmen and 
Designers for INKING and PENCIL DRAFTING 


A fine precision tool. Hair-line adjustment quickly made and maintained by 
spring-loaded knurled thumb rollers. No screws or clamps. Lead expeller for 
easy control of lead length. Slides instantly interchangeable to any beam length. 
Made of dized alumi taint satin finish. Beam lengths from 7" to 100°. 


Combination Square 


TRAMMEL HEADS 























Accurate Compass, Height Gage 
Outside and Inside Calipers 












WRITE FOR CATALOG —DISCOUNTS 
HUNTER TOOLS 


Yoh amo loy Ma es Aaltail-1 gum @lelitielaaite 












HARDWARE AGE, APRIL 1, 1954 





Heads chrome plated, screw parts protected by cadmium 

plating, scriber points made of hardened tool steel. Perfect 

for work on wood, plastic, sheet metal, linoleum, die or 

tool layout. Hundreds of uses. Comes complete with plated 

heads, scriber points, pencil tips, special caliper points. 
WRITE FOR LITERATURE 


ENGINEERING RESEARCH ASSOCIATES, INC. 


3475 East Nine Mile Road Hazel Park, Michigan 
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MINIT-MAKE 
Shelf’n Table BUILDERS 





rade Name Reg 









FURNITURE 
in Minutes 


WITH THESE INTERLOCKING PARTS 
plus BOARDS CUT TO SIZE AT LOW 
COST BY LOCAL LUMBER DEALERS 


\ | 
A (= = BRACKETS | 
Shelf Top WROUGHT | 


Brocket Bracket IRON FINISH 
| 


- 


7" HARDWOOD ff... * 4. “4 
RODS opt ~~ 
13" 10" 3 YQ" > Sa 
~. IL parts slide 


TOGETHER 







U.S. and Canadian Pats. Pend. 
FROM SMALL COUNTER SPACE 


ASK YOUR JOBBER—OR WRITE US FOR DETAILS 
JOHN CLARK BROWN '*¢ 


ONE MONTGOMERY ST. yi Jb, 
BELLEVILLE 9,NJ CHOETTY GADGETS 


THE ONLY FACTORY SOURCE FOR A LARGE LINE 
OF GADGETS—MORE THAN 60 GADGETS 






= The GIFT to SELL 
# for Home or Office... 








CLOCKS | 
AUTOMATICALLY CALCULATE | 


"time at a glance"’ 





Shown above: Model #700, 
TV Clock and Lamp. Retails 
at $10.95. 


Other NUMECHRON Self- | 
Starting Electric Clocks from | 
$9.95 to $85.00. 


“As Advertised in TIME” 


Consult your distributor or | 
write for illustrated catalog 
and attractive discounts. 


Personalized Imprinting Available 








PENNWOOD NUMECHRON COMPANY 


7249 Frankstown Avenue, Pittsburgh 8 Penno 











the number of water systems sold. 
Although the contest starts May 1, 
credit will be given for water sys- 
tems purchased from Myers be- 
tween Jan. 1 and July 31. 


Hotpoint Film Shows 
Refrigerator Making 


A 25-minute, 16mm sound color 


| | film entitled, “Design For Tomor- 


row,” which shows how a refrigera- 
tor is made, has been prepared by 
Hotpoint Co., Chicago, 44. 

The film is intended for use by 
appliance dealers for educational 
and civic groups. 


Consumer Contest 
On Gold Seal Tile 

A consumer’ “Kitchen-of-the- 
Year” contest with prizes ranging 
up to $5,000 will be featured in 
magazines and on television by the 
Gold Seal division of Congoleum- 
Nairn. 

The contest will be announced in 
April issues of consumer magazines 
and on the Gold Seal television 
show, ‘Mr. and Mrs. North,” start- 
ing March 23. 

To be eligible, a consumer must 
buy a Gold Seal resilient tile for her 
kitchen floor between March 20 and 
July 31. She then writes a state- 
ment in 50 words or less, telling 
why the consumer picked Gold Seal 
for her floor, on a contest entry 
blank available from Gold Seal 
dealers. 


Slogan Contest On 
Norelco Shavers 


In an effort to stimulate spring 
activity in Norelco electric shav- 
ers, a $20,000 cash and merchan- 
dise sales slogan contest is being 
held by the Norelco Shaver Divi- 
sion of North American Philips 


| Co., Inc., New York. 


To qualify, retail salesmen 
must sel] six Norelco shavers, and 
wholesale salesmen, 48. Qualified 
entrants can submit slogan in 10 
words or less, describing the shav- 
ing abilities of the line, which is 
made by Philips of Holland. 

National prizes include a 1954 
Jaguar sports convertible or $2500 
in cash as first prize, a 15-day tour 











Better Built by 


BUCKLEY 








Adjustable 
FOLDING TABLE 














Genuine Formica top, 24’x18", with 
solid Masonite backing. Sturdy tubu- 
lar steel legs with lusterized finist. 
No sharp edges. Finger-tip adjust- 
ment, 2012” high for children; 2312” 
for adults. Folds flat for storage. 


SEND FOR CIRCULAR 


BUCKLEY 


Manufacturing Co. 
Precision Metal Products 


4225 W. Lake St., Chicago 24, Ill. 












HEAT PROOF 


MATS 


In SIX 


NON-FADING 
COLORS 
+ YELLOW 
* BLUE 
« GREEN 
* GRAY 
« RED 
« WHITE 


STOCK AND DISPLAY NEW 


DAISY RUBBER MATS 


Write at once for Display Rack Deal. Pro- 
vides complete line of DAISY Rubber Mats 
in Vivid-X colors. Fast turnover — better 
than 45% profit. Tops in Quality. 


SCHACHT RUBBER MFG. CO. 


Dept. H . Huntington, Ind. 
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) huvevedodeue Better 


Workingmen like this heavy gauge aluminum 
seamless lunch kit. 


which it can be kept spotlessly clean. 


easy seller! 


Available with or without Vacuum Bottle or Tray. 


Onder from your Jobber 
PENN METAL WARE CO. 


Scott Street « Wilkes-Barre, Pa. 











Housewives like the ease with 
packed with screws. 











World 


famous 


MOULI 
GRATER 


Watch your stock 
Order from your jobber 
todayl $400 








UP Sales and Profits 
in Tinware with 
nationally advertised 


MOULI LINE 






















WOU 


MANUFACTURING CORPORATION 


BROADWAY JERSEY 
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THE NEW 
ROCK WOOD 


MAIL 
BOX 


This sturdy, attractive, 
Cast Aluminum Mail Box 
enriches the entrance of 
any home. Available in 
Sprayed Brass or Dead 
Black finish. Individually 


Write for Catalog No. i2 
illustrating our line of build- 
ers’ Hardware Specialties. 


"sa Home... 
id There's a Market! 


ROCKWOO 


ee 


Cc 
ROCKWOOD, NA. 



































ae 
























extension cord sets 


for Lawn Mowers, Hedge Trimmers, 
Portable Tools, Washing Machines, 
Refrigerators, Fans, Business 
Machines, Small Motors 


Push these rugged 
service units! Husky 
black rubber cords in 
standard lengths; in- 
tegral molded-on com- 
ponents. Female 
connector has double contact blades, insuring perfect connec- 
tion. Moisture-proof.. strain-proof... 
PUNISHMENT I Data sheets on request. 


industrial extension cord sets 

ALL-RUBBER components built to withstand crushing loads 
and impacts. Integral molded-on male and female com- 
ponents, waterproof and strain-resistant. 
power extension units in factories, 
requiring 2-wire service. 25-, 50- and 100-ft. lengths; 16/2, t 
14/2 and 12/2, type S cord. Data sheets on request. 


CORNISH WIRE CO., inc. 


50 Church Street, 


Individvally cortened—Pecked 20 
te Standerd Shipping Peckoge 


Real GLUTTONS for 


Unequalled as 
shipyards and plants 









cone TyPt 
18/2 16/308) 
18/2 16/208) 
18/2 16/305) 
16/2 26/208) 
16/2 26/308) 
16/2 26/308) 












New York 7, N. Y. 








METAL FLOATS 


Engineered To Your Specifications 


@ Made of copper, plain 
steel, copper plated steel, 
all types stainless steel, 
aluminum, brass, monel, 
pure nickel, Admiralty or 
Everdur, or any suitable 
metal for open tank and 
all pressures. 





COLUMN 


@ Seamless copper ball 
floats carried in stock in 
diameters of 3", 4", 5" 
o. 7, ©. eC one 2" 
for open tanks and pres- 
sures of 25, 50, 100 and 
150 Ib. Floats in special 
sizes and pressures— 
MADE TO ORDER. Stain- 
less steel ball floats larger 
than 12" diameter can 
be made up specially. 
Write for METAL FLOAT 
catalog. 





BALL 






FLAT CYLINDRICAL 


FLOAT MANUFACTURERS 
ENGINEERS © METAL FABRI- 
CATORS © COPPERSMITHS 
e BRONZE FOUNDERS 


CYLINDRICAL 


2 
ARTHUR HARRIS & CO. 
DEPT. HA, 210-218 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 
Since 1884 





CYLINDRICAL 





FASTEST 


SELLING 
REMOVER 





For prices and sample, write 


THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis, Tenn. 
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for two to Europe or $1000 in cash 
as second prize and $500 in cash 
as third prize. 

Ten prizes in each of Norelco’s 
17 geographical sales areas also 
will be awarded. 

The contest ends May 15. Entry 
blanks may be secured through 
any Norelco distributor. 


Paint Manufacturers 
Organize Promotion 


The Signature Color Group, com- 
prising leading sectional paint 
manufacturers throughout the 


| country was organized recently at 
| the Color Corporation of America, 


Rockford, Ill., for the purpose of 
sponsoring a cooperative promo- 
tional program. 

Signature Colors is a tinting 
colorant system that produces 240 
colors, obtained by blending tube 
pigments into base paints. 

Signature Color manufacturers 
include: 20th Century Paint & 
Varnish Co., Brooklyn, N. Y.; Long 
Island Paint & Chemical Co., Glen 
Cove, N. Y.; Sundure Paint Corp., 
Syracuse, N. Y.; Mobile Paint Mfg. 
Co., Mobile, Ala.; Gilman Paint & 


| Varnish Co., Chattanooga, Tenn.; 





| Perry & Derrick Co., Cincinnati; 


Pontiac Varnish, Pontiac, Mich.; 
Chas. Novak & Son, Chicago; Gar- 
den City Paint & Varnish Co., Chi- 
cago; Patek Brothers, Inc., Mil- 
waukee; U. S. Paint, Lacquer and 


Chemical Co., St. Louis; Farrell- 
Calhoun, Inc., Memphis; 
Iowa Paint Mfg. Co., Des 


Moines; Lambert .Corp., Houston; 
McMurtry Mfg. Co., Denver; Oliver 
Johnson & Co., Providence, and 
Tibbetts’ Corp., Los Angeles. 


O-Cedar to Sponsor 
TV Network Show 


The spring and fall advertising 
program of the O-Cedar Corp. will 
feature the “Meet Millie” show 
which will appear on 82 CBS tele- 
vision stations covering most ma- 
jor metropolitan markets. 

The program will be moved to 
Tuesdays, from 9 to 9:30 E.S.T. 

O-Cedar Sponge Mops, Dri-Glo 
polish, the new Car Washer and 
two new O-Cedar products which 
will be introduced later this 
spring, will be featured. 


‘Travel Shops’ Give 
DeWalt Demonstrations 


A 27-ft trailer, completely out- 
fitted as a modern woodworking 
shop, is being used by DeWalt 
Inc., Lancaster, Pa., to visit U. S. 
dealers. A twin version is simul- 
taneously visiting Canadian dealer 
stores. 

These “Travel Shops” are dec- 
orated to attract attention on the 
highways and in the cities. 

Each is fully equipped with De 
Walt machinery and a panel on 
which is mounted samples of 
work. 

Operating on rigid schedules, 
they visit the company’s dealers 
in towns on their routes, and give 
free demonstrations to audiences 
previously invited by local dealer 
promotion. 


Consumer Contest 
On Crosman Rifles 


Crosman Arms Co., Fairport, 
N. Y., is offering 251 prizes, top- 
ped by a Nash Rambler car, in a 
consumer contest to be run during 
May and June, on its pellet rifles, 
pistols and accessories. 

Separate prizes will be awarded 
in each of two divisions, senior 
and junior for boys between 12 
and 18. Entrants will submit 
statements of 25 words or less on 
official entry blanks which will be 
available through Crosman deal- 
ers. 


Local Promotion 
On Plastic Tile 

Aristoflex vinyl plastic tile, 
made by the Mastic Tile Corp. of 
America will be promoted inten- 
sively in the New York metropoli- 
tan area by television, Sunday 
supplements, daily newspaper ads, 
billboards and direct mail. 


Sports Festival 
To Run April 19-May 16 


The inauguration of sports pro- 
grams in some communities and 
the extension of them in others 
will be part of the second annual 
observance of the National Sports 
Festival, April 19 to May 16. 
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caulking cartridges | 


USE THEM BOTH WAYS! 







1. Standard Hole- 
In-Cap with Metal 
Nozzle Guns 




















2. With Snap-In me 
Plastic Nozzle* for a 
» all Other Guns 


At last . . caulking 
i os compound cartridges to fit 
every type gun! So easy to use. . either way 
there’s no after-cleaning required. CALBAR 
Caulk-O-Seal is non-hardening, non-staining and 
meets all specifications! 





*Plastic Nozzle supplied with each 
cartridge at no additional cost 


SIMPLIFIES INVENTORY... 
ANSWERS ALL NEEDS! 


Write today for complete details 
CALBAR PAINT AND VARNISH CO. 


Manufacturers of Technical Products 


2612-26 N. Martha Street, Phila. 25, Penna. 



















WHEN YOU ARE LOOKING 
FOR A CERTAIN PRODUCT 


and only the trade-name is known— 
look in the General Directory Section 
ef the Catalog Directory Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in questivun. 


There alongside the trade name you 
will find the name of the manafac- 
turer who makes it. The address of 
the maker will also appear with *he 
firm name arranged alphabetically in 
the same list. 


Keep this Catalog and Directory 
Number where you can reach it 
quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 
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New 
WONDAWIRE 


Easy TO ust 
FOR OME PERSON 


—— 1 @y 





POCKET SAW 


A "MUST" for every outdoor kit 


| Made of hard steel. 20" long. Individually pack- List 

aged, coiled flat in cellophane envelopes. Cuts $ 00 
down small trees. Saws firewood and tent poles. 9 — 
Cuts heads off big fish. Imported from France 

. used by commandos and paratroopers. per doz 
Sells on sight to hunters, skiers, fishermen, camp- 
ers, Boy Scouts. Ideal for novel and inexpensive F R E E 
gifts. Display 


FREE SAMPLE and catalog on request. Order NOW and get Free Display 
Sole U. S. Agent 


AMERICAN FOREIGN INDUSTRIES, Inc. 


Successors fo 
FRENCH INDUSTRIES, INC. 


170 Second Street San Francisco 5, Calif. 











* WOODRUFF KEYS 
MACHINE KEYS 
*MACHINE RACK 
“TAPER PINS” 
“COTTER PINS 
*SPECIAL PARTS 
and other Stanho products 
Bulk or Packaged 


WRITE for CATALOG 
and PRICES 
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ORSE NMA/L CORP 


NEW BRIGHTON, PA 





WOODSMAN STYLE : ~~ 
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Air Conditioner Ads 
To Produce Sales Leads 
Cory Corp. has started a strong 
advertising program on its new 
Freshn-’nd-Aire “Electromagnetic” 
Push-Button Automatic Room Air 
Conditioner in a number of business 
magazines directed to institutions, 
office buildings, hotels and motels. 
All ads will carry reply coupons 
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E ° 
» Adjustable 
\W Pelescoping 
Trotling 
\or 
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e 


a4 
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processed immediately upon receipt 
and forwarded promptly to distribu- 
tors and dealers. 

Consumer publication advertising 
will be started in the future. 
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OD 


near 


| Production Index 

| Again Shows Decline 

| Industrial activity failed to regis- 
ter its usual seasonal pickup in 
February, reports the Federal Re- 

| serve Board. The board’s industrial 





WITH THE X 
TWIS - TITE 
FERRULES 

THAT NEVER LOOSEN 







Z 


The glass blade telescopes through the | production index—a key business 
20” handle and can be locked at any | jndicator—fell for the seventh 
length from 314 to 5 feet. Ask your | 


straight month. 
The February drop carried the 
index down to a point 10.2 pct be- 
low the post-war peak touched in 
May and then again in July. 
Output has now 


jobber or write Niagara Falls for details 
and prices. 





PREMAX PRODUCTS 





DIVISION CHISHOLM-RYDER CO., 
5401 Highland Ave. 


INC. 
Niagara Falls, N.Y. 


$250,000.00 


FACTORY INVENTORY 


CLEARANCE 
ON FAMOUS 


WILSHIRE 


FIRESIDE FURNISHINGS 





cession. 

Industrial production was set at 
123 pet of the 1947-49 index on a 
seasonally adjusted basis. 
a drop of 8 pct from February, 
1953. 


Claim Unique Features 
In New Power Cutter 
The Walter Bates Steel Corp. re- 
ports it is seeking distribution of 
a newly-designed power cutter of 
the rotary cutting head type, with 
a number of exclusive patented fea- 
tures, to retail for about $225. 
The cutter includes a swivel type 
cutting head which follows ground 
contours and an adjustable blade 
guard which can be raised for weed 
cutting or operated in down posi- 
| tion for lawn mowing. The blade 
angle is also adjustable. 


Sears Builds in Phillie 














POLISHED BRASS 
PLATED CURTAIN SCREEN 


Write immediately for illustrated brochure of 


101 outstanding clearance values! Quantities Sears, Roebuck & Co. is start- 
Limited! All merchandise subject to prior 7 : : ; 
sale! Immediate delivery only! Offer good ing construction on a new multi- 


until April 27, 1954, only! cane P 
— million dollar retail store next to 


its Philadelphia mail order ware- 
house. It is set for completion in 
| the fall of 1955. 
(Resume reading on page 15) 


Write or wire for details 


WILSHIRE mre. co. 


4865 SAN FERNANDO RD. WEST 
LOS ANGELES 39, CALIFORNIA 
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which the company reports will be | 


fallen about as | 
far as it did during the 1949 re- | 


It marks | 


SUNSHINE 


“EASIER TO USE 
“LASTS LONGER 
“CLEANS BETTER 


: Fim: A Vrocts4 
’ GENUINE 
CHAMOIS SKIN 
FULL COD Ol. TANNAGE 
MADE IN USA 
Ask Your Jobber for Our Double 
Duty Chamois Double Vaive! 











PIPE 
NIPPLES 


HOYT & WORTHEN TANNING CORP HAVERHILL, MASS. 
Steel, Brass 


in Copper, Chrome 


Long Screws, Tank Nipples 
Gauge Siphons 





PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, Pa. 
6H 






















Amazing New Liqsid 
S-W-E-L-L-S Wood 


Penctrates weed Rhree— 
makes them ¢-1-p-a-0-0 
sermanently 


Quickest and casiest ea) 
te fix teese shair rwage 
tegs. handies, dowels 
Gove-tails, ete 


A Fast-Selling impulse itee 
Write fer Free Samples are 
Literature 
CHAIR-LOC CO. 
Lekohurst 3, N. a 
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HET HANSER S HUSTLERS! 


50 top-notch salesmen concen 
trated in a rich sales territory 

50 result-producers wort! 
ing directly for you, giving you 
Complete Coverage in: 


NEW _ ENGL AND STATES; NEW 
Metropolitan area); 







MARYLAND; DEL ‘AWARE; 
OF COLUMBIA; VIRGINIA 


The HARRY HANSER 
ORGANIZATION 
Manufacturers Representatives 


1841 Broadway, New York 23, N. Y. 

















Bewildered ?? 


6 ne MS EE o-2.0.6 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No.1 choice of hard- 
ware dealers through- 
out the nation. 
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job. Many years of research give 
make Nicholls tools sell faster. 





over 57 years 


ing sales prot 


Nicholls TROWELS, FLOATS, CEMENT TOOLS, DARBIES and 
HAWKS have been engineered and designed to perfectly “fit” the 
“much wanted features” that 





Stock and Display Nicholls Tools 


TER SQUARE 
the NICHOLLS CARPENTER SOU Jor More sales “easel dales bigger profits / 





has been @ lead 








NICHOLLS MANUFACTURING COMPANY 
OTTUMWA, IOWA 











NINGOTON 


ROLLER SKATES 
Finst 


IN THE POPULAR 





a” 


MODELS FOR ALL AGES 
Write for 


Complete Information and Illustrated Literature 


KINGSTON PRODUCTS CORPORATION 


Kokomo, Indiana, U.S.A. 














IT'S HERE ... NOW! The Only Power Tool 
of Its Kind with a PISTOL GRIP HANDLE 


New 
DALTON . 
Portable Electric | a© ., 
JIG SAW wo ies 
A Rugged, Versatile 

Reciprocal Action Saw 






Cuts Wood, Plastics, Metals, __ Complete 
Composition Boards and with 4 = 
others. Blades 
Saws Circles, Curves, Straight 

Lines and Intricate Designs. $44.95 





ed the Work of a Rip, , So 
rosscut, Coping, Jig, Scroll, ie acity: 
Band and Keyhole Saw. we —— 





Other Features that Sell: 





@ Specially built Dayton motor @ Makes its own starting hole for 

@ Oilite  self-lubricating bearings, inside cuts : 
and hardened steel gears @ Air stream blows sawdust off guide 

@ Blade changing is quick and easy line : : 

@ U. L. approved Recessed Thumb @ U. L. approved cord with anti- 
Switch in handle kink spring 





Spee-Dee 
SAWHORSE BRACKETS 


Features the Exclusive Flanged Nail 
Holes for Quick, Easy Disassembling 
Low Priced! Takes Dressed or Common 
2x4 Lumber. No Complicated Instruc- 
tions to Follow 

Easy to use. Produces sturdy sawhorses 
that won't fall apart when lifted by the rail! 
Employs nails t6 secure the assembly. Use for 
Ping Pong Tables, Carpenter's Horses, Barri- 
cades, etc. Disassemble on the job for trans- 
porting, storing. 


If not stocked by your jobber, have him order for vou. 


DALTON MFG. CO., 20 S. Central, St. Louis 5, Mo. 








<(MARSHALLTOWN) 


MARSHALLTOWN TROWEL COMPANY «+ 


MARSHALLTOWN, IOWA 














Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New," which appears in every issue on page !2. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE 100 East 42nd Street New York 17, N. Y. 
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Classified Opportunities Section 


I 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Each additional word...........  .10 
Positions Wanted 
(Special Rate) set solid, maximum, 
SE ‘ieactuwa vecensbansebusdeesmemns 


Each additional word.......... 
Allow Seven Words for Keyed Address” 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 1!5 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


| Representatives Wanted 








EXPERIENCED SALESMEN || 


with following among retail hardware and 
housefurnishing stores, to sell the most popular | | 
branded line of dog furnishings. Can be | | 
handied as a side line. Liberal commission. 
Choice territories open. 
Address Box A-803, care of yy ta ace 
100 East 42nd Street, New York 17, N 














| 


EXCLUSIVE TERRITORIES OPEN FOR AGENTS CALLING 
ON HARDWARE DEALERS AND GARDEN SUPPLY HOUSES. 
A REVOLUTIONARY LAWN AND GARDEN TOOL THAT 
PERFORATES, IRRIGATES AND AERATES IN ONE 
EASY OPERATION. WATER PRESSURE DOES THE 
WORK. AN EXCELLENT OPPORTUNITY WITH A NEW | 
ITEM. STATE TERRITORY COVERED AND LINES NOW 

| 


HANDLED. 
WATER-BORE CO., 





Address: 
Pier 65, Seattle |, Wash. 











EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON aationally advertised Mak-O-Washer | 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 
tion sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re- | 
peat business. Address Box A-870, eare of Harp 


ware Ace, 100 E. 42nd St., New York 17, 
N. Y 

SALESMAN—Terrific new patented garden | 
tool. Wanted for the following territories: Arkan- 
sas, North and South Carolina, Delaware, Mis- 
sissippi, Oklahoma, North and South Dakota, 
Virginia, West Virginia, Kansas. Calling on Dept 


Stores, 
Jobbers, 


poration, 


Chain Stores Hardware & Garden Supply 
Commissions. Address: Hoff Tool Cor 
199 Bleecker St., Brooklyn 37, N. Y¥ 


REPRESENTATIVES WANTED. Established 
Manufacturers’ Representatives to sell Brass 
Goods including Swing Spout and Deck Faucets, 
Lavatory Faucets, Bath and Shower Fixtures. 
Valves, Bibbs, “P’” and “S’ Tubular Traps. 
Plugs, Strainers, Flexible Lavatory and Tank Sup- 
plies, Shower Bars, etc. Many Territories open 
State all details and actual territory covered. Ad- 
dress Box B-743, care of Harpware Acz. 100 
East 42nd Street, New York 17, N. Y 





ESTABLISHED MANUFACTURERS 
AGENT WANTED on an exclusive territory 
basis, with Hardware following. State items han- 
dled accounts sold and territory covered. Several 
Territories open on this hot Electric Lawn Edger 
and Trimmer item. This one has many sales fea- 
tures. Dealers send for literature. E-Z Manufac- 
— Co., 9728 Breckenridge Avenue, St. Louis 
14, Mo. 





MANUFACTURER’S AGENT FOR FLY 
TRAP. Territories open in many parts of the 
country. Season is now on so Air Mail your 
Qualifications. Only live wire salesmen need ap- 
ply. We manufacture the lowest priced, and most 
complete fly trap in the country. TRIANGLE 
MANUFA RING CO., 55 Amory Street, 
Roxbury 19, Mass. 
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| Street, New York 17, N. Y 


REPRESENTATIVES WANTED. Established 
Manufacturers’ Representatives calling on hard- 


Representatives Wanted 


MANUFACTURER’S REPRESENTATIVES 
—Long established and highly rated manufacturer 
has complete line of Household Aerosol Products 








REPRESENTATIVES WANTED — Experi- 
enced for nationally sold quality and popular priced 
lockset and builders hardware manufacturer. To 
be sold to lumber and builders hardware dealers 
Territories open—Western New York, Central 
New York—Northeastern New York. Commission 


basis. Give territory, experience, references and 
lines carried. Replies confidential. Address Box 
B-714, care of HarDWARE 100 East 42nd 


AGE, 


SALESMEN—NEW YORK Wholesale Build- 
ers Hardware Concern distributes top lines to 
lumber and builders hardware dealers. Territories 


| open—New England—Western and Central New 


York — Pennsylvania — South Jersey — Maryland 
and Delaware. Drawing and/or commission. Give 
territory, experience, reference and lines carried. 
Replies confidential. Address Box B-715. care of 
Harpware AGe, 100 East 42nd Street, New York 


MANUFACTURERS AGENTS WITH FOL- 
LOWING AMONG JOBBERS and Wholesalers 
of paint, hardware, housewares and chains to sell 
volume line of Colors In Oil in tubes, Aluminum 
and Gold paints. Several choice territories onen 
“qa ju eae Works, 1013 38th Street, Brooklyn 
19, N j 





SALESMEN: Preferably those 
floor machines to Hardware Stores, Lumber Deal- 
ers, Rental Places, ete., Eastern Seaboard thru 
to Florida to sell non-competitive but excellent 
companion machine. J. T. Flynn, 27 Austin Street. 
Newark, New Jersey 


now selling 


WHOLESALER, specializing in Brand Name 
Hand and Power Tools, wants experienced sales- 


men covering Hardware Deslers and Lumbe: 
Yards in New England and Eastern New York 
State. Non-competing lines acceptable. Excellent 
commission. Send details lines and territory to 
W. J. MOORE & SON, Box 73, New Britain. 
Conn. 





MANUFACTURERS REPRESENTATIVES WANTED 


Now calling on Hardware and Building Supply Job- 
bers Protected territories for ‘‘Solo Hangers,’’ a 
new item for window dressing—hangs shades. venetian 
blinds, curtains, and drapes all from one bracket with 
a total of 4 screws. Inquiries from dealers through- 
out the country from advance news releases and ad- 
vertising. An opportunity to get an accepted hard- 
ware item 

ADVERTISING ASSOCIATES, Solo Hanger Division 
Post Office Box 21 Fontana, California 














SALES MANAGER WANTED FOR ESTAB.- 
LISHED progressive wholesale builders hardware 
concern located in Philadelphia, interested in de- 
veloping sales with lumber yards in the Philadel- 
phia, South Jersey and surrounding area. Excel- 
lent opportunity for the right applicant. Address: 
Box B-754, care of Harpware AGgz, 100 East 42nd 
St., New York 17, N. Y 


| 








ware and variety store jobbers to sell a_ well ; 
| known, popular priced line of Dog Collars, Har- ready for national distribution to the Wholesale 
nesses, and furnishings. Many exclusive territories Hardware Trade. Representatives selected = be 
open. Write details including present lines han- mse ° a — —— agg ag a) ine 
dled. Address: Bo B-755, care of HARDWARE agge or nationa ominance. rite pertinent 
Ace, 100 ‘East 42nd Street New York 17, N. Y. | details to DeMERT & DOUGHERTY, INC., 

, 3001 W. 47th Street, Chicago 32, Illinois. 
FACTORY REPRESENTATIVES, CALL 


ING ON JOBBERS for Hardware and Variety 
Stores. We have a new line of Stick On Hooks 
for Pictures, Plates, Plaques, Maps and all Gad 
gets that hang on the wall. Write for details 
Address: Box B-757, care of Harpware Acgz, 1/0 
East 42nd Street, New York 17, N. Y. 





Accounts Wanted 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributers with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louisville. 
We will carry the account or you can bill direct. 
Inquiries invited. Write Ance Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 











ATTENTION MANUFACTURERS NEW 
YORK CITY sales representatives with following 
among the leading chain store syndicates hardware 
& Household jobbers since 1924 weuld like to hear 
from a reliable manufacturer. Can give full 
time. Address Box B-708, care of Harpware AGE, 
100 East 42nd Street, New York 17, N. Y. 


SERVING MICHIGAN 
OHIO with Whole- 
Accounts can add 
time maintain 


REPRESENTATIVF 
AND NORTHWESTERN 


sale Hardware and Mill Supply 





another good line and at the same 
effective coverage. Wil 1 give intelligent and indus 
trious representation. Prefer products of a me 
chanical or electrical nature. G. D. McCormick, 
16035 Hamilton Avenue, Detroit 3, Michigan. 
TRY CANADA! Manufacturer’s Agent open 
for Specialty Line. K. P. Holland 3790 Mar 
lowe Avenue, M¢ IN’ i. RE: AL. 
IF YOU M ANUF ACTU RE OR DISTRIB 


UTE PRODUCTS sold direct to the hardware and 
building supply retailers and desire volume sales, 
concentrated coverage in Washington, D. C. and 


vicinity, contact this established representative 

Address: Box B-756, care of Harpware AGE, 100 

East 42nd Street, New York 17, N. ¥ 
REPRESENT: ATIV F S COV ERING HARD 


WARE AND OTHER jobbers. Need good House: 
wares, Sporting Goods or Builders Hardware line. 
Now covering Washington, Oregon, Idaho & Utah 
Have warehouse with R. R. trackage and shipping 
facilities. Can give good recommendations. Young 
aggressive organization. Members MANA. Write 
Leonard Hurst Co., Box 252, Caldwell, Idaho 


ACCOUNTS WANTED, BY LONG ESTAB- 
LISHED ALABAMA manufacturers’ representa- 
tives, ample capital, builders hardware, Western 
olywoods sash and doors, wire cloth, metal win- 
dows, galvanized ware, hand tools, power tools, 
cutlery, general hardware lines, steel kitchen 
equipment. G steady business producers. 
i 3318, South Highland Station, Birmingham. 

la. 
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Accounts Wanted 


| 


Positions Wanted | 








NEW PRODUCTS WANTED 


Established, Aggressive Factory Agency 
desires additional products. Calling on 
hardware jobbers, mill supply houses, con- 
tractors supply houses, materials handling. 


ALL OR PART OF 13 STATE COVERAGE 
P.O. Box 627 York, Pa. 











MANUFACTURERS REPRESENTATIVES 
TRAVELING 5 men desire an additional nation- 
ally known line. We cover the states of Wiscon- 
sin, Illinois, Indiana and Kentucky, calling on 
hardware jobbers, sporting goods jobbers, electrical 
jobbers, plumbing jobbers, automotive distributors, 
mill supply houses, mail order accounts and chain 
organizations. Dealer missionary work our pol- 
icy. Address Box B-739, care of HARDWARE AGE, 
100 East 42nd Street, New York 17. N. Y 





HARDWARE REPRESENTATIVES WITH 
MANY YEARS builders Hardware experience 
are seeking one additional factory line for the 
Wholesale Hardware and retail trade. Address: 
Box B-751, care of Harpware AGez, 100 East 42nd 
Street, New York 17, N. Y. 





INCREASE YOUR SALES VOLUME— 
SELL THE OVERSEAS MARKETS! 


Sell the profitable overseas markets by 
engaging our alert and experienced 
export organization, now actively trad- 
ing in all principal countries. 

Write today—let us show you how 
our international sales force can pro- 
duce volume sales for you. 


J. J. Plesser, Pres. W. Hirsch, Mdse. Mgr. 


HAMOS COMPANY 


Manufacturers’ Export Representatives 


Dept. 8A, 332 West 21st Street © New York 11, N. Y. 











MANUFACTURERS SEEKING BETTER 
NEW ENGLAND DISTRIBUTION—If you 
want an agent without too many lines, who will 
give thorough concentrated effort to increase your 
sales, I’m your man. 28 years old, three years sell- 
ing in New England for one of America’s oldest 
hardware manufacturers. Address: Box B-747, 
care of Harpware AcE, 100 East 42nd Street, 
New York 17, N. Y. 





MANUFACTURERS AGENT handling a line 
of sliding door medicine cabinets would like a line 
of hinge-door medicine cabinets, bathroom acces- 
sories and supplies for the State of Florida, selling 
direct to contract hardware, millwork, plumbing 
supply. Warehouse and building facilities avail- 
able. Address: Box B-752, care of Harpware AGE, 
100 East 42nd Street, New York 17, N. Y. 





WANTED—Complete Line or single item— 
large and medium price mechanical and electrical 
machinery or equipment for any type of outlet— 
we have sales floor—we have the guts and the 
knowhow—wholesale — retail — industrial — institu- 
tion—Address: C. P. Conway, 1664 Montpelier 
Ave., Pittsburgh 16, Penna. 





Help Wanted 


SIDELINE SALESMAN: Excellent opportu- 
nity for experienced man now calling on seed, 
feed dealers and nurseries, in New York and in 
New Jersey, to handle profitable sideline of gar- 
jen tools, power mowers, wire fencing, etc., on 
commission basis. Address: Box B-728, care of 
Harpware AcE, 100 East 42nd Street, New York 
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I HAVE BEEN SELLING FOR A LOCK 
Mfg. firm for over 37 years in and around New 
York, and have made many life-long friends, 
Would like to sell a good specialty Hardware or 
House Furnishings item and prefer working on a 
commission set up. Address: Box B-758, care of 
HarpwakE AGE, 100 East 42nd Street, New York 
17, N. Y. 





EXPERIENCED WHOLESALE HARDWARE 
MAN in buying, credits, collections, pricing, 
quotations, customers phone calls, Salesman needs, 
Catalog work, inventory, Expediting, etc. Good at 
hgures, and details, Graduate College Business 
Administration. Thorough knowledge of _hard- 
ware field, modest compensation acceptable. Would 
consider part inside and outside arrangement. Ad- 
dress Box B-759, care of HARDWARE AGE, 100 East 
42nd Street, New York 17, N. Y 





YOUNG (27) family man seeks sales position 
in Hardware trade. 2% years experience adv. 
dept. of well known supplier, 2 years experience 
ins. Sales. College graduate. Ready and willing 
to work and learn. Central N. Y. preferred, but 
will consider new location. Address: Box B-750, 
care of Harpware Acg, 100 East 42nd Street, 
New York 17, N. Y. 





SITUATION WANTED — BUYER. MANY 
YEARS experience buying housewares, cut- 
lery, toys, vacuum goods, wheel goods, and other 
kindred items for wholesale hardware and major 
mail order company. College education, married 
and will move. Address: Box B-419, care of 
Harpware AGE, 100 East 42nd Street, New York 
17, New York. 


POSITION WANTED 


Seeks connection with reputable firm, manufacturer or 
representative. Age 45, married, 9 years experience 
buying and sales for wholesaler of Hardware, House- 
wares, Toys and Novelties. Inside or outside position. 
Prefer Southeastern States but will relocate. 


Address Box B-753, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 























Business Opportunities 





FOR SALE: 100,000 Plated Mason—Brick- 
layer’s Hi Tensile Line Pins, Also Line Trige and 
Holders—Will imprint any amount with your 
name, %” lettering, 35 Characters, Two lines, at 
special pries. We also Manufacture Bricklaver- 
Mason Jointer Tools, High quality, low prices. 
Dealers-Jobbers write. The Frederick Mfg. Co.. 
2750 South Oakland, Elkhart, Ind. 


BRITISH TOOL FIRM IN LONDON, EN- 
GLAND, with eye to future development, wishes 
to arrange two or three agencies with first class 
smal] tool manufacturers, Well established and 
connected. Box #873, c/o DAWSON’S, 129 Can- 
non Street, London, E. C. 4, England. 








FOR SALE: Well established hardware and 
plumbing business; adequately supporting two 
families; 6,600 sq. ft. sales and storage space. 
Center of downtown shopping district. Inventory 
& fixtures, approx. $39,000.00. Reason for selling 
—moving to the West Coast. Write owner—East 
Chicago Hardware, 709 W. Chicago Avenue, East 
Chicago, Indiana. 





HARDWARE AND MILL SUPPLY STORE 
FOR SALE. Established over 50 years. Good op 
portunity in the growing Delaware Valley. City 
of Camden. Should have a salesman on the road. 
Address: Box B-749, care of Harpware AGz, 103 
East 42nd Street, New York 17, N. Y. 





HARDWARE—Marshall Wells Franch. One 
of the best locations in Minn., near Minneapolis. 
Nets $425 plus per month. $4,600 for fixtures & 
equipment plus stock of approx. $14,500. Address: 
Box B-748, care of Harpware AGzg, 100 East 42nd 








Street, New York 17, N. Y. 


Do You Want To— 


- Sell or buy a store 
* Represent new accounts 


* Hire experienced 
hardware personnel 


* Dispose of surplus 
stock—distress 
inventory—job lot 
merchandise 


* Get sales representa- 
tion for your line 


* Get a job in the 
Hardware field 


THEN— 


Tell It To The Trade 
In The Classified 
Advertising Pages 
Of HARDWARE AGE 


Classified Ad. Dept. 


HARDWARE AGE 
100 E. 42nd Street 
New York 17, N. Y. 
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MASKER- 


Paint Shield IT! Index to Advertisers In 


IN YOUr Store 





Per square inch of 





A E 
EVERY PAINT CUSTOMER Add Sales Co. 189 | Eagle Rule Mfg. Co. . 177 laboratory Equi 
CAN USE A MASKER-AID f Aermotor Co. ar 185 | Eclipse Lawn Mower Co. 99 lomson & Sessio 
TWO SIZES Allied Wheel Prod., Inc. 159| Ekco Prod. Co. sibs 178, 179 Londen Putty W 
ALL ALUMINUM - PATENTED : Ali-Luminum Prod. 67 | Electro Line Prod. Corp. 170 fonders, Frary & 
CURVED AND BEVELED EDGES Aloa Corp . 199 | Engineering Research Assoc., Inc. 207 ou Blower Com; 
ADJUSTABLE HANDLE SAVES TIME PAINTING American Chain & Cable Co... 6 enk Mfg. Co. 
POPULAR LOW PRICE ! mer oe a American Fl. Surfacing Mch. Co. 59 ewis Engineerin 
ORDER FROM YOUR JOBBER American Foreign Indus., Inc. 211 e nace 
M American Grease Stick Co. 206 indow ass 
ODERN METHODS CO, 2912 NATION - i American Mfg. Co. ‘ 17! | Egirbanks, Morse & Co. 26-2? ockwood Hdwe. 
Animal Trap Co. of America 102 | Faris Mfg. Co., W. W. 163 umite Div 




























Archer-Daniels-Midland Co. 55 Fawsco Mfg. Div. ......... 20! 
= Aristo-Mat Co. . 109 | Ferry Cap & Set Screw Co. 36 
re” Armstrong Bros. Tool Co. .. 204 | Fletcher Enamal Co. . 146 
Associated Bulb Growers of Hol- Fulton Co., The 158 
land . wwe 18! 
Atlantic Screw Works, Inc. 168 Aacklanburg-Dun 
Atlas Tack Corp. cen 142 Aall Tool Co. 
S Mann Edge Tool 
. ——— =e | Gardner Wire Co. . aie tae Marine Prod., It 
eo! B General Electric Co. onoeaggeete st 
Lamp Div. . ; 155 aster Lock Co 
: : : , Bergman Tool Mfg. Co., Inc. 205 mall Appliance Dept. 110-111 McCaskey Regist 
: Of highest quality . . . long-lasting, fine Bethlehem Steel Co. .......... 28 ian canton on 105 McGill Metal Pr 
cutting edges... green plastic handles. Tang butt, socket , 164 . 2 McNulty Design 
butt, and socket firmer types. ee ae. Hey. Ge. -..-.--. Gibson Good Tools, Inc. 200 sep panera 
Bissell Carpet Sweeper Co 68 Globe-Union, Inc. 182 Metal Ware Cor 
££ Black & Decker Mfg. Co. 46-47 | Glynn-Johnson Corp. 119 §Metallizing Engr. 
ne Boker & Co., Inc., H. 6! | Goodrich Co., B. F., Industrial Michigan Peat, 
GREENLEE Boyle-Midway, Inc. 217| Prod. Div. ert Bicup acste 30-31 J Miller, Inc., Rok 
; Brown, Inc., John Clark 208 | Goodyear Tire & Rubber Co., Inc. 113 Modern Methods 
poses ag aye | Bruce Co., E. L. : 69| Goulds Pumps, Inc. .............3940 [Monsanto Chemi 
Bruning Bros., Inc. 194| Graham Co., Inc., John H....121, 164 Mouli Mfg. Cor, 
GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. Buch Mfg. Co. 24| Grainger, Inc., W. W. 157 Myers & Bro. Co 
Buckley Mfg. Co. 208 | Great Neck Saw Mfg., Inc....... 169 Mystik Adhesive 
Buffalo Forge Co 144 Greenlee Tool Co. 7 216 
Griffin Mfg. Co. eo 37 
Re c 
The Big Profit Line! Calbar Paint & Varnish Co. 211 . Matens! MHoussw 
JUMBO FABRICATED | | caj-pak Co., Inc., The 153 | H_ & S Rod Iron Dinette Co. 152 | National Lead « 
TOOL BOX Carlon Prod. Corp. 18| Hall Co., Joseph 218 | National Lock ¢ 
Chair-Loc Co. 212 | Hanser Organization, Harry 212 National Mfg. C 


National Metal | 





































A tough and sturdy all 3 
steel tool box, 4 casi. Champion DeArment Tool Co 49 Hanson Scale Co 154 City Mo) 
lever trays. Divided for | Champion Hdwe. Co. 120 | Harrington & Richardson, Inc. se Nelien | Metal 
socket ee. Continu- Chicago Precision Mch. Co 207 | Harris & Co., Arthur 210 bergh, Pa.) 
ous piano hinge. Durable : w d 190 tid ‘ 
jel een a 3 Chicago Roller Skate Co. 112; Heller & on : Cc a National Screw | 
side bolts and center hasp. Form Cleveland Twist Drill Co. 45 | Heppner Mfg. Co Nelson Mfg. Co 
fit aluminum handle. Size—!8"' Coburn Prod. Div. 218| Holt Mfg. Co 195 Nichols Wire & 
long x 10/2" wide x 13" high, Colonial Brush Mfg. Co., Inc 141 | Hopkins Mfg. Co., L. 218 : 
also in 21" and 24" siz F Nicholls Mfg. C 
es. Colorado Fue! & Iron Corp. 218 | Hoyt & Worthen Tanning Corp... 212 North Wayne T: 
. Write for Catalog and Price List ——— =. vgn 54 | eee ye The ... _— 
olumbian Enameling tamp- unter Too °. 
SIMONSEN INDUSTRIES, INC. ing, Inc, 115! Hyde Mfg. Co. 132 
1414 S. Michigan Avenue, Chicago 5, Ill. Columbian Rope Co. .... || Hydroponic Chem. Co. 217 
cumnniiadiiaas Columbus Plastic Prod., Inc 187 
~ | Consid. Metal Prods. Co 145 a Oticn ees 4 
B Cornish Wire Co., Inc. 209 | 
eaver au ing uns | Council Tool Co., The 218 | j 
Crescent Plastics, Inc. ........... 16 | Jackes-Evans Mfg. Co. 42 
Crescent Tool Co. 44 5 
Jackson Mfg. Co ae 16 
Crown Rubber Co., The .. 199 i“ 
Jacuzzi Bros., Inc. 183 
" Parker Sweeper 
; Jenkins Bros. 140 Sete 5 
mmediate . Ditteue tne Bie. €, 94-95 atterson-Sargen 
Delivery For Cartridge or D : P Peerless Prod. ¢ 
Bulk Compound | oon c “al Peerless Pump D 
Precision made for longer life Posen die ae Penn Metal War 
d | Dayton Pump & Mfg. Co..19, 20-21, 22 K Pennwood N 
and better ——, © All work- | Dentin tame Oo 203 “ ood Numes 
ing parts accurately machined. : Sele Ses Keelor Steel, Inc. 203 ioneer Rubber | 
* Extra heavy gauge barrels. © Uses all | stag —— ane ae eo Kees Mfg. Co., F. D. 203 | Pittsburgh Nippl 
Sold with caulking materials—handles light oils. © Posi- eee ae se ereerer ee Master Sutter Go 162 &f Pittsburgh Plate 
e tive ratchet drive. © Threa ed noules—no a ee eee 151 Keufie! & & C 57 Store Front Di 
bayonet joints ¢ | Th Dexter Lock Co., subs. Natl. Brass oune oo Pl 
LIFETIME y ot joie $ to come loose. © Three popular Co 135 | Keyston Bros . 2N7 antabbs Corp. 
* " ' " . . “rrrrrrrrirri rr te ti | “ITT ET TILT 
GUARANTEE _ sizes—6!/2", 10 and 15". List prices—$6.50, Diamond Calk Horseshoe Co..... 185| King Cotton Cordage ... 121 >lymouth Rubber 
$7.50, $8.50. Write for discounts. : i | Ki; remax Prod. D 
LU a casdavncsewnseenes 201 | Kingston Prod. Corp. ; 213 
WESTERN RESERVE MFG. CO. : : ' Cc 
3718 E. 93rd St ci land 5. Ohi eee 218 | Klean-Strip Co., Inc. a 210 repo Corp. 
- SVSIGRE 3, ad Donaldson Company, Inc. ....... 1271 Kwikset Sales & Service Co. » = roto Tools 
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loboratory Equipment Corp 
lamson & Sessions Co. 

tanden Putty Works, Inc. 
onders, Frary & Clark 

au Blower Company, The 

enk Mfg. Co. nee: 
ewis Engineering & Mfg. Co. 
ibbey-Owens-Ford Glass Co., 
Window Glass Div. 

ockwood Hdwe. Mfg. Co. 

umite Div 


M 


Aacklonburg-Duncan Co. 
Aall Tool Co. a 
Mann Edge Tool Co. . 
Aarine Prod., Inc. 
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Master Lock Co 

McCaskey Register Co. 
cGill Metal Products Co 
cNulty Design Studios 
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National Housewares Mfrs. Assn 


National Lead Co 172- 


National Lock Co. 
National Mfg. Co 


National Metal Prod. Co. (Kansas 
City, Mo.) a 


National Metal Prod. Co. (Pitts- 
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National Screw & Mfg. Co. 
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North Wayne Tool Co. 
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Ox Fibre Brush Company 
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LEATHER APRONS 


SINCE 1868 


No. 37 Buckers 
Leather Apron 


Heavy Hercules 
Leather Aprons 





for 
Warehousemen For 85 Years 
Draymen The Finest 
Shop Leather Aprons 
Buckers 





Send for 
Dealers Catalog 


Lumber Pilers 
Hay Pilers 





KEYSTON BROS. 


755 MISSION STREET 
SAN FRANCISCO 3, CALIF. 

















Gardner's 


Two-Drawer 


Cabinet 


in coded compartments. Also in 
one and four drawer assortments. 
Boxed refills shipped quickly 





Good Springs are so 


easy to 
stock and sell this better way! 
Order the 2-drawer sturdy all- 


stee] Gardner dealer cabinet. from stock. These are quality, pre- 
Holds 218 Extension and Com- cision-made, plated Springs. Ask 
pression Springs . . 79 sizes . . your jobber or write us today! 


1329 So. CICERO AVE. 
CHICAGO 50, ILL. 


Gardner Wire Co. 











‘Hardware Dealers Cash In 


on Sensational Best Seller 
in Garden Insecticides! 


A proved money-maker! Every home 
gardener wants this handy new push- 
button flower bomb! Sells on sight 
from compact display carton! Made 
specifically for outdoor use! 
rose 











messy mixing, no pouring! Nation 


»ANTROL ics, FLOWER BOMB 


(THE ORIGINAL) 
= 

play NOW! 
arden insecticides Manufactured by 


Japanese beetles, other pests. 
Stock and 
BOYLE-MIDWAY INC., 22 Eost 40th St, N. Y. 16 


















eG _ 


4 


PLANT FOOD 


FAST SELLING, NATIONALLY ADVERTISED 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 

gardens. Produces vigorous, beautiful growth in all plants quickly. Pays 

dealer 3314°7, profit. Attractively packaged for display. Does not deter- 

iorate, is clean, odorless and SAFE. Dissolves instantly in water for use 
l-oz. makes 6 gallons liquid plant food. 


HYOMex 



















Retails vou, oa Ret Ota tivepe 
l-oz. pkt. 10c..... 72 to case wt. 7 Ibs...... case > 
3-072. on ae 36 to case wt. 12 Ibs.... . . $6.00 case oblate 
7-0z. can 50c..... 24 to case wt. 14 Ibs... ... $8.00 case ” ow, - 
1-Ib. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case 25 sovranst® 


Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 









. 161, Red Jacket Mfg. Co. 17 
. 156 | Reel Sprinkler Co. 149 
. 130 | Resinite Sales Corp. _ 
4| Ridge Tool Co., The . 169 
63 | Rockwood Mfg. Co 209 
131 | Root Mfg. Co. 165 
98 | Russell & Erwin Div. 35 
34 
9 
Ss 
St. Louis Cordage Mills 171 
Savage Arms Corp 103 
Schacht Rubber Mfg. Co. 208 
| Sharon Bolt & Screw Co. 193, 206 
_ 123 | Sheffield Bronze Paint Corp. 52 
. 128 | Sherrill Instrument Co. 147 
_. 48 | Signa-Craft, Inc. 117 
.. 190 | Simonsen Industries, Inc. 216 
_ 213 | Skil Corp 5! 
_. It} Smith & Co., D. B. 166 
.. 150 | Snell Div., Parker Mfg. Co. 16! 
_ 1§2 | Southern Screw Co. er 4! 
200 Standard Horse Nail Corp. 211 
_ 160 | Stevens Walden, Inc. pe 168 
_ 97 | Stewart Iron Works Co., Inc., The 164 
_.. 186 | Sunshine Chemical Co., Inc., John 38 
. 218 | Super Tool Co. . 48 
216 | Superior Pressed Steel Co. 204 
_ 139 | Swift & Co. ...... 32 
209 | Swing-A-Way Mfg. Co. 60 | 
_ 126 | Swisher Mower & Machine Co., 
Inc 186 | 
Sylvania Electric Prod., Inc 62 
T 
64 
173 | Tate Co., E. H 193 
70 | Tryon Co., Edw. K 163 
33 
129 
U 
118 
219 | Union Steel Chest Corp 207 
. 184! United States Plywood Corp 58 
65 | United States Rubber Co. 50, 101 
. 213 | United States Steel Co. 
_ 179| Cyclone Fence Div 124-125 
Universal Mfg. Co. 189 
Vv 
143 
| Vogt Bros. Mfg. Co. 218 
w 
167 | 
. 133 | Weather-Proof Co 43 
189 | Western Reserve Mfg. Co. 216 
25 Westinghouse Electric Corp., 
| Lamp Div. Sacueunie houses Sa) Ge 
Whizzer Prods. Co. . 194 
Wilcox, Crittenden & Co., Inc. 205 
199 | Wilshire Mfg. Co. ..... 212 
- 212 | Woodford Hydrant Co. 203 
53 | Wooster Brush Co. . 56 
166 
. 167 
212 
122 | - 
15 | Yardley Plastics Co. 23 
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Guild SALES / 








> with the FASTEST SELLING LINE of SAFETY GATES (C)5 
J x) 


PRA //\/\AX\Y 


New catalog just out. 
Write Dept. HA44 for free copy. 


Che Perfection Line L. HOPKINS MFG. CO, worth Girard, Po. 


NO-MAR GATE 
MOUNTING 


A unique accessory, p 
ented by us, holds g 
safely without wo 
screws. Adjustable. Ea 
to mount. Will not h 
any surface. Sold 
extra. Ask Your Job 
or Write us. 








16 PAGE ILLUSTRATED 


CATALOG 


SHELF HARDWARE & BUILDING SPECIALTIES 





Just off the press! Our revised catalog is packed with 
money-makers . . . a complete line of shelf hardware items. 
And several pages in this new catalog cover special deals 
including free displays with bonus merchandise. 


Write for your free copy today! 
(our line is sold thru jobbers exclusively) 


JOS€PH HALL CO. 


3420 MARKET STREET PHILA. 4, PA 





SLIDING DOOR HARDWARE 


The full line of Coburn Sliding Door Hardware gives you 
a broad base of customer coverage... goes over big with 
home owners, farmers, builders and industrial users. 





Send for catalog and price list 
Sales and Engineering Office, 56 Sterling Street, Clinton, Mass. 


COBURN PRODUCTS 


WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 











VOGt 
Bh Powe- Mow 


... designed with a gal in mind! 
@ LIGHTWEIGHT 
@ REVERSIBLE HANDLE 


@ REMOTE CONTROLS 
@ ALL 'ROUND SAFETY 


New York Sales Office and Display Room: 200 Sth Ave 


VOGT BROTHERS MFG. CO., INC. 


14th and Main Streets, LOUISVILLE, KENTUCKY 

















FIRE RAKES — FIRE SWATTERS — SKIDDING TONGS 
DISTRIBUTION THROUGH JOBBERS 


oF a0 Seam IGG6 











NATIONALLY ADVERTISED 


RUBBER CUSHIONED REGULAR 


One set in a box. 
12 boxes in a 
carton. Sizes — 
1H”, 1%", 6”, 
%”", %”, W”, 


One set on a card. 
12 cards in a box. 
Sizes 142”, 1%”, 


Je, , %", 
i”. 





DOMES or SILENCE 


Ask your jobber, If he Is not supplied, write 


FURNITURE GLIDES 


PINTLE & SOCKET TYPE 


For furniture 
where casters 
have been used. 


Sizes: 
DS 292—1%", DS 293—1%” 

















DOMES of SILENCE Divisioe of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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